


























It is only one short year ago that International Silver Company an- 
nounced its policy of CONTROLLED DISTRIBUTION. With the cooperation 
of silverware dealers the country over, this year-old policy has 
brought new hope and new profit to everyone connected with the 


distribution of silverware. 


INTERNATIONAL SILVER COMPANY’S POLICY OF 
CONTROLLED DISTRIBUTION CELEBRATES ITS BIRTH- 
DAY AND COMMEMORATES INDEPENDENCE DAY 
FOR SILVERWARE MERCHANTS 

















This Smart, New Merchandise 





Simmons 
Quality 
Yellow 

Identification 
Bracelet 
with adjustable 
Ratchet Clasp 
in Gift Box 
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Is only ONE of the Profitable 
Retailers in the BA&Co. Catalog 


It is representative of the high 
style and fine quality of every 
item in the well known B A & 
Co. line, from which you may 
select an appropriate article 
for every season and every . 








occasion. 








Use our catalog . . . as thou- 
sands of retailers do . . . to 
order new, salable stock, dis- 
criminatingly selected . . . the 

. very cream of the jewelry 
market! 


Keep the Allen Catalog, ““The 
Jewelers’ Right Hand Man” 
handy. 


BENJ. ALLEN & CO. mc 


i The Silversmiths Building 
10 So. WABASH AVE. CHICAGO, ILLINOIS 


—_————_— 
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MEWELERS (IRCULAR-[ExSTONE 


AN OPPORTUNITY FOR REAL LEADERSHIP 


The Supreme Court of the United States 


has spoken. As noted in the last issue of THE JEWELERS’ CiRCULAR-KEYSTONE, this court, by 
a unanimous decision, held the first National Industrial Recovery Act to be unconstitutional, and 
thus invalidated the hundreds of codes which the NRA had been enforcing in different indus- 
tries. ‘The code-making authority inferred by the Act,” said the court, “was an unconstitutional 
delegation of legislative power,” so under the announcement of the NRA Administration at 
Washington, last month, codes of fair competition were declared to be unenforceable as a mat- 
ter of law and all methods of compulsory enforcement of the codes were immediately suspended. 
It is true that a skeletonized NRA bill which will continue the organization for some months 


y 
has been passed by Congress, but the force behind the original legislation is absent. | 


B ut in the dissolution 


of the code authorities, there comes a great opportunity for the work of real trade associations. 
If ever the industry needed leadership, it needs it today, and this leadership in the jewelry trade 
can only come through a perfection of the organizations that have been developed under the 
NRA in the different lines and divisions of the jewelry business. 

Under the NRA each of these sections of the jewelry trade organized and, in developing 
their codes, developed what their members felt were proper rules of trade practice. ‘hese trade 
practices can and are being continued, and through their organizations can remain as a force 
for good. In fact, such practices as false billing, improper marking or stamping, misleading ad- 
vertising, substitution, bribery and acts of similar nature which were outlawed in our codes of 
R fair competition are already prohibited by the common law and the Federal Trade Commission 
Y Act. It is possible that further trade conferences with the Federal Trade Commission as to what is 

i fair competition can go much further than did the trade practices adopted four years ago. 

The thing to do now, of course, is to assemble all the good that we have obtained through the 
work of the code authorities within the jewelry trade and the codes adopted, and take steps to 
continue this by voluntary agreement and by cooperation with the local and state authorities and 


the Federal Trade Commission. 








The various organizations 


in the jewelry trade have, in most instances, shown a desire to continue their NRA codes 
4) as to trade practices and labor regulations. ‘The clock manufacturers, on June 6, resolved that 
f it was against their policy to make any changes in the hours of plant operation or rates of their 
employees and similar sentiments have been expressed even though not formally resolved by other 
bodies. The executive committee of the Council of Jewelry and Allied Industries covering the 
medium priced lines urged its 700 members to adhere to the essential parts of the NRA code 
and retain it. The wholesalers and assemblers, the precious jewelry industry, the platinum- 
smiths, the diamond importers, the gem and pearl dealers, and, above all, the retailers of the 
country want to hold to the trade practices which they have adopted in their codes. 
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Nays 


N ow the organizations 


of the industry must take the leadership. We must see that our bodies, whether local, state or gen- 
eral, are truly representative of the people for whom they speak; that the officers selected are men 
who will work arduously, not for their own honor but for the benefit of their members, and that 
the members will be willing to do more than pay dues or even attend a few meetings. The suc- 
cess of these organizations and the possibility of their putting over and enforcing proper trade 
practices must come from the active work of members more than officers; members who will 
be willing to give financial, moral and personal support in all movements attempting to clear out 
“chiseling” and unfair competition and work for a square if not a new deal. 


Ci Sitgav Miller 


Editor 
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WHAT TRADE LEADERS ADVISE TO FOLLOW NRA 


Encouraging Suggestions and Candid Opinions from All Sections of 
the Country Reflect the Attitude of the Industry 


NSWERING questions as to how 
the jewelry trade must follow 
the new set up of the NRA and what 
we must do to conserve any gains we 
have made in order to continue our 
progress during the fall, leaders in 
all branches of the industry from all 
parts of the country gave quick, 
worthwhile and encouraging sugges- 
tions by telegrams and letters. Among 
those received as the JEWELERS’ Cir- 
CULAR-KEYSTONE goes to press were 
the following received from coast to 
coast and from north to south. 


Los Angeles, Cal., June 15, 1935. 
Trade practices outlined by retail 
jewelers’ code are worthy to make every 
effort to perpetuate. In new set up suc- 
cess will depend on ability to enforce. 
Progress in jewelry industry requires 
a consistent advertising campaign into 
which all branches should join with a 
sincere purpose. 
A. N. SLAVICK, 
Pres., Slavick Jewelry Co. 


Los Angeles, Cal., June 15, 1935. 


After discussing the effect of the Su- 
preme Court’s decision on the NRA with 
the leading wholesale jewelry houses in 
Chicago, Minneapolis, Seattle, Portland, 
San Francisco and Los Angeles, I am 
pleased to state that it is the intention of 
the jobbers on the Pacific Coast, as well 
as these other points, to voluntarily com- 
ply with the effective provisions of our 
code. I feel sure that I am voicing the 
opinion of the majority when I say that 
not to do so would nullify all the good 
that has been accomplished this past year. 
Naturally it is the intention of our local 
organization to continue to work very 
closely with not only those on the Pacific 
Coast, but throughout the country as well. 


WALTER H. BuT Ler, 
Pres., E. W. Reynolds Co. 


Portland, Ore., June 16, 1935. 

Oregon jewelers stunned and dismayed 
when news came that NRA was out. 
NRA was far from perfect but good in 
it outweighed its imperfections. Store 
hours in jewelry code did not result in 
good service and efficiency, but trade 
practices provision proved of untold bene- 
fit. Already false and misleading adver- 
tising, sharp practice trickery, the auction 
evil, watch repair abuse, insincere ap- 
praisals are coming back to the detriment 


of the public and legitimate jewelers. Out- 
look seems discouraging with nonenforc- 
able code. Majority of Oregon jewelers 
favor continuance of some kind of code 
of fair competition. 

FRANK A. HEITKEMPER. 


Denver, Colo., June 15, 1935. 
Business is in the same position as the 
hungry man who wished for a million 
dollars. His wish was granted and then 
his doctor told him he had an ulcerated 
stomach. The helpful clauses of the NRA 
may be continued if the jeweler will 
cooperate with the manufacturer if he 
insists that all standard lines use con- 
trolled distribution. Chiselers cannot sur- 
vive without standard lines. Our gains 
will be permanent with teamwork and 
an old-fashioned dose of the Golden Rule. 
The patient is recovering. 
TED SYMAN, 
Syman Bros. Jewelry Co. 


Kansas City, Mo., June 14, 1935. 
The retailer is the neck of the bottle 
through which commodities flow to the 
consumer and anything which hampers 
that operation, such as stagger hours, 
definitely restricts sales volume. I be- 
lieve that retailers generally will adopt 
the same store and employee hours which 
will result in increased sales and there- 
fore more employment in the ranks of 
the wholesaler and manufacturer. I hope 
that other features of the recent Retail 
Jewelry Code such as wages and the fair 
trade practices will be maintained. 
Frankly, I feel relieved that our agree- 
ment with the President which we signed, 
expires June 16. 
WALTER B. JACCARD, 
Jaccard Jewelry Corporation. 


Milwaukee, Wis., June 14, 1935. 


The higher standards of the better re- 
tail jewelry stores were developed 
through NRA. There is no doubt but it 
was a great force for closer cooperation 
for good between manufacturer, importer, 
wholesaler and retail jewelers. The jew- 
elry business must follow along the NRA 
trend through its national and state or- 
ganizations. We now know who the dis- 
turbing factors in our industry are and 
must eliminate them. 

Henry W. RANK, 
Rank & Motteram Co. 


Cincinnati, Ohio, June 15, 1935. 


It is generally regarded that a great 
deal of good has come to the jewelry trade 
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under the NRA. Now that the NRA js 
passé let us not lose our equilibrium, and 
always keep fresh in our minds the ter- 
rific result due from unsound and up- 
safe business practices. By sincere ¢o- 
operation between the retailer, wholesaler 
and manufacturer, we can continue to 
reap those benefits all branches of the 
trade enjoyed under the NRA. 
THE WALLENSTEIN-MAYER Co, 


Chicago, IIl., June 14, 1935, 
While I regret NRA’s passing, wages 
did not bother credit jewelers at all, 
Help more than willing to work store 
hours for higher wages. It was a big 
disadvantage to have key men off every 
week several hours. Regardless, business 
in this country bound to go ahead, poli- 
ticians notwithstanding. Education bet- 
ter factor than force to normalcy. Hon- 
estly, though, business has so far re- 
covered that no one can stop better 
business now from returning soon, the 
actual need for NRA is passing. I have 
no hope of being able to force the 5 or 
10 per cent chiselers behaving by force. 

It just can’t be done. 

Wo. L. Gipson, Pres., 

National Association of Credit Jewelers. 


Chicago, IIl., June 14, 1935. 
Am not posted on the NEW set-up, but 
would like to say in regard to the NRA, 
new or old, it is a most beautiful thought, 
same as was prohibition, but in the writ- 
er’s opinion just as difficult, expensive 
and impossible to enforce as was prohi- 
bition. For, like prohibition, it only reg- 
ulates the middle class. Those with 
plenty of money and the hoodlums, both 
of whom have no regard for law, went 

around both prohibition and the NRA. 

G. E. HERRING, 
Pres., Associated Silver Co. 


Chicago, IIl., June 15, 1935. 

Perhaps the most valuable result of 
the many and varied NRA activities of 
the past two years, has been the good 
acquaintance and good fellowship devel- 
oped in the groups NRA brought together. 
Neighbors of mine in other lines of trade 
have made this same observation. Based 
upon this better and friendlier all-around 
understanding we can continue progress 
bettering conditions in our industry by 
close and willing cooperation. I want 
to emphasize “willing.” Because the old 
NRA could never hope to accomplish, 
by compulsion, what groups of well- 
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acquainted gentlemen can manage, vol- 
untarily, for their own good. 
Sipney Y. BALL, 
The Ball Co. 


Indianapolis, Ind., June 14, 4935. 


While it is true that the NRA was not 
perfect, and may have caused some minor 
inconveniences, it was decidedly a con- 
structive measure for the jewelry indus- 
try. The business was put on a more 
sound and economic basis. We must hold 
the gains that were made and correct 
any minor obstacles. Under NRA our 
discounts from manufacturers were cut 
and our datings were practically elimi- 
nated, but we favored this. Why? Be- 
cause discounts that are added to the 
price of merchandise mean nothing; and 
time allowances must be added to the 
cost of the goods. First, last and always 
you get exactly what you pay for in the 
long run. In the jewelry business, 
whether we are manufacturers, whole- 
salers, or retailers we must keep our 
costs down in order to give the consumer 
fullest possible value for every expendi- 
ture. Uneconomic practices that add to 
costs must be discarded if we are to 
compete favorably with other classes of 
merchandise. 

J. E. REAGAN, 
Pres., Baldwin-Miller Co. 


Cleveland, Ohio, June 14, 1935. 


In my judgment the jewelry trade need 
have no regrets at the passing of NRA. 
It was well enough under the existing 
conditions to try the experiment of gov- 
ernment control of detail in business 
operation, particularly as to wage rates 
and work hours, but there has been no 
full and honest correction of the faults 
and abuses in the jewelry trade, nor will 
there be, unless it comes voluntarily and 
honestly from all of us—manufacturers, 
wholesalers and retailers alike. It might 
be well to replace the NRA with the 
Golden Rule. 


STANLEY LYDECKER, 
Cowell & Hubbard, Inc. 


Lancaster, Pa., June 14, 1935. 
Replying to your letter of the 13th, I 

am convinced that there are certain fun- 
damental economic laws which must be 
recognized and obeyed, whose purpose 
is the upbuilding of any industry. The 
jewelry business is no exception and I 
believe it has grasped these truths and 
has made progress in spite of the con- 
fusion about us. Let us have the cour- 
age to hold the ground already gained 
and go torward to greater accomplish- 
ments. 

FRANK C, BECKWITH, 

Pres., Hamilton Watch Co. 


Baltimore, Md., June 15, 1935. 
In life we do not value what we possess 
until we lose it. After the first shock 
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resulting from the decision of the Su- 
preme Court, the thinking business men 
of the country, including those who had 
vigorously opposed the NRA, realized 
there were fundamentals in the conduct 
of business which must be retained for 
its own protection and for sound and 
successful operation. It would indeed be 
unfortunate if certain standards attained 
were allowed to lapse. At the meeting 
of the National Wholesale Jewelers’ As- 
sociation to be held early in July, the 
wholesale jewelers should adopt a code 
of ethics embodying certain principles of 
the NRA which, in my opinion, would 
be voluntarily observed by the majority 
of clear-thinking and representative con- 
cerns of the industry. 
Jacos ENGEL, 
J. Engel & Co. 


Durham, N. C., June 15, 1935. 


In regard to a new set up of the NRA, 

I heartily endorse government regula- 
tion of hours and wages in the jewelry 
industry as I feel that without some gov- 
ernment authority, conditions in our in- 
dustry will revert to the chaotic, state of 
the past depression. I also heartily en- 
dorse the quality stamping regulations 
as set out in the NRA as these afforded 
considerable protection against unethical 
manufacturers. 

Wm. G. FRASIER, 

Jones & Frasier Co. 


Atlanta, Ga., June 14, 1935. 


I do not think that the change will 
affect the jewelers’ trade very much in 
any way. We think that store hours 
and employees’ hours should be the same, 
and that workmen should be allowed to 
work overtime if paid extra at a proper 
ratio. Many of the vexatious questions 
in our code which could not be enforced 
will not annoy us any more. As chair- 
man of the local code authority, I found 
violations of the code, but no willingness 
on the part of the government to penalize 
the offenders. We think that the NRA 
has been helpful, but think that with the 
exception of maximum hours, minimum 
wages and child labor, it has served its 
usefulness in interstate retail business. 

H. A. MAIER, 
Pres., Maier & Berkele, Inc. 


New Haven, Conn., June 15, 1935. 


Regarding your letter of June 13, the 
decision of the Supreme Court in regard 
to the NRA is a helpful one, and I am 
sure that business can be depended upon 
voluntarily even without agreement, to 
preserve wage and hour standards. I 
believe that the Brookings report stating 
that the NRA has retarded business re- 
covery is a sound report and I believe 
that business will now move forward more 
rapidly and we can expect large gains 
this fall after the summer season is over. 
I believe business is much more con- 
fident in the future since the Supreme 


19 


Court decision and natural recovery will 
now be speeded up, and that the new 
NRA set-up will have virtually no effect. 
Good results are going to be achieved by 
voluntary cooperation with governmental 
interference or dictation largely removed. 


R. H. WHITEHEAD, 
Pres., The New Haven Clock Co. 


Wallingford, Conn., June 15, 1935. 


As respecting silverware, it is hard to 
tell as yet what plans will be made on 
account of the changed situation. The 
Silverware Manufacturers’ Institute meets 
next week in New York and will un- 
doubtedly give this matter consideration 
at that time. We, here, do not think that 
this change will have any tendency to 
lower prices because we are maintain- 
ing wages and running hours exactly as 
under the code, and we believe other 
silverware manufacturers are doing the 
same. Whether it is practical to set up 
voluntary codes and have them really 
work is a question. Voluntary codes 
could perhaps have only moral support 
from Washington in certain of the things 
they would undertake to do and on that 
account they might not be effective. 


C. D. Morris, 
Pres., R. Wallace & Sons Mfg. Co. 


Newburyport, Mass., June 15, 1935. 


We believe that one of the greatest 
values of the NRA can be retained. We 
refer to the fact that it brought about a 
close cooperation between firms that in 
many instances had never cooperated be- 
fore. It is only natural that in the course 
of normal competition there should be 
keen rivalry between retailers. That, 
however, need not lead to the bitterness, 
enmity, jealousy and questionable selling 
methods which so often spoil the fun of 
doing business, and sometimes lead even 
to long-standing quarrels. Surely the 
good which comes from just common- 
sense cooperation is far greater than 
whatever personal sacrifice any indi- 
vidual may feel he is making in render- 
ing that cooperation. We believe that 
it is only by continued close cooperation 
among jewelers in each city, and among 
all the jewelers in the country as a whole 
that evils can be eradicated and real 
progress made. 


W. A. KINSMAN, 
Pres. & Gen. Mgr., Towle Mfg. Co. 


Boston, Mass., June 15, 1935. 


The NRA has demonstrated the in- 
valuable advantages of cooperation as 
opposed to the destructiveness of cut- 
throat competition. Various plans of con- 
trolled distribution have clearly demon- 
strated the beneficial results of mutual 
cooperation between manufacturer, dis- 
tributor and retailer. Fair trade practice 
provisions have shown the retail jeweler 
that shorter terms and ethical methods 
promote systematic. and efficient mer- 

(Turn to page 93) 





HOW NEW JERSEY REGULATED 
GOLD BUYER 


Etiiott B. Holton 


Assistant Superintendent of Weights and Measures of 
the State of New Jersey, delivered an interesting dis- 
course on the subject of “Supervision Over the Buying 
of Old Gold” before the 25th National Conference of 
Weights and Measures, which has been in regular ses- 
sion in Washington, D. C., June 4-7. The meetings on 
June 4, 5 and 6 were held at the National Bureau of 
Standards and the meeting June 7 was at the Washing- 
ton Hotel. Mr. Holton said in the course of his talk: 

“Late in 1933, the price of gold began to climb as the 
Federal Government entered the market to buy up the 
precious yellow metal. Daily the price per troy ounce 
rose, until the value was pegged at $35 an ounce by the 
Gold Reserve Act of Jan. 20, 1934. This was an in- 
crease of 72% per cent over the rate that had prevailed 
for years. : 

“During this period of sky-rocketing prices, gold was 
brought to the attention of the great American public. 
It was made gold-conscious by advertisement, by news- 
paper comment, by radio, and by personal door-to-door 
canvassing. Citizens were made aware of the fact that 
there was ready money waiting for the accumulations of 
worn-out, broken, and discarded jewelry lying about the 
houses of the Nation. 

“And with this first wave of excitement that swept 
the country came a horde of nimble-witted gentlemen 
who were eager to aid the householder to convert his old 
gold into cash, with, of course, mental reservations as to 


the amount of profit these same clever men could make 
for themselves. 

“Many of the pioneer gold-buyers knew no more than 
that gold was a yellow metal and that it was valuable, 
but at that they were two steps ahead of the average 
citizen. 

“So long as gold-buying had been confined to trading 
with legitimate dealers, in long-established stores and 
factories, there was small cause for doubt as to the hon- 
esty and integrity of those engaged in this business. 

“With the advent of the house-to-house canvasser, it 
was vastly different. These itinerants were “birds of 
passage,” who had no fixed location and who roamed the 
earth like a band of gypsies. As theirs was a “hit and 
run” trade, they never tarried long in a neighborhood. 
It became a merry old game of hide and seek to track 
down these wandering merchants and check on their 
methods of doing business. 

“Not long after the “fly-by-night” type of gold buyer 
made his appearance on the scene, stories came to the 
ears of weights and measures men that scales were false; 
that weights were as bad; and that all of the time-tested 
and proved knavery and crooked weighing were in use. 
Some of these tales turned out to be wild rumors; others 
were true in all the sordid details. 

“The local departments of the State of New Jersey 
scouted around in cars attempting to catch up with .the 
clever boys who were making a racket of gold buying. 
The State Department prepared articles warning the 
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public to beware of the men who came to the house to 
buy gold and suggested that it would be better to deal 
with established firms. These articles appeared in the 
leading daily newspapers of the State, who were willing 
and powerful allies in the educational campaign. 

“At the January, 1934, mid-winter conference of the 
Weights and Measures Association, superintendents, who 
had felt the first effects of the gold-buyer and his shady 
dealings with the public, acquainted the members present 
with the sharp practices that had come to light in their 


territory. 
“O 
ne of the 


first clever dodges that was run to earth and broken up 
was that of using scales that were held in the hand of 
the gold buyers. Adept handlers of this type of scale 
could throw the balance by a muscular twist and always 
in their own favor. A ruling promulgated by the State 
department made the use of this scale illegal. Only 
scales that were mounted on a rod or stand and were 
beyond the reach of clever hands to deflect pans were 
permitted. All others were to be confiscated and the 
owners prosecuted. 

“Another deceitful buyer used a one-cent coin as a 
pennyweight, thereby gaining double value on his pur- 
chases of old gold. Too numerous for repetition are the 
tales of would-be sellers who refused the first appraisal 
of their goods, then went to a reliable dealer who gave 
them four and five times as much as the first offer. 
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“Gold buying was one of those sudden emergencies 
that so often confront weights and measures de- 
partments throughout the Nation. The usual vigi- 
lance of an alert corps of men reduces the period 
during which the uncontrolled and fraudulent prac- 
tices may rage and the matter is soon well in hand 
and regulated for the protection of the general 
public and the honest merchant,” says Assistant 
Superintendent Holton. 


“The men in the field and the Trenton office kept a 
vigilant eye on gold buyers. The monthly bulletins of 
May and August, 1934, both called attention to the fact 
that gold buyers were still abroad in the State. From 
May 5, 1934, to June 30 an intensive drive was made, 
One of the State Assistants accompanied the local city 
and county men to all persons and firms dealing in gold. 
He reported as follows: 

Correct Adjusted Condemned Total 


Equal Arm Balances 125 - 7 136 
Troy Weights . 1079 376 133 1588 
Karat Weights 758 25 37 820 


“In Jersey City, second largest in the State, no person, 
firm, or corporation may engage in the business of buy- 
ing old gold without having first obtained a permit from 
the Chief of Police. Since the police and the weights and 
measures department are in close harmony, no gold buyer 
starts without having a permit or a test of his scales and 
weights. 

“A total of 74 permits were issued in Jersey City and 
during April the local tests were as follows: 


Correct Adjusted Condemned Total 


44 2 33 77 
849 156 272 1142 


Scales ligt 
Troy Weights . 

“Probably the worst set of equipment was picked up in 
Jersey City. This consisted of four irregular lumps of a 
metal, presumably lead, and a bronze souvenir medal. 
Without rhyme or reason the lightest weighed 5 penny- 
weights 22 11/20 grains, and the heaviest 1 ounce 5 
pennyweights 10 3/5 grains. 

“Much has been inferred as to the dishonesty of the 
gold buyer in the first part of this paper, but it must be 
stated here and now that not all the men who engaged 
in this work tried to make a “racket’’ of it. There are 
many phases of gold buying that may confuse the lay- 
man and that tend to put the dealer in a far more un- 
favorable light than that in which he should be placed. 
For instance, while the Government rate is $35 an 
ounce, few pieces of 24-karat gold are to be found. Since 
alloy is worthless, a quantity of 14-karat gold is valued 
only at 14/24ths of $35, or $20.41. Gold of lesser karat 
weight is worth proportionately less by the gross ounce. 

“Most important to bear in mind is that while the 
Government pays $35 an ounce, the gold buyer is not in 
business for his health, nor is he working for the con- 
venience of householders who deal with him. The gold 
buyer is entitled to a profit for his time and work, but it 
should be a fair profit and not an illegitimate one. 

“Tf time will permit, it might be well to acquaint you 
all with the far from easy matter of selling gold direct 

(Turn to page 86) 












Old Masters A ssociates 


With shining faces 


and ever moving hands 500 business bringers look down 
from their racks in the store of Benedict Bros., Inc., for 
more than a century purveyors of fine jewelry to the 
American people and all the world. ‘Timepieces of al! 
sorts and conditions are undergoing repair and synchroniz- 
ing, and the same time they aid in the selling of pearl 
necklaces, precious stones and the like which constitute the 
major stock. There certainly is no more convincing 
demonstration of the value of a department of regulatory 
horology than may be seen daily in this old and yet ever 
new establishment founded in 1819 and busily prosperous 
at 168 Fulton, St., New York City. 

In commemoration of its escape from the “Great Fire” 
of 1835 the firm has staged a centennial display. In its 
windows appear costly watches of that period, some were 
borrowed from the descendants of customers of the house 
in its early days and kept in condition by it through all 
the decades that have passed since purchase. 

In plain view inside the store are always from 400 
to 500 watches being kept there for adjustment and treat- 
ment. Hanging in this section year after year have been 
timepieces carried by Presidents of the United States, by 
Governors and Senators and cabinet officers and men who 
are powers in the realm of finance. Scientists, racing of- 
ficials, yachtsmen, railroad conductors, thousands of peo- 
ple who must have with them accurate measurers of time 
are represented in that array. 

“As you see,” said Charles P. Benedict, the president of 
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A CENTURY 


Fine Repair Department a 


Big Factor in Increasing 
Sales Says Head of This 


Concern 


Charles P. Benedict (left), 
president of Benedict Bros., 
Inc., and Benedict Burkman, 
vice-president showing a cus- 
tomer diamond rings. 


by 
JOHN WALKER HARRINGTON 


the corporation, “we feature our watch repairing business 
and have done so since the house was founded. The actual 
work on them is done in our shop, but the watches being 
kept for regulation are kept here where they are under 
close observation until we think we have done for them 
all that is humanly possible. Our reputation for good 
workmanship is due in part to our policy of retaining 
watches for from ten days to two weeks. A watch is a 
delicate mechanism affected by varying temperatures and 
conditions and after it has undergone an operation, re- 
pairing or the substitution of a new part for one damaged, 
it must have time to recuperate. We keep it with its 
ticket, virtually a chart attached to it and every day note 
down its variations, if any, and do not let it get out of 
our care until its condition is satisfactory. Sometimes 
when an out of town customer is in a hurry we have to 
comply with his wishes for delivery as soon as the repairs 
have been made. Probably some people would regard 
this policy of ours as a bit old fashioned, but we have never 
had reason to regret its adoption.” 

“How does your watch repairing department stimulate 
sales?” Mr. Benedict was asked. 

“I can answer. that best,” he replied, “by showing you 
some of the timepieces now in our care. For instance, 
here is a repeater with its case enameled in blue and 
decorated with a miniature and surrounded by a border of 
pearls. It is an old watch, but worth fully $1,000. Here 
is a $1,500 watch. It is not unusual for us to have rows 
of repeaters which cost $500 to $600 each. The work 
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OF WATCH SELLING 


on them is done by skilled artisans long in our employ. 
The time spent on many of these jobs amounts to $50, to 
say nothing of the care used in regulation. As a result of 
the infinite pains we take in the reconditioning, we have 
intrusted to us timepieces of not only great intrinsic worth 
but of association or sentimental value. Family heirlooms, 
historic pieces and the like as well as fine precision pieces 
come to us. Many of the owners of such watches may 
buy from us four or five new timepieces in the course of 
several years. A customer may desire a good watch to 
take with him on a shooting or fishing trip, or he may in- 
vest in a wrist watch, or buy several watches from us for 
presents. The fact that we have only the best makes to 
sell and are in a position to keep them in good repair proves 
a great aid to the continued development of our trade. 


= : : 
ur business is not 


confined to watches,” continued Mr. Benedict, “customers 
who are fond of fine watches, however, are also likely to 
purchase valuable jewelry. We have sold to them pearl 
necklaces at $10,000 to $15,000 each, and have assembled 
for them on order pearls to even much larger values. Dia- 
mond jewelry in both gold and platinum settings is another 
of our specialties. In fact we have always had an extensive 
trade in precious stones of all kinds for the last 75 years 
or so when other lines were added to our watch trade.” 

Samuel W. Benedict, the founder, was a native of Dan- 
bury, Conn., where he had served a thorough apprentice- 
ship as a watchmaker. ‘Those who are familiar with the 
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story of time telling through the ages know well how muck 
of it is staged in the sturdy New England State from 
which he came. He reached New York City in 1819 and 
established a small shop at 5 Wall St. There in front 
he set up a huge clock on a post which for many years 
was a landmark and guide. The up country stages and 
the Broadway omnibuses were run those days by “Benedict 
Time.” In the window also was a chronometer which 
guided the bankers and brokers when Wall St. was be- 
coming a financial power. Later the store was removed 
to the old Merchants Exchange, Wall and William Sts. 

Over lower New York City in December, 1835, swept 
a conflagration, which left many blocks and hundreds of 
buildings in ashes. The Benedict store itself was burned 
but not until its owner with the aid of his clerks had 
saved all the stock. The next morning after rescuing his 
goods, Mr. Benedict opened a temporary store in the 
parlor of his house at Rector and Lumber Sts., now 
known as Trinity Place. 

On the retirement of Samuel W. Benedict in 1860, he 
was succeeded by his sons. The firm became Benedict & 
Benedict and later Benedict Bros. Its store was moved 
in 1863 to the corner of Broadway and Cortlandt St., and 
again in 1901, was taken to Broadway at Liberty St. A 
year before that (1900) the business took its present cor- 
porate name. Another change of site came in 1912 when 
the corner of Broadway and Fulton St. was chosen. When 
the A. T. & T. erected its new building on the corner of 
Fulton St. and Broadway, a space was provided at 168 
Fulton St., the present location. 


Window display at the Benedict 
store showing a watch of 1834 and 
one of 1935. The watch at the left 
is similar to the one described on 
the receipted bill of sale dated 
August 21, 1834, when Samuel W. 
Benedict was at 30 Wall St. The bill 
is made out to M. C. Morgan and 
describes the watch as valued at $100 








Observe how sharply the merchandise in this display is silhouetted 
against the plain background. The painting of George III assists the 
understanding of the silver pattern which is Late Georgian. The ribbon 
bow dramatizes the handsome chest and the length of ribbon leads the 


eye toward the rest of tne display. 





WINDOW BACKGROUNDS 
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ONS FOR THE 
SER Y > TORE 


By POLLY PETTIT 


mnie the Summer months 
a merchant’s fancy ought to turn to thoughts of remod- 
eling, repainting and refreshening his shop, and to stim- 
ulating his sales force to new interests and fresh 
endeavors. 

The show windows need his especial attention. Cer- 
tain ideas regarding the construction of jewelry window 
backgrounds have so long been prevalent that the real 
purpose of such backgrounds has been lost in the passing 
of time and the sales talks of carpenters and decorators. 
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The very word “background” itself tells its meaning— 
that which remains back, behind the objects to be no- 
ticed, obscure, unobtrusive and unimportant in itself. 
The window background has no other purpose in ex- 
isting except to conceal the view into the shop and form 
a setting for the merchandise. Fine, beautifully grained 
woods, rich patterned brocade or lace curtains, decora- 
tive leaded glass panels have no place in jewelry store 
windows. They are beautiful and attractive in them- 
selves, and for that very reason belong anywhere but in 
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a window background. Even the numerous folds and 
pleats of a plain curtain or drape distract the eye from 
the merchandise. Backgrounds should be seen only un- 
consciously. The passer-by has only a few- seconds at 
most to spend at your window. Let there be nothing in 
that window to distract his attention from the merchan- 
dise and the selling idea which you want to put over. 
Decorative accessories should contribute to the display 
idea or be so placed as to assist the eye in seeing the 
merchandise. 

The jewelry store window background should have 
quality, it is true, for jewelry merchandise is quality 
merchandise and should be shown against a suitable and 
flattering surface. Fabrics such as velvet or dull silk 
stretched plain over panels of composition board or pressed 
wood cut to fit your window make a pleasing surface to 
silhouette your goods. A painted background, rubbed 
down to a satin finish, is also nice, especially for larger 
windows. The floor of the window should be treated in 
the same manner as the background, so that floor and 
walls blend into a neutral unit. 

The color of the background is an important consid- 
eration. It should be neutral in tone, and in selecting the 
color take into consideration your permanent window 
architecture. If you have brown bronze panels near your 
window or brown or tan frosted glass valance, do not 
use black or gray for your window background, but 
rather a soft shade of beige or tan which will blend with 
your panels and valance and make the whole store front 
an harmonious unit. 

The same principles hold true in selecting display fix- 


tures and so-called elevations. They should be chosen 
merely from the point of view of their ability to show off 
your merchandise to the best advantage. 

Elevations are employed to raise the display more 
nearly to eye level and to permit interesting design ar- 
rangements with the merchandise to assist the eye to see 
the entire display with greatest ease. These elevations 
should be as inconspicuous as possible, blending with the 
background. If the window is fabric-lined, blocks and 
cylinders of a light-weight wood of convenient sizes may 
be covered with the same fabric. If the background is 
painted, the blocks may be painted and rubbed down at 
the same time. These box and cylinder shapes have been 
found to be most practical for jewelry windows. 

In selecting sizes for these blocks, however, be sure 
that they are of a size to give adequate support both 
practically and visually. A small elevation may be large 
enough to balance the article placed upon it, but the eye 
and the imagination require an excess of strength over 
mere mechanical requirements. 

There are innumerable fixtures on the market for dis- 
playing necklaces, bracelets, rings, etc., and many have 
distinct merit, but others, intricately designed, are often 
more conspicuous than the jewels which they attempt to 
display. ‘Be careful of this in selecting new fixtures. 

The type of background and display accessories sug- 
gested above have the advantage of forming the most 
pleasing and flattering setting for your type of merchan- 
dise and also of being comparatively inexpensive to con- 
struct originally and to renew from time to time. 





This photograph shows the disadvantage of a grained wood background 


as compared with the plain background above. 


The display shows 


silver services for summer beverages and their accompaniments. 
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Convention Year Books 


ONGRATULATIONS § should 

be given to the officers of the 
New Jersey Retail Jewelers Associa- 
tion in its announcement last month 
that the association which had pio- 
neered by eliminating the usual year 
book in connection with the annual 
convention last year had decided to 
follow the same practice this year. 
This movement of this association was 
well received by the trade, particu- 
larly those manufacturers and others 
who had cooperated in making the 
convention a success, for it had been 
obvious that the publication of such a 
book had practically no advertising 
value and only involved a needless 
expenditure of money. 

The practice of publishing a book- 
let with advertising to aid in meet- 
ing the expenses of a convention has 
gone on for many years. The people 
who have supported it have been the 
manufacturers and wholesalers who 
wish to give a donation toward the 
expense of the convention and had ac- 
cepted the so-called “advertising” in 
the book as a nominal excuse for con- 
tributing. But is there any reason 
why a manufacturer or wholesaler 
should be expected to pay for good 
will by paying for program space 
which he and everybody knows is of 
little or no value? The few people 
who see it at the convention pay little 
attention to it and the convention 
booklets are seldom brought home. 

The manufacturer or wholesaler 
does not expect to get anything for 
the advertising. He wants to con- 
tribute to the convention and the as- 
sociation but the booklet prevents in 
a great part the object for which con- 
tributions are made. The amount of 
profit that comes to the convention 
committee is very small and sometimes 
hardly worth speaking about. The 
only people who are benefited by these 
convention booklets are the local 
printers who have for years made a 
specialty of selling such books or 
programs to the convention officials. 

Why should not the association 
and its convention committee get 100 
per cent of the good will donation 
made by the wholesaler and manufac- 





turer? Why should they give from 
60 per cent to 80 per cent of this to 
the local printer? The New Jersey 
Association has shown its acumen and 
ability in getting away from this 
“racket.” It is to be hoped that other 
local and state convention committees 
will see the value of following the 
example it has set. 


Increase in Retail Sales 


N spite of the individual complaints 
of certain manufacturers, the jewel- 
ry business of the country as measured 
by the sales of the retailers in all 
states has been better in the first half 
of 1935 than it was last year. It was 
15 per cent better in 1934 than it was 
in 1933. As a matter of fact, all 
business of the country as measured 
by all retail sales has shown a gradual 
improvement in the last two and one- 
half years which should be most en- 
couraging to those who look at busi- 
ness in a broad way, remembering 
that the retailer is the neck of the 
bottle to the consumer and his busi- 
ness is the first indication of the ten- 
dency of a recovery from depression. 
As shown by the statistics of the 
Department of Commerce, retail sales 
for all the United States are now 
estimated at $28,548,000,000 in 1934 
as compared with $25,037,000,000 in 
1933 and these figures also show that 
each kind of business substantially in- 
creased its sales in 1934 over 1933, 
although the rate of increase varied 
greatly among the different trades. 
Now these sales of 1934 recovered 
to a point where they were 58 per 
cent of the 1929 total, after they had 
reached the low point during the de- 
pression in 1933, when they were but 
51 per cent of the 1929 total. Among 
the retail groups hardest hit during 
the depression was that in the jewelry 
stores with a low point in 1933 of 33 
per cent of 1929 total which was but 
slightly more than the furniture and 
household group with its low point 
in 1932 of 32 per cent of the 1929 
sales. 
How retail sales went down and 
have come up during the depression 
since 1929 is shown in the Govern- 


26 


ACROSS THE 






ment statistics made by a canvass of 
all trades. In 1929 the jewelry stores 
did a business of approximately $536,- 
000,000; in 1930 it had dropped to 
$381,000,000; in 1931 to $301,000, 
000; in 1932 to $188,000,000 and in 
1933 to its lowest point, $175,000,- 
000. Then came the turn for the 
jewelry trade, for sales during 1934 
amounted to about $201,000,000 and 
in 1935, if present conditions improve 
or even continue, the figures of -last 
year will be materially increased. 


Regulating Auctions 


N auction is a legitimate means of 

disposal of merchandise that has 

been sustained by the courts. Auctions 

may not be suppressed because they 

interfere with business of other mer- 
chants. 

The harm of the auction to com- 
peting merchants comes not from the 
manner of disposal to the public as 
much as from the illegitimate prac- 
tices that have often been followed by 
certain auctioneers. The fight comes 
on the methods of the sales or the 
misrepresentations often indulged in 
and the blatant and sometimes mis- 
representative statements used in signs 
and in advertising. 

The main harm that may come from 
the auction to a business community 
or to any retail industry is due to 
the man who selects the auctioneer, 
on one hand, and the local laws or 
ordinances protecting the public, on 
the other. It is unjust and unfair to 
classify the sales by a legitimate auc- 
tioneer for an honest and legitimate 
merchant with the many “gyp”’ sales 
and auctioneer “racket” schemes that 
have spread around the country, and 
created most of the prejudice against 
the auction per se. 

The jeweler who feels he must 
hold an auction sale can do this with 
minimum inconvenience to his com- 
munity and with full protection to his 
customers by engaging the right type 
of auctioneer, who knows the funda- 
mental principles of proper jewelry 
selling, who knows the jewelry trade 
and the qualities of its merchandise 

(Turn to page 87) 
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Teach the Meaning of Value and Beauty 


EFFECTIVE distribution of information to the consumer to make 


people more conscious of better jewelry. 
From the platform of THe JEWweters’ CriRCULAR-KEYSTONE. 


» 


SUCCESS of the jewelry business from the earliest days has been based on quality. 
Because there were always a number of buyers that appreciated the value of the ma- 
terial, the quality of the workmanship and the beauty of design, the jewelry trade continued 
for centuries as a field for the artisan and artist more than a field for distribution of 
merchandise. Price has been a factor in developing the popularity of certain lines but 
essentially the jeweler’s success was stimulated by the call for beauty and value. 

If the essentials that determine value are not known to the public, the field for the 
best products is limited. As this knowledge develops, the field enlarges. The jeweler must 
be the source of information that will help to educate the public as to the beauty and the 
value of all products of precious stones and gems. He can teach his customers only as he 
knows himself. He must know how to distinguish one quality from the other and teach 
his customer how the latter can do this also. 

In his sales promotion the jeweler should spread his own knowledge not only through 
his advertisements, his personal contacts with customers, but often in interviews with him 
or addresses by him before groups of possible buyers. 

One of the jeweler’s greatest sources of information has been and will be the columns 
of THE JEWELERS’ CIRCULAR-KEYSTONE and we are always ready to cooperate with 
any dealer in developing his knowledge and perfecting his education as to all factors that 
govern the value and the beauty of the products which he handles. 


THE JEWELERS’ CIRCULAR—KEYSTONE 27 
for July, 1935 























D. HOHENSTINE, Columbus, Ohio, whose 
® smart jewelry shop opens on High St., in front, 
and to the Hotel Deshler-Wallick in back, has found his 
customers quite responsive to the idea of quality, which 
he consistently stresses: One of the means employed is 
through an attractive hand-lettered card, often commented 
upon favorably, which lies flat on a counter near the 
front of the store. The wording is as follows: 
“AFTER THE BALL IS OVER!” 
“*Cheapness’ went to Prices’ Masquerade Ball 
successfully disguised as ‘Quality.’ Everyone had a 
lovely time until the masks came off. Then it was 
discovered that ‘Quality’ had never come to the 
party at all!” 








INCE the eye follows across a series of horizontal lines 

and up and down a vertical series, Carl E. Schultz, 
of the Hollywood Jewel Shop, Hollywood, Cal., has 
adopted this psychological principle in a window display 
of wrist watches and link bracelets. Running across the 
window, four bracelets are placed in a horizontal line. 
Below these another line of bracelets parallels the first, 
there being four rows in all. In between the lines are 
placed rings. Anyone glancing in the window will follow 
the lines from left to right. On the right of a small parti- 
tion, at right angles to this display, a similar display is 
run in vertical lines. In the front corner of the window 
is a jeweler’s ring box containing a birthstone ring. This 
serves as a stop for the eye. 





"HE wrapping,” says Frank Mindlin of the Mindlin 

Jewelry Co., Albuquerque, N. Mex., “‘is the last 
definite contact between the store and the customer. A 
user still has the jewelry but he doesn’t think much about 
where it came from—unless he is in some way strongly 
impressed with that store. A beautiful box makes that 
desirable impression.” Miindlin is a self-termed “crank” 
on packaging. He probably spends more money on at. 
tractive boxes and wrappings than any other store in the 
Southwest—and he’s found that the policy pays big divi- 
dends. 








““4_ J OW to clean up my dead stock and still not cause 


other jewelers to think that I was trying to start a 
‘price’ war?” Mrs. Mary O’Keefe, owner-manager of 


_the O’Keefe Jewelry Co., Denver, Colo., when con- 


fronted with this question, started a clean-up sale. Prices. 
were kept out of the windows and the moderate amount 
of advertising that she ran. Clerks were instructed to 
show the items of dead stock with the original price tags. 
on them, then strike it out, substituting a very attractive 
price for it. 





_ Many jewelers are concentrating on the 


- ideas on these pages we offer 
NRC SR RRNA RIC 8 
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ufXUR imprint on wedding announcements and invita- 

tions is a mark of distinction.” A sign to that 
effect in the windows of the W. T. Hixson Co., El Paso, 
Tex., and a card carrying a similar message, sent to 
brides-to-be, has created a lot of announcement and invi- 
tation business—much of which trade has led to silver 
service sales. One side panel display of sample invitations 
and announcements is carried constantly. The engraved 
card sent to coming brides reads: “Let your wedding 
invitations and announcements bear the seal of the W. T. 
Hixson Co., a guarantee of quality, style and value.” 











-* motion into your window displays! The Jess 
Kortz Jewelry Co., Denver, Colo., realizing the im- 
portance of this fact, has installed an effective display by 
showing several types of rings with a “talking” sign on a 
slowly revolving disc. The set-up has created extensive 
interest and resulted in sales stimulation on the items 
shown. The disc was made specially for this firm and is 
constructed in such a way as to make it possible to lay 
it flat in the window and set the face at an angle, thus 
making the display visible from any point on the street. 











EVERSE plate newspaper ads, run every day in the 

year, have brought excellent returns for the Boellner 
Jewelry Co., Roswell, N..M. The company’s signature 
cut appears in conspicuous white letters against a black 
background in every ad. Below this is a brief selling 
message, changed every day. Sometimes one item is fea- 
tured. Again, it is a phase of store service or policy. A 
small single column ad is used throughout the year except 
during the late fall and winter months before the holi- 
day season, when the space is doubled. But, even here, 
the same. form of advertising is used. 











DOCTOR hangs in a prominent spot in his office the 

university degree, or license to practice, as a dignified 
testimonial to qualifications to serve. But it would be 
undue exaggeration to assume that such display is ever of 
specific aid in a business way. Not so with a jeweler of 
Lima, Ohio! Warren D. Basinger, manager of Basinger’s 
Jewelry Store, 140 N. Main St., is the owner of a large 
piece of white metal on which he has executed what he 
calls his “thesis,” produced during the concluding year 
of his attendance at the Philadelphia School of Horology. 
It is handsomely framed, and hangs on the wall near the 
entrance to the store in a well-lighted space. On it are 
engraved monograms, initials, scrolls, etc. “It’s a real 
aid in making the silver sale,” says Graduate Basinger. 
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problem—How can | increase my Summer Time sales? . .. In presenting the 
suggestions that have been found profitable. Try some of them in your store. 
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For the past several years 
different States and cities have enacted various laws regu- 
lating and prohibiting auction sales of jewelry. Some of 
these laws have been held valid, but many have been 
held void. Therefore, the purpose of this article is to 
impart dependable information as to how to formulate a 
valid city ordinance and how to determine when a State 
law or city ordinance of this nature is valid and enforce- 
able, and thereby eliminate expensive litigations whose 
outcome is predetermined by the most recent decisions of 
higher Courts involving the same points of the law. 

First, it is important to know that a municipality has 
no right to pass a valid ordinance unless expressly or 
impliedly authorized to do so by a State law or under the 
cover of municipal police power by which things, which 
may be injurious or detrimental to the public, or required 
to assure good order, may be suppressed and prohibited. 

Another important. point of the established law is that 
a State statute is invalid if it violates the United States or 
State Constitutions; or, if it, violates a United States 
Statute; or, if it is unreasonably restrictive; or, if its 
enforcement is disadvantageous to the public. 

A city ordinance is void if it violates the United States 
or State Constitution, or United States Statute; or, if it 
violates a provision in the municipal charter; or, if it 
contradicts a State Statute; or, if it is unnecessarily re- 
strictive; or, if it is against public policy and unlikely to 
promote and protect the public health, morals and welfare 


E CITY ORDINANCES AND 





PROHIBITING JEWELRY AUCTION 


of’ the general public; or, if it favors a particular class 
of business firms or individuals. 


DiscRIMINATORY LICENSE LAws 


It is important to know that any taxation law is invalid 
which discriminates between citizens. 

For illustration, the leading case of Ward V. Fernan- 
dina, 29 F. (2d) 789, it was disclosed that a city council 
enacted a license law which required persons of the same 
business classification, located outside the city, to pay 
$100 annual license to operate a business within the city, 
whereas local citizens were required to pay only $5.00 
license a year. 

The Court promptly held the law invalid, saying: 

“The ordinance plainly discriminates between non- 
residents and residents engaged in the same occupation. 
The classification upon which the difference in tax is based 
is not according to occupation, but according to residence. 
Upon well settled principles the ordinance is void as 
violating the Federal Constitution which guarantees to 
citizens of each State the privileges and immunities of 
citizens in the several States.” (Also, see 154 So. 201.) 


VALIDITY OF STATE Laws 


The law is well established that the Legislature of a 
State may prescribe the qualifications of persons authorized 
to engage in any trade or occupation which affects the 
public and requires special knowledge or skill. The rule 
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is subject, however, to the limitation that unreasonable 
regulations and conditions will be declared void as a 
denial of constitutional liberty and of the equal protection 
of the laws. 

Obviously, while it is the duty of the Courts to enforce 
the State’s police regulations and protective laws, enacted 
by the Legislature in good faith and with reasonable 
and appropriate regard for the protection which the State 
owes to its citizens in the protection of their safety, health, 
and property, it is nevertheless within the power of the 
Court to determine whether the legislation purporting to 
be enacted in the exercise of the police power is really 
such and whether the regulations prescribed by the Legis- 
lature are unreasonable or are otherwise unconstitutional. 

Therefore, a law is void which requires payment of an 
unreasonable fee to secure a license to conduct an auction 
sale of jewelry. 

For example, in Orr V. City of Rochester, 258 N. W. 
569, it was disclosed that a city passed an ordinance which 
prohibited any one from conducting auction sales, except 
those who receive a license. The minimum fee for the 
license was $250 for a year, or $25 a day for not less than 
ten days. 

A man named Orr had for a long time conducted a 
retail jewelry business in the city. He decided to have 
a public auction sale to dispose of some of his stock, and 
found that he could not conduct the auction sale of his 
jewelry without violation of the ordinance unless he paid 
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A license law is valid and enforceable 
which requires payment of a certain 
license fee ANNUALLY by ALL owners 
of jewelry stores. Any person or firm 
operating only one day, or who opens a 
business for a few days or weeks, must 
pay the whole annual license fee. 


a license fee of $250. Therefore, he refused to pay the 
license fee and began legal proceedings to test the validity 
of the ordinance. 

The counsel for the city argued that the ordinance is 
valid because the city charter contains a clause which 
authorizes the city “To license and regulate gift, fire, 
auction or bankrupt sales, and to license and regulate 
itinerant merchants and transient merchants or vendors, 
agents and solicitors ....” However, it is interesting 
to know that the higher Court held the ordinance invalid 
and said: 

‘“‘As a police measure, the involved ordinance, in its 
exactions of a minimum fee of $250, is obviously unrea- 
sonable as a mere regulation. The burden thereby im- 
posed is so great as to be in effect a prohibition. For that 
reason, it cannot be sustained.” 

On the other hand, in another higher Court case, State 
V. Bates, 101 Minn. 301, it was shown that a State law 
authorized municipalities to enact ordinances to regulate 
the business of merchandising. A city passed an ordinance 
which required professional auctioneers to pay a small fee 
for a license and, also, provided that such auctioneers could 
not conduct auction sales of jewelry or watches. It will 
be observed that this ordinance was not directed at owners 
of jewelry store wanting to sell their own property, but 
only at auctioneers in general. 

It is interesting to know that the higher Court held 
that the license was properly limited as not to include the 
right to sell jewelry. There is room for holding that 
such a restraint, much less than complete prohibition, can 
be upheld as a regulation. 

The reason an ordinance of this nature is valid is that 
on the grounds of police power municipalities may regu- 
late various kinds of businesses. 


Wuart ts Potice Power? 


The term “police power” has been a fruitful subject of 
discussion in the Courts of nearly every State in the Union. 
Howevsr, in view of recent decisions, it is universally con- 
ceded to include everything essential to the public safety, 
health, and morals, and to justify the destruction or abate- 

(Turn to page 95) 
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T pays a manufacturer, wholesaler or retailer, yea, even a publisher, to get out at 
regular intervals and visit around in the trade in order that he may either correct 
some of his own impressions or have his judgment confirmed through the interchange 
of general ideas and thoughts insofar as the industry in which he is operating is 
concerned. 

For about two weeks during the past month, I called on many retail jewelers, 
wholesalers and manufacturers to get, if I could, their ideas as to business conditions 
and what promise the rest of the year holds for them. 

I was very much elated to find optimism on all sides, to find a marked improve- 
ment, with few exceptions, in the three branches of the industry. 

There seems to be a determination on the part of the retail jewelers to buy better 
goods and to better display them; to study more carefully the now fast-changing mer- 
chandising technique. 

The wholesalers are of the same opinion and the manufacturers believe that the 
retail jewelry stores are the natural outlets for things jewelry. 

I was pleased to note that many of the retail jewelers believed that the jewelry 
business generally would be improved if banking terms were put into effect by the 
manufacturers and wholesalers. 

There are some, of course, who still cling to the season settlement idea. There 
are a few who still hope against hope for the old memorandum prac.ice, but these are 
in the minority. 

The all-important thing which I observed was that the manufacturers, whole- 
salers and retailers recognize that styling of merchandise, better merchandise and 
more advanced merchandising practices always were and always will be the salvation 
of the jewelry business. 

For a period of time some manufacturers wandered off into the highways and 
byways seeking additional outlets for their products, but many of them have come to 
the conclusion that, after all, if a little more punch and modern merchandising was 
exercised by the wholesaler and, in turn, by the retailer there would be no need to 
seek fields outside of the jewelry stores themselves. 

The manufacturers recognize the fact that there is little or no profit in selling 
cheap or tawdry jewelry. First of all, there are few types of stores that can do any- 
thing with nondescript lines and, in addition to this, it develops into a tonnage prop- 
osition rather than along lines of art, styling and packaging. 

The buying public, after the experience of the past ten years, has pretty much 
turned against “phoney” jewelry, and they, after all, are the judge and jury of the 
whole proposition. 

With the passing of the NRA it was encouraging to find that the majority of the 
manufacturers, wholesalers and retailers feel that there were many splendid features 
mixed among the feathers of the old Blue Eagle and they are determined to continue 
operating along the lines prescribed by the NRA insofar as wages and hours are 
concerned. 

The New Deal, regardless of how we may view it, with its admixture of good 
and bad features, has conveyed to the rank and file of manufacturers, wholesalers and 
retailers one united conclusion and that is that the New Deal means to the jewelry 
industry a new technique in merchandising, new cost accounting, new methods to 
secure more rapid turnover, new terms, new ideas in window trims, new and better 
advertising, new and attractive store arrangement, new and efficient store lighting - 
and a new attitude toward how to buy, how to display and how to sell jewelry and 
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mean more profit dollars for you 


“MY CUSTOMERS are again buying quality jewelry.” “People are spending more 
money for worthwhile gifts” ... say jewelers all over the country. And these 
jewelers, in re-stocking their quality lines to meet the new demand, are ordering 
Wadsworth accessories for men. 


Notice the smartly engraved belt buckles . . . The graceful tie clasps . . . the 
beautiful, non-slip collar clasps . . . strong selling features of Wadsworth accesso- 
ries. Remind your customers, too, that these gifts for men come only in precious 
metals—Sterling silver or natural yellow gold. 


The Wadsworth Watch Case Company, Incorporated, Dayton, Kentucky. Offices: 
New York, 20 W. 47th Street; San Francisco, 140 Geary Street; Chicago, 35 E. Wacker 
Drive. 


@ BUCKLES: Smart Sterling silver belt buck- @ COLLAR CLASPS: Wadsworth collar 
les. Price to the consumer, $5.00; in Natu- clasps incorporate a patented non-slip fea- 
ral Yellow Gold Filled, $6.75. ture. Price to the consumer, $1.00. 


@ SETS: Matched buckles and tie clasps may 





@ TIE-CLASPS: The newly designed Wads- 
worth tie clasps are — and graceful. Price 
to the consumer, $1 


WADSWORTH 


be obtained in fine satin-lined gift boxes. 
Price to the consumer, $6.50 a set; in Natu- 
ral Yellow Gold Filled, $9.00 a set. 
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Established 


1866 


EAM IGANSG 


Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 


Cutting Works: 
64 West 48th Street 


Antwerp—48 Rue Simons 
Amsterdam—33 Sarphatistraat 
London—23 Holborn Viaduct 























Education Spells Success 
The American Gem Society Offers 


An inexpensive bi-monthly educational service on gems and 
precious metals. 

Courses by mail for individuals. 

A course in diamonds and other gems, precious metals and 
jewelry and the fundamentals of Gemology. 

A course in the selling and merchandising of quality goods 
(jeweler’s quality). 

A group of courses including all of the above plus a course 
on window display, advertising, color and design with win- 
dow set-up and 26 changes for actual use. 

Similar Courses for regional groups of jewelers meeting 
monthly with instructor. 


The Gemological Institute Offers 


A Three-Year Professional Course, including all of the above, plus 
two years intensive scientific study of diamonds, other gems, precious 
metals, jewelry, enamels, etc., their history and romance. Prepares 
for CERTIFIED GEMOLOGIST examinations. 


WRITE FOR DETAILS TO 
The American Gem Society Gemological Institute of America 


555 South Alexandria 3511 West Sixth Street 
LOS ANGELES, CALIFORNIA 

















Some of the several hundred firms 
in which there are students: 


W. H. Appel, Allentown 

Barclay & Sons, Newport News 

Brock & Company, Los Angeles 

S. H. Clausin & Company, Inc., Minneapolis 
Louis Esser Company, Milwaukee 

P. A. Freeman, Allentown 

Fulmer & Gibbons, Inc., Philadelphia 
Geiger & Ament, Inc., Louisville 
Charles N. Hancher Co., Wheeling 
Hardy’s, Inc., Seattle 

W. J. Lukens Company, Wheeling 

S. M. Nathan, Fitchburg 
Tilden-Thurber Corp., Providence 
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Fifth International Jewelry Congress 


Sessions to Be Held in Berlin, Germany, from August 29 to August 31 Inclusive, Under 
Honorary Presidentship of the Duke of Saxe-Coburg and Gotha 


Ti fifth International 


Congress of Manufacturers, Wholesalers and Retailers 
of Jewelry and Gold and Silverware will be held this 
year in Germany. The sessions will be held August 29 to 
August 31 inclusive at Berlin under the honorary presi- 
dentship of His Royal Highness, the Duke of Saxe-Co- 
burg and Gotha. The participants in this Congress, like 
those of the former similar conclaves, will be associations 
of all the manufacturers, wholesalers and retailers in the 
jewelry and allied trades, each of the associations partici- 
pating being represented by one delegate entitled to vote, 
and to one or two delegates who may join in the discus- 
sion. It will also be attended by members of the associa- 
tions represented as well as guests invited by the organiz- 
ing committee. 

The Congress will be conducted by a Board elected by 
the delegates at the commencement of the sessions, this 
Board to be composed of seven to nine members. The 
German organizing committee and the B.I.B.0.A. will 
make the necessary preparations. English, French, Ger- 
man and Italian will be the languages that will be used 
in discussing the various negotiations. 

Reports of all associations must be presented in writ- 
ing to the B.I.B.O.A. at 1, Noordeinde, The Hague, 
Netherlands, on or before July 15. At the opening of 
the Congress, reports approved by the Board will be 
submitted by the delegates. The committees appointed 
are all delegates arranged according to their qualifica- 
tions under various items, enumerated on the agenda, 
and those committees will prepare recommendations and 
draft resolutions which will be brought before the Con- 
gress. 

All delegates will be permitted to speak during the 
debates, but voting will be confined entirely to those 
single delegates who are entitled to record the views of 
their associations. 


PROGRAMME 


The provisional programme opens at 9.30 p. m. on 
Wednesday, Aug. 28, with an event described as a “Beer 
Evening (not official ).” : 


Thereafter, it runs as follows: 


Thursday, August 29 


9.30 a.m. General meeting and issue of Congress papers. 
10.30 Election of the Board and constitution of the 
Committees (first, Precious Stones; second, 
Precious Metals; third, Economic Interests). 
1.00 p.m. Lunch to Delegates, given by Society of Goldsmiths’ 
Art. 
Opening of the Congress and of the Exhibition of 
Goldsmiths’ Art. 
Report of President of the B.I.B.0.A., Mr. C. J. A. 
Begeer. 


3.00 
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Reports of Delegates. 


8.00 Dinner. 
Friday, August 30 

9.00 a.m. Excursion for ladies and members not serving on 

Committees. 

9.30 Meeting of Committees. 

1.00 p.m. Lunch. 

3.00 Resumed meetings of Committees. 

4.30 Meeting of the Board. 

8.00 Banquet at Hotel Kaiserhof. 


Saturday, August 31 
Morning Excursion. 


1.00 p.m. Lunch. 

3.30 Plenary session of Congress. 
Reading of resolutions. 

8.00 Dinner. 


AGENDA 


Following are the provisional agenda of the three com- 
mittees : 


First Committee: Precious STONES. 

Diamond (a: market for the rough goods; 5: cut forms). 
Denomination of ruby. 

Distinction between fresh and salt water pearls. 
Identification service. 

Mark of genuineness. 

Valuation of jewelry. 

Private trading in jewels and pearls. 


RAY s eRe 


Second Committee: Precious METALS. 

8. Minimum gauge for precious metal goods of official hall- 
marked standards. 

9. Low gold standard. 


10. Silver-covered articles. 

11. Protection against imitation of early goldsmiths’ marks. 
12. Exemption of travellers’ samples from hallmarking. 

13. New precious metal laws. 


Third Committee: ECONOMIC INTERESTS. 
14. Propaganda. 

15. Insurance. 

16. Trade statistics. 





Frederick F. Felger, Jr. 
Newark, N. J., June 10—The funeral of Frederick 


F. Felger, Jr., manufacturing jeweler of Newark, who 
died Saturday in his home in Belmar, will be held to- 
morrow afternoon at the home of his daughter, Mrs. 
F. C. D. Bonnor, 497 Ridgewood Road, Maplewood. 
Interment will be in Fairmount Cemetery. 

Mr. Felger was born in Newark in 1857 and was 
educated in the Newark public schools. In 1880 he 
started in the manufacturing jewelry business in Mar- 
shall St. He retired a year ago because of ill health. 

About fifteen years ago Mr. and Mrs. Felger moved 
to Belmar, where they lived at 308 1lith Ave. Mrs. 
Felger and his daughter and son, Frederick H. of Avon, 
and three grandchildren survive him. 





The King Sapphire 


HAT may be rated as the second largest star sap- 

phire in the world—at least until evidence to the 
contrary is brought forward—is the ‘“King’’ sapphire be- 
longing to William G. Willmann, art dealer at 25 How- 
ard St., New York City. This gem weighs 392 carats 
and 75 points, and is about the size of a small egg. 


rid-Telegram Phota 
Sapphire the size of an egg 


Excitement about large gems in general caused by the 
coming to this country of the famous Jonker diamond 


caused a World-Telegram reporter to seek out Mr. Wil]. 
mann and obtain this unusual photograph of the stone, 

The biggest star of all is the “Star of India,” a giant 
of 563 carats, which is part of the Morgan collection of 
gems at the American Museum of Natural History ip 
New York. According to Albert Ramsay, well known 
lapidary, he cut the stone over 30 years ago, in London, 
It was brought from India, he said, by a British army 
officer, and for three weeks Mr. Ramsay, then in the 
employ of his uncle, R. C. Nockold, London lapidary, 
sat over his wheel polishing this sapphire of fabulous 
value. 

The King sapphire was purchased by Mr. Willmann 
from the United States Customs House Seizure Depart. 
ment, but the reason for its confiscation was not disclosed, 
Customs officials said that it had been shipped in 1916 by 
a Russian officer then in France. In 1929 the art dealer 
refused an offer of $100,000 for the jewel, he said, before 
the crash. 

Another large star sapphire, a gem of splendid color, 
was displayed in the window of Black, Starr & Frost- 
Gorham, Inc., last month. This stone weighs 261.90 
carats. 


Fall River, Mass., Jewelry Store Robbed 


Fatt River, Mass., June 17—The retail jewelry store of John 
Williams at 224 S. Main St., was robbed last evening and 
jewelry valued at upwards of $500 stolen. No trace of the 
thieves has been found by the police. 

Entrance was gained by smashing a skylight. The thieves 
ransacked the display counters and show windows. A further 


‘attempt was made to open the safe but was unsuccessful. 








ANNOUNCEMENT 


_ Mr. S. Ostrin formerly of S. & A. Ostrin Co., Inc. is now associated with 
us, B. Goldsmid Co. where he will maintain that high standard of quality 
and workmanship in gold and platinum watch cases, for which he has earned 
his reputation. 

Mr. Ostrin’s ability and our own well known standard of service, is a 
combination of effort that will merit your patronage. 


B. GOLDSMID CO. 


Manufacturers of Fine Gold 
and Platinum Watch Cases 


49 Maiden Lane, New York 


New York and Eastern Representative ........ . Lew Rosenfeld 
Chicago Representative . ..... . . .6. Boosel, 35 E. Wacker Drive 
San Francisco Representative .... . . . Al Goldberger, 150 Post St. 
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Some of the points made by Dr. Paul F. Kerr of 
Columbia University in a lecture before the 
New York Chapter of the American Gem 


Society, May 23 


I: will be well 
to begin with a brief review of the more familiar types 
of imitations of precious stones, and then discuss how 
they may be detected. 

In the case of the diamond there are no first-class 
imitations. Probably the “diamond top” alone is respon- 
sible for anyone with any knowledge of stones ever being 
fooled. This is made by sawing a diamond at the girdle, 
and adding a base of quartz or glass. The false material 
is cemented to the diamond with Canada balsam, or lin- 
seed oil, both of which will make a perfectly transparent 
joint. The diamond top may be recognized by looking 
into the stone diagonally, at an angle of 15 or 20 degrees. 
This will show a reflection of the top along the cement 
film, which should at once be seen as abnormal. The 
next step is to immerse it in a solvent—xylol is commonly 
used for this purpose—and the cement will dissolve, 
revealing the imitation base. Another deception prac- 
tised is the dyeing of diamonds to make them blue. For 
this a dye very much like indelible ink is used. When a 
diamond looks “too blue,” dip it in ammonia. The dye 
is a surface coating and will come off in the liquid. 

Diamonds may be given a green tint by exposure to 
radium emanations. Some years ago a physicist in the 
employ of the U. S. Bureau of Mines performed this 
experiment, obtaining green diamonds by treating brown 
stones with radium emanations. A complete account of 
his work may be found in the “proceedings” of the 
Franklin Institute. Jewelers may test green diamonds to 
see if they are a product of radium treatment by heating 
them. The color of diamonds is improved by radium 
emanations, but heat will always restore the original 
color. 

Attempts to reproduce emeralds in synthetic form 
have progressed in the laboratory, but synthetic emeralds 
have never appeared on the market as a practical product. 
Although many laboratory workers have tried to produce 
them by melting up the chemical constituents of the 
emerald, the net result has usually been a piece of green 
glass. And it should be mentioned that the substances 
that go to make up emeralds are not so easily determined 
as many of the texts on gems would have us suppose. 
Precious green beryl is an extremely complex compound 
about which we have still something to learn. The so- 
called Igmerald made at Bitterfeld, Germany, has been 
considered as a true synthetic by some experts, although 
it is more costly than a mined stone and is not practical 
as a jeweler’s product. 

Imitations of emeralds are few—those most common 
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being doublets. These are detected by immersion in a 
solvent, as with the diamond top. Beryl glass is distin- 
guished from the true stone by immersion in a liquid of 
high refractive index. Green synthetic corundum can 
hardly be regarded as an imitation of emerald because of 
its lack of luster. 


The synthetic 


sapphire or ruby has virtually the same properties as 
the genuine article, except for its mode of formation. 
Both sapphires and rubies are manufactured with a 
blowpipe by accretions of molten material in a_pear- 
shaped bead upon a base of fire clay. The most critical 
test for distinguishing them from the genuine is through 
the curved striations of the interior structure, and by 
tiny globular air bubbles occurring in synthetic stones. 
The corundum crystals produced by nature generally 
have straight striations resulting from the natural planes 
of crystal formation. However, in rare instances genu- 
ine rubies have been found to have curved lines, but of 
a different type from the synthetic. The bubbles in the 
synthetic stone differ frora the cavities of the genuine in 
that they are always spherical and without pigment, 
while natural imperfections may be angular cavities, or 
contain inclusions of foreign matter. The problem has 
in recent years become more complicated by the develop- 
ment of a boule which is more nearly a crystal, and by 
this means synthetic gems are being produced which more 
closely approximate the angular crystalline structure and 
the straight striations of the natural stone. Careful ex- 
amination of a stone for air bubbles, striae, or color 
bands present in the manufactured article is virtually 
always sufficient for identification. In faceted synthetic 
stones, tiny zig-zag fractures at the edge of the facets are 
tell-tale markers. 

Those familiar with the uses of the polarizing micro- 
scope in determining the optical properties of crystals 
will be interested in a recent scientific development which 
offers the jewelry trade an inexpensive instrument which 
will perform practically all the functions of the micro- 
scope. It consists of two polarizing sheets, squares of 
glass which, as soon as they are on the market commer- 
cially, will be available in sizes several inches square. 
Each sheet is made of two plates of glass, between which 
is mounted an organic substance, in cellophane-like 

(Turn to page 38) 
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GEM-STONES By G. F. Herbert Smith 


An Interesting Authoritative Book 


Comprising 40 chapters and many diagrams, plates and tables by an outstanding 
authority. Over 300 pages. Price $3.00. 
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Detection of Synthetic Stones 
(From page 37) 


sheets, producing polarized light. The specimen to be 
examined, whether a thin section of a stone or a crystal 
of some size, is held between the polarizing sheets before 
a white light. Most of the optical phenomena which can 
be observed with a polarizing microscope are then eyi- 
dent. By rotating the specimen through a circle of illu- 
mination, isotropic substances may be distinguished from 
anisotropic substances, the characteristic interference 
colors of uniaxial and biaxial crystals observed, and posi- 
tions of extinction of illumination noted. 


These polarizing sheets should be extremely useful to 
every jeweler who has occasion to handle gems suscep- 
tible to imitation in any form. Because of their con- 
venient size, there is no need for the magnification re- 
quired to accompany the nicol prisms used with the 
microscope, and with a little experimentation anyone can 
learn to use them. Thin sections of stones of the various 
types mounted between slides might be used for study, 
and in a short time the jeweler should be thoroughly 
familiar with the important optical properties of most of 
the stones sold in the trade and find himself equipped 
with first-hand technical knowledge of his business—so 
important in these days of widespread deception and 
imitation. 





Precious Jewelry Producing Industry Dissolves 
Code Authority 


The Code Authority of the Precious Jewelry Produc- 


ing Industry dissolved and held its final meeting, Thurs- 
day, June 20, at 608 Fifth Ave., New York. 


There was no balance of funds on hand, but what 
might have been called a contingent liability of $2,013.50, 
besides a debt for rent owing to one of our trade or- 
ganizations. 

The Congress of Precious Jewelry Producers, Inc., 
formed for the purpose of undertaking the work of 
formulating a Code for the Precious Jewelry Producing 
Industry, received voluntary subscriptions from public- 
spirited members of the industry, to finance the forma- 
tion of the Code. Upon the conclusion of its work, it 
turned over a balance of $2,013.50 to the Code Au- 
thority, as working funds to be repaid to the Congress, 
if and when the Code Authority collected enough money 
through the assessments authorized by the N.R.A. 


Out of an approved budget of $32,000, to be sus- 
tained by approximately 2000 firms through annual con- 
tributions ranging from $10 to $100, only $7263 was 
paid by 247 firms. Owing to the lack of sufficient funds, 
it became necessary for the Code Authority to restrict 
its activities, and it has been impossible to repay the 
money received from the Congress. 

Some thought was given to the feasibility and desirabil- 
ity of continuing the Code under a voluntary agreement 
among the producers of precious jewelry; but it was 
pointed out that the minimum wages paid in the prin- 
cipal centers where precious jewelry was made, were 
actually considerably higher than those prescribed by the 
Code; that hours of labor were generally less than the 
Code hours; and that child labor was non-existent. 
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REMINDER 


Granat’s patent covers 
EVERY type of segment-top 
wedding ring 


No matter what the arrangement of the diamonds; no 
matter if they are set in rows; no matter whether they are 
in two rows, three rows, or only one row; if the ring is in 
the segment-to p style and was not manufactured by Granat, 
or by an authorized licensee, its construction clearly con- 
stitutes an infringement of U. S. Patent No. 1792422 which 
was awarded to Joseph Granat, of Granat Bros., February 
10, 1931, and still is in full force, making null and void 


any opposing claims by any competing manufacturer. 





Jewelry retailers are not to be misled by any veiled or 
overt threats uttered by any manufacturer or distributor 
who may attempt to usurp Granat Bros.’ patent rights. The 
protection provided by the legally awarded Granat patent 
referred to is available to all retail jewelers throughout 
the United States who purchase and sell the Granat line— 
and the number of these jewelers is now well over five 


thousand. 


The genuine Granat segment- 
top wedding ring bears the 

Granat patent number, 
1792422. 











GRANAT 


MANUFACTURING 
CO 


150 POST ST., SAN FRANCISCO 














*Just one of 
the five claims 

incorporated in 
Patent paper is- 
sued to Mr. Jos. 
Granat, at Wash- 
ington, D. C., on 
February 10, 1931. 
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Your Customers 
will be looking for 





hd 


.» newest pattern in 


Cratharn 
STERLING 


Millions of readers have been told 
about Christina ... in Gorham 
advertising, in editorial articles in 
the magazines. Many of these 
readers are your customers. And 
they will want to see Christina, the 
new pattern in Gorham Sterling 
that is creating such interest every- 
where. 
































Be ready for this good business . 
those good sales .. . that Gorham 
is bringing to your store. Display 
.. show... sell CHRISTINA... 
for the better sales you always 
have with Gorham STERLING. 






Pen GORHAM 
Borrdence, Rhurde oo A 1831 


6 W. 48th St., New York City 
10 S. Wabash Ave., Chicago 
140 Geary St., San Francisco 






















THE VIKING CHEST 


Christina Viking Chests . . . the ideal wed- 
ding chests . . . are built in a flexible, com- 
pact arrangement so that services from 26- 
piece sets to most complete 110-piece flat- ° 
ware services are easily accommodated. 
Value of chest alone, $12 (retail). 
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ROMANCE 
OF SILVER 


Extract from a recent broadcast 
over Station WMCA, New York 











Under the title 


“The Romance of Silver,” a most interesting story on 
the beautiful white metal was broadcast over Station 
WMCA, New York, on May 29, which produced a 
number of inquiries to the jewelry trade and inciden- 
tally to THe Jewevers’ Circutar-Keystone. The 
broadcast, which lasted 15 minutes, covered the history 
of silver and silver products from many angles and 
among other things told about the early use of silver by 
the American colonists and their successors. The speaker 
said in part: 

“At a surprisingly early date in American history, 
even before 1700, excellent work was being done on this 
side of the Atlantic. The great early American period of 
designing began about 1730 and lasted approximately 
100 years. Much of its greatest richness was produced 
during the last two or three decades of the Colonies, but 
it by no means ended with the Revolutionary War. And 
for this reason the term “early American,” to indicate 
the period as a -whole, is more nearly accurate than 
“Colonial.” . 

“Early American silver designing and workmanship 
had a strength and vitality which has left us a priceless 
national treasure in the fine and sincere traditions that 
are stili alive today. Though some of it had the natural 
crudities resulting from the pioneer character of life in 
the new world, it was nearly all genuinely creative and 
worthy of respect. Authorities differ somewhat as to the 
order of greatness to be assigned to its finest exponents, 
but there is no dispute as to the high quality of work 
done by such men as Paul Revere, John Hull, John 
Cony, and Edward Winslow. 

“Our own American Colonial silver was a modifica- 
tion of European designs of this period and developed 
from models which the colonists brought over. Plain in 
design but beautifully molded, devoid of the high relief 
work, repousse chasing and casting so conspicuous in the 
silver of former periods, Middle Georgian and Colonial 
silver serves as the inspiration for the majority of de- 
signers today. Because of its pure classic lines and re- 
strained decoration—largely engraving or flat chasing, 
or in Colonial silver sometimes merely a beveled edge— 
this is the silver which finds a suitable background in the 
majority of well-appointed American homes. 

“Each new generation of artists has at its command 
all the work done by its predecessors. This wealth of 
material is never wasted by a genuinely sincere artist. 
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He studies it, analyzes it, dreams over it, until it be- 
comes his inspiration for new designs. 

“Thus the modern designers of silverware have often 
found inspiration in the ideas of the French, the English 
and the early Americans; but the results have not been 
copies—they have been new creations, refined and re- 
vivified by fresh imagination. They have purified and 
made delicate the ornate motifs of the Golden Age of 
France. They have given freedom to the art of the En- 
glish. They have given warmth and grace to the sim- 
plicity and severity of the early Americans. 

“One of the pleasantest features of being a bride now- 
adays, instead of 50 or even 20 years ago, is the ease with 
which luxurious and tasteful wedding silver may be ac- 
quired. A generation ago a collection of wedding pres- 
ents, no matter how intrinsically beautiful and valuable 
they might be, usually presented a hodge-podge appear- 
ance of articles no more related to each other than those 
of a gift shop window in the holiday season. 


4d 
The modern bride usually 


starts with a complete set of flatware sufficient to serve 
six persons, for instance, and besides that her relatives 
give her a combined tea and coffee service—that is, one of 
the new sets consisting of a cream pitcher, sugar bowl and 
waste bowl, with both a coffee pot and tea pot to match. 
She also receives practically all the necessary serving 
dishes and decorative pieces. 

Silver, however, is by no means limited to the dining 
room. For the console table in the hall what could be 
lovelier than a pair of graceful candlesticks with a flower 
basket or bowl of similar design between them? As for 
the bride’s own dressing table, the dainty sterling silver 
mounted toilet articles and bottles, with clock and candle- 
sticks and picture frames, are legion. Incidentally, there 
are equally good-looking silver mounted fittings for the 
groom’s chiffonier as well. 

“For the living room are more picture frames, flower 
bowls and smoking sets and, by the fire on a wintry 
afternoon, what could be more cheerful than the tea 
wagon with its sterling silver service and fragrant steam- 
ing tea, with such festive trimmings for sandwiches and 
cake as salted nuts and bonbons in small silver dishes? 
Or, in the evening, the coffee service, with its own hospi- 
tality. 

“Today, sterling silver for the table should match as 
far as possible. Beyond that point it must at least be 











harmonious in design and shape and general style. One 
of the first requirements in connection with the popular 
gift of silver of the present is that it not only pleases her 
to whom it is given because of the kindly thought that 
prompted it, but that it also fits into the scheme of deco- 
ration that she is carrying out. The old style indiscrim- 
inate giving of anything that struck the momentary 
fancy of the giver and fell into general conformity with 
the dimensions of her pocketbook is fast falling into the 
discard. More thinking is demanded. 

“Special attention has been paid of late to the selection 
of table linen and decorative effects to enhance the 
beauty of sterling silverware. The color schemes are 
worked out in detail. The china and crystal is also de- 
signed to be in perfect harmony with the silver. Every 
detail of the decoration and furnishing of a table is con- 
sidered. The proportion and balance of the various ar- 
ticles of table decoration are carefully selected.” 





Use of British Hall-Marks on American Silver 
Forbidden by the F.T.C. 


WasuincTon, D. C., June 15—Unfair competition 
in the sale of silverware by unproper use of British hall- 
marks is prohibited by the Federal Trade Commission in 
an order to cease and desist issued against Vardi of Lon- 
don, Inc., and Emil Vardi, trading as Vardi of London, 
and Emil Pollak, trading as New Art Plating Co. 

Use of the English hall-mark for silverware, or any 
hall-mark, stamp or device which imitates the English 
hall-mark, is specifically banned in the order, unless such 




















APW 





silverware has been made in England, has been submitted 
to Goldsmiths’ Hall of England and has met the stand- 
ards prescribed for use of the English hall-mark. 

The order also enjoins the use on silverware of marks, 
brands and devices representing directly or by implica- 
tion that the silverware has been made in England or 
submitted to Goldsmiths’ Hall or has met the tests pre- 
scribed by Goldsmiths’ Hall, or is silverware of a certain 
hall-mark, grade, quality, standard or design, when that 
is not true. 

The Commission dismissed the allegations in Count 
Two of its complaint issued March 5, 1935, alleging 
violation of the code of fair competition for the silver- 
ware manufacturing industry. 

The respondents consented to the Commission’s is- 
suance of an order to cease and desist. 





Kentucky Watchmakers Association Holds 
Interesting Meeting 


LovisviLLe, Ky., June 18—An interesting educational 
meeting of the Kentucky Watchmakers Association was 
held at the Tyler Hotel Friday evening, June 14. H. W. 
Samelius, director of the Elgin Watchmakers College, 
gave an illustrated lecture on the evolution of time 
measuring instruments from the 12th Century to date. 

Following the lecture he took up various problems in 
watch repairing such as the escapement, jeweling, etc. 
Both features were highly appreciated by the large audi- 
ence in attendance. 

















SILVER 


The result of combining experience, proper equipment 
and research 


[Aw] 


STERLING SILVER 


Made with the purpose of complying to the best 
advantage with your production methods. 


This motive prevails in every phase of its produc- 
tion whether you spin, stamp or press, whether you 
make flatware, = wd novelties or jewelry— 
we aim to give you APW Sterling that will be the 
proper grade for your work. Should your methods 
call for special treatment our Research Department 
is available for constructive suggestions. 


It is when ydu work up APW Sterling that the 
diligence used in its production comes to your 
attention. In your actual operations you can ap- 
preciate the purity and homogeneity of the metal, 
the exactness of gauges obtained by the use of 
the finest procurable rolls, and the uniform fireless 
annealing imparted by electrically heated furnaces. 


We invite a trial order and your request for further 
information. 














| a Pw| 
SILVER SOLDERS 
Made in all forms and grades. We suggest the 


following for the Silversmith. 


For Sterling Wares: 


A-37 or A-33 ....... Easy, 

eS RC aR Medium, 

die eae gee Hard, 
For Silver-plated Wares: 

I aco. ci sx 95 de Easy, 

RE ying ite ea yw Ke Medium, 

BY tik etc pees Hard, 


Made in all forms. 


SILVER ANODES 


Specially annealed for fine grain to give uniform 
plating results, 


THE AMERICAN PLATINUM WORKS 
M.S. 


R. 8. AVE. 


NEWARK, 


at OLIVER STREET 


N. J. 
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PROSPECT OF A JEWELERS’ STRIKE IN 
NEW YORK 


Organizations of Platinumsmiths and Goldsmiths Ignore Union's Pro- 
posed New Demands as Agreement Ends June 30 


As this issue of THE JEWELERS’ CIRCULAR-KEYSTONE 
goes to press it looks as if there may be a strike in the fine 
manufacturing jewelry trade in and around New York 
City beginning with July, that will cover not only the 
platinum hand-made and die-made manufacturers, but 
gold jewelers as well. This is due to the action or lack 
of action that was taken in regard to the demands in the 
agreement offered to the manufacturers by the Interna- 
tional Jewelry Workers Union, June 4, which the manu- 
facturers feel are impossible to comply with. 

The manufacturers affected are the members of the 
Platinumsmiths Association, the Jewelry Crafts Associa- 
tion and the Associate Jewelers. Their men have been 
working under an agreement with the International 
Jewelry Workers which expired June 30. Early last 
month Leon Williams, representing Local No. 1 of the 
union, presented to the representatives of the three asso- 
ciations of manufacturers a proposed agreement specify- 
ing a reduction in hours of work and increases in the 
wage scales, asking that a conference be held to discuss 
these demands. 

Such a conference had not been held up to the time 
that THE JEWELERS’ CIRCULAR-KEYSTONE went to press 
but in the meantime the members of the Platinumsmiths 
had held a meeting, carefully examined the agreement 
proposed, and found that it was not acceptable, in whole 
or in part. In a resolution passed June 24 the three or- 
ganizations decided the agreement proposed was against 
the best interest of the industry and would work harm to 
both the manufacturer and employees. ‘The proposed 
agreement was returned. 

The proposed agreement included, among many others, 
the following demands: 

A week’s work shall consist of thirty (30) hours equally divided in the 
first five days of the week, Monday to Friday inclusive. The daily hours 
shall be from 9 a. m. to 4 p. m., with one hour between 12 and 1 p. m. 
for lunch. 

No overtime shall be permitted. 

The workers employed in the following crafts shall receive not less than 
the following minimum wage for a full week’s work: 

(a) Gold jewelers, toolmakers, press hands, engravers, enamelers, 
chasers, lishers, casters, molders and repair men shall receive 
not less than Thirty-five (35) Dollars per week. 

(b) Platinum jewelers (die made) shall receive not less than Forty 
(40) Dollars per week. 

(c) Platinum jewelers (hand-made and hub cutters) not less than 
Forty-five (45) Dollars per week. 

All workers shall receive an increase of Thirty per cent (30%) on 
their present wages, and, at any rate, not less than the minimum wages 
provided for herein. 

All workers shall be employed on a week-work basis only, except setters 
who may be employed on a piece-work basis. The prices paid on piece 
work shall be sufficient to yield not less than the minimum wages provided 
for herein. 

At the option of the union, each employer, member of the association, 
shall sign a certificate to the effect that he authorized the association 
to enter into this agreement on his behalf, and that he will be bound 
by the terms thereof, and that his liability under same shall survive his 
membership in the association during the period provided for in the 
agreement. 

Other provisions of the agreement deal with the wages 
of apprentices, which range from $13 to $25 in the gold 
and die-made platinum trade, and up to $37.50 in the 
hand-made jewelry line, and for setters and hub cutters. 

Practically similar action to that of the Platinumsmiths 
was taken by the members of the Jewelry Crafts Asso- 
ciation and Associate Jewelers. It was the attitude of 
the manufacturers that they cannot properly consider any 
demands upon the metropolitan employers unless the 

(Turn to page 59) 
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WATCH 
WALLACE 


ON INTO 
the 
SECOND 


CENTURY 


R. Wallace & Sons Mfg. Co. 
W allingford, Conn. 


FOUNDED 1835 























BACK AGAIN .... by 


popular demand! 


The last issue of The Jewelers’ Buyers’ 
Directory appeared four years ago. Now 
in response to the insistent demand of 
leading jewelers, it is back again to help 
the retailer in the selection of new, 
profitable merchandise . . . . and to en- 
able the manufacturer, wholesaler and 
importer to present his wares to the vast 
jewelry market it covers. 




















Advertising in The Jewelers’ Buyers’ 





Directory pays large returns on a slight 






investment. Here .... in the buying 
guide used constantly by the leaders of 
the trade . ... is the place to present 






your product. Take your place among 
the established sources of jewelry mer- 
chandise. Your customers and prospects 








will look for you... . you can’t afford 






to, be missing! 








Advertising Rates 
Page ... . $50.00 





¥% Page... 27.50 
¥%Page... 15.00 


The JEWELERS’ CIRCULAR- 
KEYSTONE 


239 WEST 39TH ST., NEW YORK, N.Y. 
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No. 7618 Salt and Pepper 








THE BIG ATTRACTION at THE GIFT SHOW 


ROOMS 641-43, MORRISON HOTEL, CHICAGO, JULY 29th TO AUG. 10th. 


COMPLETE W-B EXHIBIT IN CHARGE OF 
MR. H. F. HINES 


EXQUISITE STERLING 
FLATWARE PATTERNS 


ALSO 


Write for Complete Information 


THE WEIDLICH BROS. MFG. CO. 
WEIDLICH STERLING SPOON CO. 


N. Y. SALES ROOMS 
200 FIFTH AVENUE 


SEE OUR COMPLETE LINE OF 


EARLY ENGLISH DESIGNS 







TABLE HOLLOW-WARE—NOVELTIES 
SALT AND PEPPERS—BABYWARE, ETC. 






SILVERPLATE 


HOLLOW-WARE 
SALT AND PEPPERS 
CANDLESTICKS 
NOVELTIES 
LAMPS 
ETC. 



















No. 2257 Bird of Paradise 


TABLE AND CONSOLE ORNAMENTS NOW THE VOGUE 






MFR’S OF 


“BLUE RIBBON” 
TROPHIES 










No. 7119 Baby Cup 







FACTORY 
BRIDGEPORT, CONN. No. 7271 Speen 





for July, 1935 





THE JEWELERS’ CIRCULAR—KEYSTONE 45 































Li) 
Y) 
—_ 
O 
— 
~ 
Lu 
= 
aval 
a 


CHICAGO 
July 29" bo Hugust 9” 


THE JEWELERS’ CIRCULAR—KEYSTONE 


for July, 1935 











Fine Dinnerware 


for the 


Jewelry Store 


By Sidney E. Thompson 


l. is encouraging 
to the writer to see in our U. S. A. the interest shown 
in the last year by our jewelers in the sale of dinnerware 
of the finer chinas and earthenwares. Today the interest 
is spreading and this move will serve as a great stimulant 
to our homes in the use of better quality china and earth- 
enware. 

A jeweler in any community, large or small, can do 
more to influence the use of finer ware on the dining 
table than the large department store, due to an entire 
different viewpoint in their marketing aims. 

A jeweler, first of all, builds up the value of his name 
on the box. To do this he must sell fine quality goods 
so that his client when purchasing gifts from his store 
has a feeling of reliance that the gift he is sending will 
be appreciated as coming from a store which carries only 
the finest quality stock. His client also knows that the 
gifts will go out carefully polished and wrapped suitable 
for a presentation. 

If the client is in search of something for his own 
home he knows he is investing in the best quality when 
he buys from the reliable jeweler. Among the younger 
crowd it becomes the smart thing to send gifts from Mr. 
Jeweler. Among the mature it is the surest thing to do, 
because the jeweler stands behind all stock he sells. This 
can only be done when the jeweler’s source of supplies 
are from manufacturers of high standard. His aim in 
reaching this position in his community gives him a very 
strong position against the large department store. 

The problem of selecting sources of supply for highest 
standard merchandise is much simplified today. The finer 
products are generously advertised. By this I don’t mean 
consumer national advertising, but you have your responsi- 
ble trade journals and your own association which can 
give you information. 

I have been diverting from my subject, but these points 
were uppermost and some who read this article may gain 
points of value from them. 

My work for many years has been the distribution of 
Spode china and earthenware. I have seen many jewelers 
develop such sales which have proved a very profitable 
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SIDNEY E. THOMPSON 


addition to their jewelry business.. We are taking for 
granted that our jeweler has established his position in the 
community. If this position has not been reached, the 
good named lines will quicken the establishment of this 
position. 

He now embarks on his purchases for his china depart- 
ment. We will take for granted he has decided to spe- 
cialize in a high grade product and has decided to invest 
a certain amount of money. If he is not familiar with it 
at first it is better for him to put his reliance for selec- 
tion of decorations and items in the hands of the sales- 
man. 

We'll keep in mind three classifications of purchases 
that make up the jeweler’s clientele. First of all is the 
family who have decided to buy a service for the home. 
Second, is the purchase or selection by the bride of her 
dinner service, either to be purchased by her father and 
mother, her husband or her friends as wedding gifts. 
Third, is the man purchasing a birthday gift for his wife 
or daughter. 

The salesman naturally selects patterns which he feels 
will cover the styles which will be generally in demand 
by this jeweler’s trade. He may select anywhere from 
one to a dozen patterns, according to the space available 
for showing the stock, and the capital available. He will 
also recommend, if the patterns decided on are earthen- 
ware, that the merchant carry a complete range of items. 
The same will apply to the lower priced fine bone chinas 
known as enamels. 

Now the jeweler wants to know the reasons for com- 
plete lines being recommended and the number of dif- 
ferent decorations. This naturally is relative. For in- 
stance, a Spode salesman will be equipped with experience 

(Turn to page 55) 
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A survey among exhibitors in June revealed 
that a wealth of new merchandise will be 
offered buyers at this unparalleled gift market. 
We can only estimate the number of new 
items that will make profits for you during the 
Fall and Winter, but there will be thousands. 


Remember—the outstanding leaders of the 
giftware industry, including Mary Ryan, 
Manning Bowman, and W. C. Owen, are 
permanent tenants of The Merchandise Mart 
and they exhibit here exclusively. See these 
leading lines in spacious showrooms—not in 
cramped and temporary quarters. 
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These markets run concurrently— 


THE MERCHANDISE MART 
GLASSWARE, CHINA and POTTERY MARKET 


THE MERCHANDISE MART 
HOUSEFURNISHINGS and ELECTRICAL 
APPLIANCE MARKET 


Many new lines will be shown for the first time at the 

Glassware Show. See the many instructive and enter- 

taining features. A brand new Ford will be given away 

during this market. All buyers eligible to participate. 
* * * 


Greatly reduced fares on all railroads. Special facili- 
ties and services for all buyers. Write immediately for 
complete information and registration blanks. 


THE MERCHANDISE MART 


THE 


GREAT 


CENTRAL 


MARKET e# CHICAGO 
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THE GIFT SHOWS 


ARE 


COMING TO TOWN 


By GEORGE F. LITTLE 


Managing Director of the Eastern Manufacturers and Importers Exhibit 


One of the most concrete 
evidences of optimism toward fall business is the rush 
with which giftware wholesalers reserved space for the 
Chicago Gift Show conducted by the Eastern Manufac- 
turers and Importers Exhibit. Such is their enthusiasm 
that two months before the show, which runs from July 
29 to Aug. 9, every available exhibit room had been taken. 

This means that the most salable gift and art merchan- 
dise of the world will pass in review before several thou- 
sand of the country’s keenest buyers. This show, and the 
similar exhibits held in the east, have in the course of the 
last ten years become an essential part of the buying 
program of the more progressive jewelers. Many mer- 





Secmnsitetiiieteeinenn 





Chicago Gift Show, Palmer House 
July 29 to August 9 


New York Gift Show, Pennsylvania Hotel 
August 19 to 23 


Boston Gift Show, Statler Hotel 
September 9 to 13 


Philadelphia Gift Show, Adelphia Hotel 
September 23 to 27 








chants couldn’t be kept away from this semi-annual affair. 

Only recently a well-known manufacturer was talking 
to a successful retail gift buyer, who had been in the busi- 
ness for nearly three decades. His remarks were typical 
of what is heard from many who shop at the show and 
go home better prepared for the forthcoming season. He 
had asked if he were going to attend the coming show and 
the retailer replied: 

“I haven’t missed an exhibit in eight years and as long 
as I am able to make the trips you will find me making a 
tour of the seventh and eighth floors in the Palmer House. 
Years ago it was not as convenient as it is today to make 
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one’s selections, but since the organization of the Eastern 
Manufacturers and Importers Exhibit there has been a 
wonderful improvement. 

“Tt is not only more convenient for us western buyers 
to see the leading manufacturers and importers of the east 
and of all the world, but much more can be gained by the 
gift buyer. He can get a better idea of the design and 
style where he can see the various lines assembled under 
one roof!” 

Sometimes one hears a gift buyer explain he didn’t have 
time to attend a gift show; that he must “economize.” 
Some who come, practising economy, stay only a mat- 
ter of hours, make their selections hurriedly, haphazardly 
and catch a train back home. But in not many cases will 
you find these buyers the outstanding business men in 
their communities. 


O. the other hand, 


where and how occupied do we find the successful gift 
buyer at exhibit time? You find him busily engaged in 
making carefully-planned trips through the exhibit, visit- 
ing as many rooms as he can and allowing himse}f 4s 
much timé in each as possible. 

He is learning something. He is making a good invest- 
ment of the time and money he spends when he leaves his 
home city for Chicago. The exhibit to him is one of the 
most essential parts of his business. When he is attending 
it, he is not neglecting business back home but improving 
it. 

Many stay through the entire two weeks and when 
they leave they take a wealth of knowledge back home— 
new ideas as well as new styles. The ideas of yesterday 
don’t last forever. Like everything in this age, styles and 
ideas are ever changing and one must be alert to the 
changes. Chicago and the Eastern Manufacturers and 
Importers Exhibit is the wholesale showplace and sales 
center of the Middle and Far West. This has beén true 
for the past eleven years, and now, with an even larger 
display, it is more than ever true. 








’ SPECIAL LOW 

On RAILROAD FARES 
: If your firm is located more than 
fifty miles from New York, you and 
THE std i IT F 1 members of your party may save 1/3 
of the total railroad fare by becoming 
Associate Members of the National 
Gift and Art Association, Incorpo- 


BIGGER l BETTER | The Twelfth Semi - Annual rated. Dues $1.00 a year. 
NEW YORK GIFT SHOW Sign the application coupon below, 


The greatest aggregation of salable giftwares ever gathered $1.00 for each person. 


under one roof. Three whole floors in the Hotel Pennsylvania, Membership cards will 
be sent you at once— 


August 19-23 inclusive. sogether with (all te 
° : formation concerning 
Here, without one wasted step or minute you can see the new aap * in Se 


designs and sales trends—compare lines and prices—select the 
numbers you want and place your orders—All in one tenth of 
the time it would take to visit the manufacturers salesrooms. 


Think of the huge savings this will mean! MAIL THE 
COUPON GEORGE 


Plus the satisfaction of making your selections from the very NOW! », Tren 
cream of this season’s offerings. eS 
Art Association, 

220 Fifth Ave., 


GEORGE F. LITTLE MANAGEMENT hereby apply for. 


4 Associate ember- 
220 Fifth Avenue, New York, N. A ship(s) in your Associa- 
tion and enclose one dol- 
lar ($1.00) for each person 
for 1935 dues. 


NEW YORK GIFT SHOW | Signed 
Augus 11923 incl. Hotel Pen nsylvania Address 
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Aluminum and 
in the Fie 
of Arts and 


By 
Arthur Armour 
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Before 1880 aluminum 


was one of those known metals whose cost of production 
kept it from any commercial or artistic development. The 
credit for practical production must be shared by two 
men, Charles Martin Hall and Paul L. T. Heroult, the 
first an American, the second a Frenchman, who devel- 
oped, almost simultaneously, a process for producing pure 
aluminum from aluminum oxide, at a temperature of 
1000 deg. Centrigrade, a practical commercial heat, and 
at a practical cost of $2 a pound. 

The Hall: process was developed by the Pittsburgh 
Reduction Co., and the first commercial aluminum in 
America was produced by this company on Thanksgiving 
Day, 1888. This production was the work of Hall, the 
inventor of the process, and Arthur V. Davis, who is now 
the chairman of the board of the Aluminum Company of 
America. In the early days of the company 50 pounds 
of metal a day, at $2 per pound, was the rate of produc- 
tion and filled all demands for the metal. In 1929, the 
Aluminum Company of America, successor of the Pitts- 
burgh Reduction Co., produced 240,000,000 pounds of 
aluminum, approximately 800,000 pounds per day. The 
present cost of pure aluminum is 20 cents a pound. 

The story of aluminum from the days when Hall 
labored over his experiments in the laboratories of Oberlin 
College to its secure position and increasing importance 
of today is full of critical situations and human drama. 
First developed by a group of far sighted steel men, it was 
slow in progressing against the competing metals. In one 
of these critical periods, the life of the industry was saved 
by the unexpected growth of the use of aluminum for 
lowly kitchen utensils, first from cast metal, after the 
fashion of the old iron cooking pots and pans, and later 
from the plate metal which is so familiar to us today. 
Starting with a capital of $20,000, financial support came 
with increased demonstrations of usefulness. In 1907 
the old Pittsburgh Reduction Co. became the Aluminum 
Company of America, whose story is one of the sagas of 
American business. 

Pure aluminum as produced in pigs is light, silvery, and 
non-corrosive. Its greatest handicap in competing with 
copper or steel was its softness. This handicap was grad- 
ually removed through the development of processes of 
tempering and of alloys, with a small percentage of a 
strengthening metal, usually copper. Aluminum with this 
added attraction has invaded the field of machinery and 
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construction, finding a place wherever both strength and 
light weight are at a premium. 

In this growth, improvement, and expansion of uses, 
aluminum has come very definitely into the field of arts 
and decoration. It has found an important place in the 
field of architecture in decorative metal work, competing 
with bronze, wrought iron, and monel metal. Its first 
appearance was in paneling on the elevator doors and 
grill work on the entrance gates of the Research Labora- 
tories of the Aluminum Company of America, at New 
Kensington, Pa., designed by Henry Hornbostle, Pitts- 
burgh architect, and built in 1930. Since that time it has 
appeared in doors, grills, stair rails, lighting fixtures, hard- 
ware, and various special decorative effects. The use of 
aluminum for furniture closely followed its use in build- 
ing. Chairs and tables, entirely of aluminum or combined 
with various other materials, appeared for the office and 
for the newer field of airplane and modern railway coach 
furnishings. 

The third field of arts and decoration in which alumi- 
num is finding a wide acceptance is that of hand wrought 
decorative and table accessories, as well as for gift articles. 
In this field it competes with silver, brass, and pewter, 
having a great advantage over silver in its lower price and 
its non-tarnishing quality, this second advantage being 
equally true in regard to brass and pewter. Being variably 
soft it adapts itself to the demands of various treatments. 
It bears well the marks of the workman’s hammer. It can 
be tool marked, repoussed, etched, colored, or decorated 
in many ways. The aluminum can be given an antique 
finish or be allowed to retain its natural silvery color. It 
is light in weight without sacrificing the very desirable 
feeling of quality. Hand wrought aluminum appears as 
decorative trays, salad sets, candlesticks, cigarette and 
jewel boxes, match box holders, ash trays, desk sets, flower 
and salad bowls, buffet supper plates, and other accessories 
for informal serving. 

The use of aluminum is of comparatively recent date 
and has since its introduction been widely received. Today 
the demand is showing a constant growth in a market 
which is still far from saturation. 





Complete showing at Chicago gift show 


Palmer House * Rooms 892-3 * July 29—Aug. 9. 














@ The advent of its second season 
finds Kensington a staple specialty 
with many of the country's finest 


jewelers. 


ec 
a is fashioned 


from a new metal-which has the soft 
lustre of silver, and which harmonizes 
perfectly with the finest silver. Styled 
with authority, its lines are simple, 


its craftsmanship worthy. 


inglow 
never tar- 


nishes, either on your shelves or in 
the home of the user. It does not 
stain. Kensington is not plated. It is 
solid metal through and through. Its 


hard surface resists scuffing. 


———_ 


e 
om is advertised 


in leading home and class magazines, 


* 
etait i. is selling con- 


sistently, at a profit, in every part of 
the country. All classifications 
of decorative and service pieces are 


included, at retail prices from S50c 


to $15.00. 


e 
X sveiteiillie is going to 


town. A highly selective distribution 


policy has made money for those 
who have featured Kensington during 
its first year. Inquiries are invited. 
Address Kensington, Inc., New Ken- 


sington, Pennsylvania. 


tou 


IMCORPORATED 


,rtiw £te ec tee Tee 











Che Pairpoint Corporation 


New Bedford, Mass. 


New York City 
San Francisco 


43 - 47 West 23rd St. 
150 Post St. - - 


THE WREN DESIGN 
An inexpensive Rock Crystal pattern of real value on hand made blanks. This design is cut on many of our regular shapes. 
‘eimai enone 
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Leather in the Jewelry Shops 
By F. O. Merz 


Fine leather goods 


have always been important to the jewelry shop. There 
surely is nothing more useful in the office or in a man’s 
room than a photograph frame for desk or dresser, a 
folding clock, a pair of book ends or a handsome leather 
cigarette box. For things more personal there are bill 
folds, cigarette cases, portfolios and a number of other 
articles. The gift of leather is an answer to the question, 
“What can I give to a man?” And it also holds a par- 
ticularly good place on the list of things to give to a 
woman. 

The lovely surface of finely grained leather, hand tooled 
in gold is exceedingly attractive. Artistically made leather 
goods are recognized by most jewelry shops as an impor- 
tant source of profit. Centuries ago when leather crafts- 
men worked only for kings they produced beautiful 
objects fit for a monarch. 

Decorated leather has been used extensively through- 
out the centuries. In the middle ages the alms boxes and 
the altars of the churches were covered with finely 
wrought leather, the backs of chairs were ornamented 
with leather and it was set into doors as panels. Boxes 
and bottles were covered at that time with carved, em- 
bossed, modelled or tooled leather. 

Gold tooling on leather was practiced in the countries 
of the East centuries before it was known in the West. 
At the end of the 15th century Venetian craftsmen tooled 
their leather in gold in the same way that it is done today. 
Venetian leather merchants trading with the Orient 
brought the art to the bookbinders of their country. Some 
of the old tooled Italian bindings suggest the East in 
their design while others are examples of beautifully con- 
ceived Venetian styles of design. The art of gold tooled 
leather went from Italy to England and France where 
the craft reached a high standard. 

Though the ancients found many fine uses for leather 
it was left to the modern American to devise the many 
articles made of leather found in our jewelry shops. For 
instance, that ugly but useful thing, the waste paper 
basket, has become a charming and decorative thing in 
the hands of the American leather craftsman. When 
tooled in gold or mounted with fine French or English 
prints or old maps they are particularly attractive. 

It is in the selling of leather goods, however, that the 
jeweler is most interested. It is necessary for the sales- 
person to know the good qualities of the domestic and 
imported leather he handles. 

To buy and to sell domestic and foreign wares correct- 
ly it is essential to know the product thoroughly. It has 
proven profitable to the buyer and the salesman alike to 
know real and imitation leather. Some articles are made 
with but a thin layer of top leather which wears out 
quickly; to recognize such merchandise is important. 
Leather cheap or fine, good colors that are attractive, gold 
tooling or stamping that is pure gold leaf, gold alloyed 
with silver or merely bronze leaf; to be thoroughly versed 
in these characteristics of leather is indispensable knowl- 
edge to the jeweler who sells leather goods. 

When leather is properly displayed and sold with 

(Turn to page 59) 
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SPODE’S 
LLUSTRATING one of Spode’s 


dd interesting old prints, differing 

BLUE entirely in feeling from the old 
English landscape prints. 

ERMINE” Spode’s Ermine is distinetly Em- 

pire in design and color, evidently 

F taken from the influence. of the 

French Empire, symbolical of her- 

aldry and royalty. The Fleur-de- 


Lis on the border is the emblem 
Open Stock— of France, and the fine print de- 


New York sign in and over the rim symbol- 


izes the ermine, in earlier days 
affected only by royalty. 
This refined style is done in soft Underglaze Saxe Blue, 
giving a feeling of China Blue daintiness so appealing to 
the hostess. 


Send for samples and prices 


COPELANDs THOMPSON inc. 


206 FIFTH AVENUE - NEW YORKCITY 











UNUSUAL GIFTS 
From OVERSEAS 


Cut perfume bottles, some with jeweled mounts—In Crystal, 
Sapphire, Nile Green, Rose, Champagne, or Amethyst. 
From left to right—$2.00, $5.00, $3.00, $2.75, $4.35, 
$2.75 each. 

Height—é!/,” (extreme left) to 9” (extreme right). 


Crystal engraved wares—Cigarette holder, $1.15 ea. 
Candy box (6” diam.}, $21.00 dz., Compote, $2.50 ea., 
Cordial set (decanter and 6 glasses), $3.00 set. 

Crystal intaglio coaster (or ash tray) set with gold plated 
frames—$4.00 set. 


9” cut and polished crystal candlesticks for wax candles 
or electrified—$8.00 pair. Porcelain decorated vase with 
bronze mounts, $3.50. each. 

Silver plated Tantalus set, cut crystal decanters, $13.00 set. 





These and thousands more will be shown at Chicago 
Lamp and Gift Shows, Room 1555 Merchandise Mart. 


2) 


on) 
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| FRIEDLAENDER & COMPANY 


INCORPORATED 
Tmporterd. and Alantflacturer1~ 


New York 
53-57 W. 23rd St. 
Chicago 


1555 Merchandise Mart 














= 
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Los Angeles 
860 Los Angeles St. 
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AT YOUR SERVICE— 


A New York Buying Association 
composed of Retail Jewelers to buy 
for and service Jewelers’ Gift 
Departments. 


FO cemeferritghes every service that your 
own buying office could possibly 


give. 


—tells you where to buy, what to 
buy, how to buy. 


—attends to the prompt execution 
of all gift orders placed, whether 
large or small, and supervises 
their shipment. 


—furnishes needed information 
on market trends and conditions, 
what goods are selling, and buy- 
ing opportunities that offer special 
advantages. 


AND THROUGH CO-OPERATIVE BUY- 
ING BETTER PRICES CAN BE EFFECT- 
ED WHICH WILL PERMIT SUCCESSFUL 
COMPETITION WITH CHAIN GROUPS 
AND DEPARTMENT STORES. 


Membership in this association must be selec- 
tive—only one can be accepted from small 
cities and towns. The fee is modest, and 
based upon population. 


Full information can be had by writing 


THE NATIONAL RETAIL 
JEWELERS BUYING ASSN. 


230 Sth AVE., NEW YORK, N. Y. 
RICHARD LESLIE, Executive Director 
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Fine Dinnerware for the Jewelry Store 
(From page 47) 


to guide him, and be governed by the size and wealth of 
the community, and always the salesman when placing 
high class earthenware with you will recommend the com- 
plete line of items, with a few exceptions, viz.—wherein 
the line adapts itself to luncheon use only, and he will 
be governed accordingly, and guide his clients accordingly. 

In giving the reasons for the complete lines we will take 
the case of the family which has decided to purchase a 
new dinner service, as the term is generally applied. This 
service will be for use at dinner, luncheon and breakfast. 
Therefore the jeweler’s client before embarking on the 
purchase will come in to Mr. Responsible Jeweler and 
look and listen to what he has to say about his various 
patterns. The jeweler is greatly fortified when he can, 
with pride, exhibit the entire range of items so that Mrs. 
Purchaser immediately records in her mind that, “This 
merchant has the stock.’”’ A feeling of confidence is estab- 
lished in her mind that this man has confidence in the 
goods he carries, and she learns that she can make the 
complete set purchase at once, or can buy it on a monthly 
budgeting plan. If she can only purchase a small portion 
she knows that if she likes it perhaps husband, son or 
daughter will buy the balance for her as Christmas or 
birthday gifts. This merchant does not have to say that 
he only has plates and cups and saucers and will send to 
the manufacturer for other items, which he tries to show 
by illustration. The latter method kills many a good sale. 

We will take the case of the bride. The wedding an- 
nouncement has been made and invitations have been sent 
out. The up and doing jeweler, if he has established his 
reputation in the community for high quality merchandise, 
can now telephone the bride to come and make a selec- 
tions of her china service. She will be complimented and 
he will be doing a good turn for the store. She will 
select what is dearest to her heart and it can be readily 
observed that she will be interested in seeing the full line 
in stock because possibly she will receive the whole service. 
The merchant then is’ in a position to guide the guests 
as to what pattern she wants, and what has already been 
purchased in that pattern by others. -This will avoid 
exchanges and please all concerned. 

Lastly a birthday gift has to be made. Father has to 
buy for mother. The jeweler knows that all women have 
a weakness for china, so with an eye to future business he 
exhibits with pride his full line of dinnerware patterns, 
recommending a service of dessert plates, as every hostess 
can use these plates. The jeweler should also keep in mind 
a possibility of this developing into another dinnerware 
customer in this pattern. Should mother or daughter 
show a fondness for this pattern items are added for 
Christmas, Thanksgiving and such occasions. 

It is important for the responsible jeweler to select open 
stock dinnerware lines. This means he should purchase 
his patterns from long established manufacturers of high 
grade open stock dinnerware so that as time goes on he 
will develop hundreds of clients on his dinnerware pat- 
terns, both for new services and replacements. Some fine 
patterns are never discontinued by the factory. This 
gives the merchant a very strong position when showing 
this ware. 

Another point that is vital to the success of the sale of 

(Turn to page 57) 
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the gift-within-a-gift 
something delicious to eat 
in something lovely to keep 


featured by successful jewelers to 
— ett in pan mane them oor! 
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* * s aa s 
new versions of the gift-within-a-gift! 
they sell for 25c to 85. Every Epi-CURI0 is filled with 
a rare delicacy—the finest in candy, erack- 
ers, cookies, tea,  xinmer. or preserves. The containers 

beautifully made, and designed for a 


themseives are 
multitude of uses. 





diversified dozens at $3.60 


two of a kind of 6 different items. $3.60 the dozen. 
Every one a “something delicious on. eat in something 
lovely to keep.” For bridge prizes, for birthda for 
holidays, E 1-CURIOs are enth 

and rebought. They represent solid volume as gift 
departments for jewelers. 





diversified dozens at $7.20 


two of a kind of 6 different items. $7.20 the dozen. 
+ may ane accurately filled on prepayment or credit. 
o ° 


See Epi-Curios at the Chicago Gift 
Show = Palmer House, Room 887 
= Merchandise Mart, Room 1586 


STEPHEN LEEMAN PRODUCTS CORPN 








casona0 Mollie Boynton, Inc. 


July 29 to August 9 
Palmer House invite you to inspect their 


CHASE 2. Quality Merchandise 


NEW YORK 
August 19-23 a + 
Don't miss the new Chase products Hotel Pennsylvania 


at the Fall Gift Shows. All of them 2 the Gift Shows 


are smartly styled, most of them BOSTON 


September 9-13 
Hotel Statler 


Whether you attend the shows , 
Palmer House, Chicago 
or not, be sure to see the complete lll 


are priced to retail from $1 to $5. 


display of Chase Chromium at pore ——- | July 29 to August 9 


Adelphia Hotel 


Chase Tower the next time you ’ 
sien SNA eis: Matinee P: Hotel Pennsylvania, New York 
& Remnse August 19 to 23 


welcome—and we think you'll ALSO—House 


. ° Furnishi Sh 
pick up some ideas to increase July aabcines 


Pennsylvania,N.Y.C. 





your sales of Chase Chromium. 


CHASE BRASS & COPPER CO. 225 Fifth Avenue 100 E. Chicago Avenue 


INCORPORATED New York Chicago 


Specialty Sales Division: Chase Tower, New York 

















Nautical, Swanky and U p-to-the-Minute 


These beautifully modelled yachts, made in Triple Chromium, 
have breezed into instant popularity. The exceedingly high lustre 
of their finish ‘‘drinks in’’ the color of whatever they may be 
placed upon—glass, fabric or wood. Particularly effective on blue 
glass plateaux. 








% fi 
12x12” square or round 2.00 h Assayer $= Smelters — Refiners 
10x18” oblong 2.75 





SEND US YOUR 


Old Gold Findings Plated Scrap 
Silver Mountings Filings 
Platinum Optical Scrap Polishi 
Sweepings Filled Cases — 
Crowns Watch Cases _ Bridges 











We pay 6°4¢ per karat per dwt. 

We pay market price for silver scrap. 
We pay 10¢ per lb. for silver plated ware. 
We pay 25¢ to $2.50 per oz. for gold-filled 
scrap, depending on gold content. 


Checks mailed same day shipment is 
received. Lot kept intact until our pay- 
ment is approved. 


A. STANLEY BRUSSEL 28 John Street 
reer New York, N. Y. 
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Fine Dinnerware for the Jewelry Store 
(From page 55) 


fine wares is for the merchant to.be fully conversant with 
the product before him. He is handling the higher 
priced class of ware and he must be able to give good 
sound reasons why these wares are worth the money. 
All this information fortifies the position of the mer- 
chant when presenting his ware. 

I want to mention one more vital point where good 
dinnerware works into the scheme for the jeweler’s profit. 
When the bride selects her china service the smart jeweler 
also ties up his silver flatware, particularly in period with 
it, and if he carries glassware stemware, he can also tie 
this up with his china service, both in color, design and 
period. If you have not acquainted yourself and staff 
with the importance of color schemes and periods for tie 
ups with china, silver and stemware you are missing an 
important merchandising point. It is this expert knowl- 
edge that the jeweler should be in a position to offer, and 
it is what is expected of specialty stores. Don’t take for 
granted all people know how to work out an interesting 
color ensemble for the table. This reaches out to 
flowers, candles and china. 

I would like to state one more important matter. If 
you decide to go into dinnerware seriously provide fixtures 
for it. This simplifies display and handling, and puts 
your patterns quickly and efficiently before your customer. 


Committee Announces Firms Setting Tables at 
Glassware Market 


Cuicaco, June 18—One of the outstanding features 
planned for the summer market of the Glassware and Pot- 
tery Association in The Merchandise Mart, July 29- 
Aug. 10, inclusive, will be the display of model tables. 
Some six weeks in advance of the opening of the show, the 
following assignments have been announced by the com- 
mittee : 


Martin M. Simpson & Co. 
Federal Glass Co. 

Great Northern Products Co. 
O. C. Helm & Co. 

Universal Potteries 

Fostoria Glass Co. 

A. H. Heisey Co. 

Turner & Saunders, Inc. 

Ira A. Jones Co. 

Earl W. Newton & Associates 
U. S. Glass Co. 

E. M. Meder Co. 

Kelly & Reasner 

Tinker Bros. 

Limoges China Co. 

W. C. Owen, Inc. 

Dunbar Glass Co. 

Zang’s, Inc. 

Cambridge Glass Co. 


. Family Breakfast 

. Luncheon 

. Bridge Luncheon 

. Family Luncheon 

. Informal Tea 

. Thanksgiving Dinner 
. Christmas Dinner 

- Family Dinner 

- Family Dinner 

10. Formal Dinner 

11. Formal Dinner 

12. Informal Dinner 

13. Buffet Supper 

14. Golden Wedding 

15. After Theater Supper 
16. Marine Dinner 

17. Cocktail Table 

18. Mexican Dinner 

19. Plantation Dinner 


© OON DA MN wD = 


It is the desire of A. W. Baumgardner, Cambridge 
Glass Co., in charge of the feature, that a total of 24 
tables be presented, and it is confidently believed that five 
more will be secured before the show opens. 

This display will be housed in a large room on the fif- 
teenth floor and will be constantly under the supervision 
of experts who can suggest and advise buyers on the spe- 
cialized subject of table setting. 
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Make this Test 


AND YOU’LL STOP POLISHING SILVER 


Order 3 jars of Silver Sentry. Place them in one of your best 
show cases along with silver that has just been polished. 
Then note what happens. 


Day after day, week after week, the silver remains bright and 
shiny—looking its most salable every minute—and without 
the slightest attention on your part. One jeweler writes: 
“With your Silver Sentry our silver has now passed 2 months 
without the slightest discoloration.” Another: “Kindly send 
me one dozen Silver Sentry. The samples purchased in 
January have proven MOST satisfactory.” Still another: 
“We have tried your Silver Sentry in our display case and 
found it VERY satisfactory.” 


Silver Sentry is NOT a polish, NOT a lacquer and is NOT 
applied to silver. It is an odorless compound that absorbs 
the tarnish-causing gases of the air, and thus PREVENTS 
tarnish—PROTECTS your silverware. 


A single jar works effectively for at least 3 months or more 
in the average silver chest or drawer area of 5 x 2 x 2, and 
costs only 50c. For the average showcase or display shelves, 
3 jars are recommended. Send for the 3 jars today and make 
this test. You'll soon discover why thousands of jewelers and 
leading silverware departments all over the country have 
— , this product so quickly (over a thousand this past 
month. 


Now carried by all leading jobbers. Order from them or 
from us giving your jobber’s name. 





Columbia Refining Ce., Long Island City, N. Y., Dept., C-7 


0 I'll make your test. Send me 3 jars of Silver Sentry. 


doz. of Silver Sentry, less regular trade 
discount and bill me through my jobber. 


























FISK CRYSTAL 


CLEAR SPARKLING CRYSTAL 
SALT AND PEPPER SHAKERS 
AND 3 PIECE CRUET SETS 


Finely cut and polished, smartly 
styled and attractively boxed. 


LET US SEND YOU A TRIAL 
ASSORTMENT 


Consisting of 
3 each of two styles, 3 piece 


CRUET SET, $1.20 set 
4 each of three styles, 2 piece 


SALT AND PEPPER SETS 
at $8.00, $7.20 and $10.50 dozen sets 


Total cost of assortment, including 
packing, $16.00 


FISK & FISK, Inc. 
225 Fifth Ave., New York,N. Y. 








Evening Bags 


with... 


featuring— 


I—Metallic Brocades 
2—Rhinestone Bags 
3—Sequins 

4—Pearls 

5—Lamés 

6—Fluffy Velvet 

7—Steel Beads on Crepe 


All these features are in- 


cluded in our new line to 
retail from $1.00 to $15.00 
each. — 


Write for samples. 


At all the Gift Shows 


Kaplan & Gordon Corp. 


N. Y. C. 


6 WEST 32nd St. 








A Refreshment Set 
in Pottery ‘Hostessware" 


Colors—Apache Red 
Silver Green 
Canary Yellow 
Sierra White 
Royal Blue 
Delphinium Blue 


MRS. E. H. COLES 
225 Fifth Avenue 
New York City 




















K&L ---- 





A GUARANTEE 


Ln selling old gold, platinum and silver, your ONLY guarantee of a full 
return is the knowledge that your dealer determines quality correctly, that he is accurate 
in his weights and that he pays you the highest price consistent with the current value 


of precious metals. 


For more than 40 years K & L service has been the jewelry industry’s guarantee of 


a full return for precious metal content. 


KASTENHUBER & LEHRFELD \eéw youu” 





All jewelry and silverware sold to us is melted down. It is not returned to the market to compete with newly 
manufactured products. *We are strictly smelters and refiners of precious metals—NOT manufacturers of jewelry. 
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Leather in the Jewelry Shop 


(From page 53) 


intelligence it may become one of the most profitable 
departments of the jewelry shop. If two classes of leather 
are handled it is a good idea to keep them separate. 
Leather may often be displayed with silver or glass, but 
it is usually advisable to group it alone. Each kind of 
article is best displayed separately so that a customer will 
find all the bridge sets in one place, the picture frames in 
one corner and the smoking sets in another part of the 
display. 

High grade sheepskin, crushed calf and morocco are the 
leathers used today and centuries ago for the finest results. 
Blue, brown, green and red, tooled in gold in simple 
designs are very attractive. Picture frames hand tooled 
in gold in many lovely designs are splendid gifts. 

A table arranged with all kinds of leather bridge sets 
is always effective. Many sets in handsome skins are to 
be found in the market. Black, tan, brown, green, blue, 
red, purple are to be seen; besides bridge sets and desk 
accessories, leather articles are to be found for the boudoir. 
There is nothing more attractive than a jewel case in 
gold tooled Florentine or illuminated leather, lined with 
moire, some equipped with locks and tiny keys easy for 
Milady to carry in her purse. Without a doubt the 
leather goods field is a vast one filled with articles of 
appeal to young and old, man and woman. It offers some 
appropriate gift for any person no matter what the 


occasion. 


Prospect of Strike in New York Jewelry Trades 
(From page 43) 





same demands will cover jewelry work done in Newark, 
Providence, Philadelphia, Chicago and other jewelry cen- 
ters; that otherwise the agreement would put a penalty 
both on the New York manufacturer and his employees. 

The union represents workers engaged in the making 
of jewelry, diamond and stone setting, engraving, chas- 
ing, polishing, pressing, melting, casting, molding, re- 
pairing, tool and die-making, watchmaking and repairing, 
and workers upon platinum, gold, and any and all other 
metals. According to Mr. Williams, there are about 
3300 men registered with the union, of whom between 
1000 and 1300 are employed, many of them part time. 

Mr. Williams said, June 21, that no offer of a con- 
ference had been made by the manufacturers, and that the 
proposal of the workers had been ignored. He said that 
a meeting of the members would be held on June 25 to 
vote on a strike. 


Notable Gem Exhibit at the Brussels International 
World’s Fair 1935 


A report last week from Belgium states that, at the 
official opening of the Diamond and Precious Stones Sec- 
tion, the Minister of Industry, Mr. Van Isacker, par- 
ticularly noticed the collection exhibited by the firm of 
Mauritz Saks, Antwerp. 

This old-established house has a very choice exhibit 
consisting of five large fancy cut brilliants of different 
shapes, real specimen stones as to, purity, color and qual- 
ity; together with the unique and world-famous black 
pearl “Glory of California” which weighs no less than 
112.44 grains. 
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CUSTOMER Speak! 


Here’s What Your Average Citizen 
Thinks Of The New Guaranteed 
4-Color Instant Shift Pencil 


NORMA 


The following are but a few of the excerpts 
from the many letters in our file from people 
all over the country. They explain why Norma 
is boosting profits for dealers everywhere. 


Chas. S. B. G., Philadelphia, Pa. 


“Your pant has cee far given me the ut- 
most satisfaction . 


J. H. 3rd, Philadelphia, Pa. 


“I have been so pleased with your pencil, 
I would like to present one or two to my 
friends, and . , 


E. C. Ch., Marysville, Mich. 
- I fully expect in time that science 
will realize that one’s ‘Norma’ is as fully 
important as Vitamin A. We were able to 
get along beautifully before these emai 
things were discovered, but now... 


L. F. St., Chicago, Ill. 
“I have two of your Norma Zones and 
use them daily. Would be at a loss without 
one.” 

Wm. W. L., Kansas City, Mo. 
- Will say it is a very attractive and 
useful ‘pencil, especially = one requiring 
several colors in his wor 

Mrs. St. S., Wayne, Ohio. 


“We are much pleased with it, it surely is 
handy and everyone admires "it and asks 
where we got it.” 


P. L. F., Syracuse, New York. 


5 It has proven v satisfactory and 
been a source of much pleasure to the one 
to whom the gift was presented. The pencil 
has been admired by all that have seen it 
and quite a number have expressed a de- 
sire to secure one. If you could send ..... 


E. F. A W. aS % 


Pe se I agree with you that it is a dis- 
sinat achievement in mechanical pencils.” 


DEALERS: A Norma User Is A Norma 
Booster. Norma sales multiply into many other“ 
sales. Norma as a window display will bring 
people inside your store. For increased busi- 
ness, for handsome profit, stock NORMA. 


Priced to sell at: 


Silni (silver nickel)........ $3.50 
Rolled gold plate.......... 5.00 
eee 8.50 
14K Gold filled ........... 12.00 


Western Representative 
FRED L. LEE & COMPANY 
704 Market St., San Francisco, California 


NORMA PENCIL CORPORATION 


150 Broadway, New York 


Vien dle Blech 
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Help Yoursel Ts Extec OLD GOLD PROFITS 
CUMMINS OLD GOLD BROCHURE Shcws-You How 


UNDREDS of retail jewelers from all over the 
country are requesting copies of the Cummins 

Old Gold Brochure. They are awake to the possibilities 
of getting their share of Old Gold business, and this 
booklet is helping them to get it. Those jewelers who 
have already received their copies of the booklet are 
telling us daily how it is working for them--how well 
they like the ideas for radio advertising, for classified 
advertisements, for telephone solicitations, for direct 
mail, and for newspaper display advertising. Hundreds 
of newspaper mats, as shown in the brochure, have 
already been sent out to jewelers who have requested 
them. Words of praise are pouring in--comment about 
results are being received. If you haven’t yet’ received 
Bes FREE copy, here is your chance to obtain one. 


az CUMIMIN . 


REFINER A 
apee - 


0} i OF ILVER ANI PLATINUM 








AYER 








OME NORTH EUTAW STREET, BALTIMORE, MARYLAND 








— advertising assistance is but a small 
part of the Cummins plan of co-operation 
which also includes 24 hour service, appraisal 
privileges, dealer protection, uniformly high 
market prices, accurate and dependable service. 


€ 
Send for FREE COPY Now! 


GILBERT CUMMINS COMPANY 
1 N. Eutaw St., Baltimore, Md 


Gentlemen: Please send me a Free Copy of your 
brochure “Old Gold Promotion Ideas” which I 














ee 


understand entails no obligation. 
Name 
Address 
City State 
ESE AO APEC eke Ee eee 
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Maine Retail Jewelers Convene 


Annual Gathering Held at Portland—Officers Elected and Other 
‘Important Business Transacted—Golf Tournament 


and Banquet 


PorTLAND, Mz., June 3—The Maine 
Retail Jewelers’ Association held its an- 
nual convention here today. The at- 
tendance was about 80. Many of the 
manufacturers’ representatives together 
with wholesalers’ representatives were 
present. 

The business session was called to or- 
der by President E. J. Beaulieu of Port- 
land, Monday morning at the Portland 
Country Club, a delightful setting, and 
business matters were disposed of 
throughout the day. 

At noon an informal luncheon was 
served on the club house terrace, at 
which there were present about 125 
jewelers with their wives. 

An open air address was delivered by 
William D. McNeil, president of the 
American National Retail Jewelers’ As- 
sociation, who discussed legislation, ways 
and means for bettering the jewelry busi- 
ness and gave an outline of the contem- 
plated jewelry publicity campaign to be 
inaugurated for the purpose of develop- 
ing greater interest in jewelry lines by 
the buying public. The campaign itself 
is to be under the direction and control 
of the Jewelers Publicity Committee which 
has been appointed by the executive com- 
mittee of the A.N.R.J.A. 

The jewelry trade is to be invited to 
contribute to the campaign fund and the 
proposed campaign does not consist of 
advertising represented by space bought 
in various publications but rather pub- 
licity, Mr. McNeil says, in the subtle 
form of propaganda which appears in 
editorial pages of newspapers and maga- 
zines as its news. This space is not paid 
for but is sought for by editors, Mr. Mc- 
Neil states, for its news value. 

It is contemplated by Mr. McNeil that 
a fund of $30,000 or $50,000 for two 
years should be raised. It was suggested 
that if every jeweler would subscribe 
a minimum of one-tenth of one per cent 
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Social Features 


. 


of his total sales for two years the pub- 
licity fund could be raised. 

In the afternoon a golf tournament was 
held in which the ladies also participated. 

Lloyd E. Daniels of Rockland was 
elected president, Harry N. Blake of 
Portland, vice-president, and Valerien F. 
Lagueux of Portland, secretary and 
treasurer. 

The retiring president, E. J. Beaulieu 
of Portland, presided at the dinner at the 
Lafayette Hotel and Linwood S. Cross 
was toastmaster. 

Bartley J. Doyle, vice-president of THE 
JEWELERS’ CIRCULAR-KEYSTONE, gave an 
address in which he decried the on- 
slaught of cheapness in the jewelry in- 
dustry. He urged the jewelers not to 
try to compete with five-and-ten-cent 
stores, drugstores, hardware stores or 
plumbing supply houses by trying to sell 
chromium or similar low priced goods. 

Mr. Doyle predicted that in 20 years 
department stores will be a thing of the 
past and that people will go back to 
smail, individual shops where the “hu- 
man equation” is present. ‘ 

He lamented the absence of young 
men entering the jewelry business. 

The golf tournament was a feature 
event on the program of entertainment. 

The first prize for low score in the 
kicker’s golf tournament, as well as the 
main attendance prize, a dinner set of 
sterling silver for two, was won by C. 
Edward Cotter of Boston. The other 
main attendance prizes were won by H. 
E. Hendricks, a sterling silver bowl, 
and E. L. Swanton, a travel clock. 

Mr. and Mrs. E. J. Johnson of Cari- 
bou won the prize for coming the longest 
distance to the convention. 

Other prizes were won by George Al- 
bert, Portland; Bernard Blake, Winter- 
port, and Paul Friedman,. Boston, shoe 
race. Dr. M. J. Brooks, Rumford; Nick 
Carter, Joe Ward and Leonard Paine, 
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Portland, baseball, and Mrs. Beaulieu, 
Charles Clifford, Mrs. L. J. Eno, Skow- 
hegan, and D. W. Smith, bowling. 

Mr. Cotter shot an 85 in the golf tour- 
nament and J. R. Kay won the kicker’s 
prize. L. J. Eno was awarded a prize 
for the exertion he expended in taking 
28 strokes to play the 500 yard sixth hole, 
while D. W. Smith got a souvenir for 
taking the most strokes, 23, on the three 
water holes. 

In the women’s division of play, Mrs. 
Albion Keith won first gross prize, Mrs. 
Matson Tinker was awarded the prize 
for the best net score. Mrs. S. G. Leavitt 
won the consolation souvenir, while Miss 
Mae Albert won the prize for the most 
sevens. Mrs. Harold Paige of Boston 
won the nine hole putting tournament 
with 20 putts, while Mrs. Paul Donelan 
finished second with 22 putts. 

Others who took part in the tourna- 
ment were: Percy Ball, A. S. Swanton, S. 
P. Cole, P. W. Smith, A. L. Rowe, Paul 
Donelan, William Selberg, P. G. Mer- 
rill, B. J. Doyle, W. H. Race, G. H. 
Wood, R. E. Fisher, H. P. Pierce, H. S. 
Cole, S. G. Leavitt, W. Albert, W. R. 
Snowman, H. R. Paige, A. H. Brooks, A. 
Frisch, H. L. Romberg, H. Dupre and W. 
E. Kellogg. 

The banquet was attended by about 
200 people. 





Plans for Ninth Annual Convention 
of National Association of Credit 
Jewelers at Chicago, Sept. 9 to 12 


Cuicaco, June 18—The National As- 
sociation of Credit Jewelers announces 
that the exhibition space for its ninth 
annual convention which is to be held at 
Hotel Sherman, Sept. 9 to 12, is practi- 
cally sold out. 

At no time in previous years has so 
much interest in the convention and exhi- 
bition been shown and the sell-out 90 
days ahead of the convention established 
a new record. The exhibition will be 
the most elaborate the association has 
ever had and nearly 120 booths will be 
occupied by more than 80 manufacturers, 
importers and wholesalers, and every 
type and kind of jewelry. 

The association is also planning an 
unusual business program beginning with 














JOSEPH B. COOPER & SON 


have been for over four decades engaged OFFICIAL HEADQUARTERS 


in the Refining of Precious Metals. 
30th Annual Convention 


Our customers continue to be satisfied 
with their returnis on OLD GOLD and of the 


other precious metals. American National Retail 


Your shipments are accurately tested Jewelers Association 


or assayed by experts and you are paid 
accordingly. All shipments are held intact 
for your approval of our estimate. 





AUGUST 26, 27, 28, 29 





We pay 
6%,¢c per Karat, per Dwt. 








JOSEPH B. COOPER & SON 


26 John St., New York 
Factory: Brooklyn, N.Y. 


Our reputation is our success. 








The ANRJA expects the largest and best 
attended convention in its history. Meet 
the members here. Get new merchan- 
E U R O P E - dising and selling ideas. Enjoy the 

cordial atmosphere and comfortable 
surroundings of The Waldorf-Astoria. 


IMPORTANT DUTCH WHOLE- Restaurants afford a wide variety of 
SALE-FIRM and EXPORTER of menus and prices... the Norse Grill: 
z P CP Club breakfasts, seventy-five cents and 
all kinds of silver and imitation one dollar; luncheon, one fifty; an ex- 


jewelry, watch-bands, watches, cellent dinner, two dollars. 
Air-conditioned meeting rooms, lobbies, 
and Grand Ballroom where exhibits are 


popular prices, is desirous to re- located. 
ceive catalogs and illustrations of Special Room Rates are extended to 


. > members. Rooms are equipped with eve- 
articles suitable for the Dutch and ry modern ond new-day convenience. 





electric clocks, novelties, etc., at 





European markets. New York Bank 
THE 


WALDORF 
Address: as 3093,” ASTORIA 


care 


Jewelers’ Cireular- Keystone | PARK AVENUE - 49TH TO 50TH - NEW YORK 
239 W. 39th St. New York 
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luncheon on Monday, Sept. 9, and Presi- 
dent William Gibson (of Cole & Young 
Co., Chicago) will deliver an address of 
welcome to the assembled visitors. On 
Monday afternoon the convention will 
be addressed by E. St. Elmo Lewis, na- 
tionally known counsellor in trade and 
consumers’ relations. 

On Tuesday morning, there will be an 
address on direct mail advertising by a 
nationally known authority on this sub- 
ject, and on Tuesday afternoon the sub- 
ject will be newspaper advertising, thus 
affording the visitors an opportunity to 
look at both sides of the advertising ques- 
tion. 

At Wednesday morning’s meeting the 
subject will cover the jewelry field from 
the wholesaler’s point of view, and on 
Wednesday afternoon the meeting will 
be devoted to the discussion of merchan- 
dising. 

Thursday morning will see the old and 
popular round table session in charge of 
President Gibson, at which time the more 
intimate and individual jewelers’ prob- 
lems will be brought up for discussion. 

Thursday afternoon brings up the an- 
nual business meeting and election of 
officers and the convention will close 
with the annual banquet on Thursday 
night. 

A PersoNAL MEssAGE FROM 
PRESIDENT GIBSON 


President Gibson sends the following 
personal message to all retail jewelers: 

“Inasmuch as I cannot contact each 
one of you personally, I want you to 
accept this message as a sincere per- 
sonal invitation to attend our ninth an- 
nual convention and jewelry exhibition, 
to be held at Hotel Sherman, Chicago, 
Sept. 9 to 12. 

“We are doing everything in our 
power to have for you not only the great- 
est jewelry exhibition ever held, but the 
finest type of business program, from 
whose speakers you will really be able 
to gather some helpful ideas. 

“I believe that you owe it to yourself 
and to your business to attend this con- 
vention and I hope to have the pleasure 
of greeting you in September.” 





Meeting of Denver Watchmaker’s 
Guild 

Denver, Coro., June 18—The regular 
meeting of the Denver Guild of the Mas- 
ter Watchmakers’ Association of Colo- 
rado, held June 12 in the Empire Build- 
ing, was well attended. All guilds were 
invited to attend in order to hear the 
Message and report from Wolf C. Han- 
sen, state president and representative 
at the national convention of the United 
Horological Association of America, Inc., 
held recently in St. Louis, Mo. Mr. Han- 
sen described the activities of the con- 
vention. He strongly recommended that 
the Colorado State Association affiliate 
with the United Horological Association 
of America at the earliest possible date. 

Fred Weiss of Greeley Guild, who 
was an accredited delegate at the na- 
tional convention, was present with Roy 
Utter, Greeley chairman, Vern Radcliff, 
vice-chairman, and Mr. Westrick. 

Orville R. Hagans, national executive 
Secretary and general state secretary, as- 
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sisted Mr. Hansen with his report, and 
also gave other valuable information re- 
garding plans of the national association. 

The Denver Guild has started a new 
branch in its guild, known as the Tech- 
nical Club or Clinic. This clinic will 
prove to be of great service to those wish- 
ing to advance themselves in the art of 
horology. A suitable room has been 
leased in a centrally located building and 
equipped with a large work-bench and 
other furnishings. 

In order to partake of this new fea- 
ture the members will have to be fully 
paid-up members in the state and guild, 
and will pay into the clinic their pro- 
rated share of the expense of the room 
only. Guilds from other sections of the 
state will also have the same privileges 
under the same rulings. 





New Hampshire Jewelers 
Convene at Manchester 


MANCHESTER, N. H., June 13—More 
than 150 jewelers attended the twentieth 
annual convention of the New Hamp- 
shire Retail Jewelers Association held 
at Manchester, June 12. Business ses- 
sions were held in the morning in the 
Manchester Country Club and in the 
afternoon the jewelers enjoyed them- 
selves with golf and a baseball game be- 
tween the retailers and the wholesalers. 

All officers were reelected. They are: 
G. Herbert Wood (Manchester), presi- 
dent; George W. Stuart (Concord), vice- 
president, and Mrs. Addie Fisk-Goodell 
(Epping), secretary-treasurer. 

At the morning’s sessions, the mem- 
bers listened to addresses by Frank L. 
Spies of Handy & Harman, well known 
refiners, and William D. MeNeil, presi- 
dent of the American National Retail 
Jewelers Association. Mr. Spies dis- 
cussed provisions of the Revenue Act 
requiring a tax to be paid on profit re- 
sulting from the purchase and sale of 
scrap silver. He also touched on the new 
standards for the marking of rolled gold 
plate and gold filled jewelry, and gold 
and silver combinations, which have been 
formulated as a result of conferences held 
with the U. S. Bureau of Standards by 
the New England Manufacturing Jewel- 
ers & Silversmiths Association and the 
Jewelers Vigilance Committee. Mr. Spies 
urged the jewelers to buy from reputable 
manufacturers whose quality marks are 
dependable. : 

Mr. McNeil, who had been chairman 
of the Code Authority of the Retail Jew- 
elry Industry, said that there is today 
a great opportunity for trade associa- 
tions to strengthen themselves in order 
to get the benefit of the ethical principles 
established by the NRA. He also de- 
scribed the publicity campaign planned 
by the .national association. After his 
address the members passed a _ unani- 
mous resolution approving the publicity 
plan. 

The baseball game was an exciting 
feature of the day’s entertainment, and, 
as one small cynical member remarked, 
“For once the retailers got the best of 
it,” for at the end of the sixth inning, 
when both teams were too exhausted 
and too lame to play any more, the score 
was 6-4, in favor of the retailers. 
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A banquet attended by more than 200 
persons terminated the day’s activities. 





Gerwe-Frohman Co. Becomes Suc- 
cessor to Frohman & Co. 


CINCINNATI, On10, June 18—John A. 
Gerwe, George E. Brown and Edwin A. 
Fenstermacher have purchased all in- 
terests in the concern of Frohman & Co., 
Cincinnati, Ohio, and will continue the 
business as in the past under the title of 
Grewe-Frohman Co. as _ successors to 
Frohman & Co. Frohman & Co. was dis- 
solved April 1 in so far as it relates to 
Lillian F. Wetzstein, who has retired 
therefrom. 


Officers Elected at Annual and Busi- 
ness Meeting of Credit Jewelers 
Association of Chicago 


Cuicaco, June 5—About 60 members 
and a dozen guests were present in the 
“House on the Roof” of the Hotel Sher- 
man on the evening of June 3, the occa- 
sion of the eighth annual dinner and 
business meeting of the Credit Jewelers 
Association of Chicago. A most enjoy- 
able time is reported. In addition to 
selecting officers for the coming year 
there were important talks on questions 
of interest to the trade. Following the 
business session there were entertainment 
and a songfest. 

Charles Baumrucker of Jones & Baum- 
rucker retired as president after serving 
eight years and was elected honorary 
president. William Renich of Wm. E. 
Renich Co., was elected president. Other 
officers are: vice-president, A. L. New- 
mark of Louis Newmark; treasurer, L. 
Litt, L. Litt Jewelry Co.; secretary, L. L. 
Kosinski, Edward Alberti Co.; and mem- 
bers of the board, Harry Iglow, Wolf's 
Jewelry Store; Hugo Marks, Marks Bros., 
and William Gibson, Cole & Young. 

Before the officers were installed Mr. 
Renich said that in appreciation of the 
labors of Mr. Baumrucker the organiza- 
tion was presenting him with a handsome 
leather traveling bag. Mr. Baumrucker 
expressed his appreciation. 

Among the visitors who talked during 
the evening were Howard Schaeffer and 
Tom O’Connell of the Elgin National 
Watch Co.; Jack Keenan, Hamilton 
Watch Co.; Albert Millard, Buss-Linthin- 
cum-Thorson Co., and Bob Wilson, In- 
ternational Silver Co. The meeting 
adjourned until in September. 





No Discount Offered When Ensemble 
Pieces Are. Displayed 

In an article which appeared in the 
June issue of THe Jewerers’ CircuLar- 
KEYSTONE it was stated that the Sally 
Sterling Jewelry Shop, Hollywood, Calif., 
has successfully built up ensemble sales. 
The ensemble idea is used to create de- 
sire for the matching pieces but no dis- 
count is offered or given regardless of 
the number of pieces purchased. The 
merchandise is marked in plain figures, 
and no other price is quoted. The previ- 
ous report was in error in stating that 
reductions are made when ensembles are 
sold. 




















Club of New York 


The weather man very seldom plays a 
mean trick on members of the Jewelers 
24 Karat Club of New York and he kept 
up the good work on Tuesday, June 11, 
by providing an excellent day for the 
outing of the club at the Quaker Ridge 
Golf Club, Mamaroneck, N. Y. The out- 


ing was attended by about 60 members, 


many of whom came by bus which left _ 


the Hotel Pennsylvania shortly after 9 


Annual Outing of Jewelers 24 Karat 





glass in a constantly moving kaleidoscope. 

Then came the luncheon during the 
course of which President Lamont made 
a short address and announced the ar- 
rangements for the golf tournament in 
the afternoon. Sigmund Cohn urged those 
who had not already participated in the 
other games to do so as soon as possible 
after the luncheon so that the prizes could 
be awarded. 


In the golf tournament, the: first prize 


for low net went to F. G. Mildeburger, 





President Lamont and some of the other members at the annual outing on June 11 


o’clock, while others traveled by private 
automobiles. By 10.30 o’clock the games 
had been set up and the fun was begin- 
ning. Sigmund Cohn, chairman of the 
outing committee, outdid himself this year 
in creating a number of particularly in- 
teresting games which were thoroughly 
enjoyed. 

The morning was passed in testing the 
skill of the members of the club who tried 
their hands at the various events. One 
of the most amusing was an electrically 
controlled arrangement which was so 
wired that after the doll baby had been 
put to bed and covered up, the correct 
selection of two other “babies” would 
complete the circuit and make the big 
baby stop crying. Walter Kahn finally 
won this event. 

The fishisi@ game was an arrangement 
of four bottles with round ball caps. Four 
people competed at one time. The trick 
was to place over the neck of the bottle 
a brass ring suspended from the end of 
a short line, which in turn was attached 
to a short fishing pole. It looked easy, but 
don’t you believe it. Milton J. Heller was 
the final winner. 

Edward Sumnick won the ball and 
spool carrying contest after having suc- 
cessfully climbed over and ducked under 
a couple of hazards. 

W. Waters Schwab was the most pro- 
ficient member of the club at the mechan- 
ical device for rolling balls into pockets. 

The president’s prize went to Alfred 
Lowenthal. This contest consisted in de- 
termining the number of pieces of colored 











the second prize low net was won by H. 
E. Oppenheimer, Jr., and the kicker’s prize 
went to John Marsh. 


Imports and Exports of Jewelry and 
Silver During April 


WasuinctTon, D. C., June 11.—Accord- 
ing to the figures just compiled by the 
Division of Foreign Trade Statistics, the 
imports of gold and platinum jewelry 
during April amounted to $1,584, of all 
other jewelry, $13,109; silver plated table- 
ware, etc., $42,075; and other silver plated 
articles except cutlery or jewelry, $3,868. 

During April our exports of fine jewel- 
ry amounted to but $264, one shipment 
of that size being sent to Canada, but 
our exports of all other jewelry during 
the month amounted to $87,069. During 
the same month we exported sterling sil- 
ver of but $583; of silver plated ware, 
$10,392, and all other tableware includ- 
ing gold or pewter, $5,586. 





Gem Imports During April 


WasHINGTON, D. C., June 11.—Accord- 
ing to statistics just compiled by the De- 
partment of Commerce, the total value of 
the diamonds imported during April was 
$1,021,933. Of this the value of the rough 
or cut stones was placed at $276,376 and 
that of the cut but unset gems, $745,557. 
During this month, rough from Belgium 
amounted to $120,576; from Netherlands, 
$48,956 and from England, $82,565, while 
during the same month we imported from 
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South Africa rough worth $24,249, a, 
usual, over half of the cut stones imported 
came from Belgium. 

During April, we imported pearls 
worth $210,690; rough precious stones, 
$21,944; cut precious stones, $74,833. 
imitation precious stones, $66,210; imita- 
tion opaque precious stones and imita- 
tion pearls, $3,569. 





New Officers and Directors of 
Porter & Dyson Co. 


New Britain, CoNN.—Final plans of 
procedure in extending the operations 
of the Porter & Dyson Co. have been 
concluded by the election of officers and 
directors. Harry T. Dyson, the older son 
of the late George H. Dyson, was elected 
president, Mrs. Ruth Dyson Aude, sec- 
retary and treasurer, and Sturman FP, 
Dyson appointed general manager with 
direction over the company’s activities, 

In addition to the foregoing members 
of Mr. Dyson’s family, John B. Minor, 
Sr., president of the Minor & Corbin 
Box Co., in New Britain and John R. 
Aude of Hartford, were elected direc- 
tors. Helen M. Peterson was elected 
assistant secretary and oppointed office 
manager. 

George H. Dyson, former head of the 
business, died a short time ago. 





Dallas to Have a Gift Show 


There has, during the past two years, 
been a growing demand for a Gift and 
Merchandising Show in Texas. Many 
merchants in that section have from time 
to time expressed the wish that there 
might be such a show held. 

Several salesmen representing some of 
the larger lines selling in Texas have 
given much thought to the idea and are 
heading a movement to hold a show in 
Dallas, Tex., the week of Sept. 15. 

The third and fourth floors in the 
Baker Hotel have been reserved for this 
show and Fred Sands, Kansas City, Mo., 
has been appointed show manager. Plans 
are being worked out to advertise the 
show to merchants in Texas, Oklahoma 
and Louisiana. 

This show will follow the Kansas City 
show three weeks, allowing ample time 
for lines exhibiting in Kansas City to 
work their way to Dallas and arrive in 
time to participate in the Dallas show. 

I. J. C. Holland, a retail jeweler of 
San Angelo, Tex.; C. B. Morgan, manu- 
facturers’ representative with headquar- 
ters in Dallas; Harlan P. Saubert of Chase 
Brass and Copper Co. and W. C. Whit- 
field, president of the Kansas City Art 
and Giftware Association, are acting as 
directors for the Dallas show, which will — 
be advertised under the name Southwest ~ 
Gift and Artwares Association. 

Full details and information regarding ~ 
the Dallas show may be obtained by ad- 
dressing Fred Sands, 541 Dierks Bldg., © 
Kansas City, Mo. 





The Boston Jewelers Club will hold a — 
beefsteak party at the Copley Plaza Hotel 
on Sept. 25. Members will be permitted 
to bring guests. 
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National Wholesale Jewelers Associ- 
ciation Convenes at Chicago 
July 8 and 9 


PHILADELPHIA, Pa., June 7—Members 
of the National Wholesale Jewelers As- 
sociation have just been notified by Sec- 
retary George A. Fernley that the 28th 
annual convention of this body will be 
held July 8 and 9 at the Edgewater 
Beach Hotel in Chicago. 

According to the announcement of Sec- 
retary Fernley, the program now in prepa- 
ration will be one of the most interesting 
and constructive ever presented. Prob- 
lems, which confront the members today, 
will be fully discussed, and action taken 
by the association on a number of matters 
which are of vital interest to the indus- 
try. Officers for the next year will be 
elected. 


Maiden Lane Outing Club Holds 
Annual Field Day Despite 
Inclement Weather 





While the elements conspired to put a 
damper on the annual outdoor frolic of 
the Maiden Lane Outing Club, June 8, 
the spirit of camaraderie that prevailed 
more than offset the overcast skies and 
downpour of rain. More than 130 mem- 
bers and guests turned out for the affair, 
held as usual at the Elks Club, Oakwood 
Heights, S. I., N. Y. 

“Before the deluge,” so to speak, there 
was time for a spirited baseball game, 
several sets of handball and a few other 
outdoor events. A tasty luncheon was 
served beneath the trees. The downpour 
of rain compelled the transfer of activ- 
ities indoors. 

While there was no horseshoe pitching 
or quoits contest, the lack of them was 
more than made up for by other games, 
all novel and some more or less intricate. 
There was bowling, of course, and most 
of the afternoon was passed by many 
in card-playing. The rain put a halt to 
the golf contest, but just the same there 
was “gamboling on the green,” of an in- 
door variety. 

The dinner in the evening was the 
usual delectable affair and the entertain- 


\ 





ment that followed kept the spirits high 
until the very last minute. The number 
of prizes appeared to be infinite. The 
major prizes, a Hamilton wrist watch 
and a leather Gladstone bag, raised high 
expectations. 

The affair was carried out by a capable 
committee comprising Robert Quayle, 
chairman; Sam Cohen, Charles Parker, 
Louis Nussbaum, A. Peters and Harry 
Kretsch. 

The personnel of the arrangements 
committee for the 1936 outing was an- 
nounced as follows: Benj. Biffar, chair- 
man; Al Betz, Arthur J. Tuveri, Harry 
Rosenthal and O. Thronsen. 


Local Retail Jewelry Code Authorities 
Ordered to Disband 


Wm. B. McNeil, chairman and execu- 
tive officer of the National Retail Jew- 
elry Code Authority, on June 15 notified 
the chairmen and members of all local 
jewelry code authorities that their work 
had ended, and as a result of the recent 
decision of the Supreme Court, these 
people were without authority and should 
wind up their affairs at once. In his an- 
nouncement Mr. McNeil said in part: 


We have received no official instructions from 
NRA as to the termination of the affairs of the 
National and Local Retail Jewelry Code Au- 
thorities, because, according to the opinion of 
their highest legal counsel, the decision of the 
Supreme Court left them without authority to 
issue instructions. They merely suggested that 
in case questions arose about which the Code 
Authority was in doubt, that it should consult 
legal counsel. 

In effect, each Local Retail Jewelry Code 
Authority, in line with all Code Authorities un- 
der all codes, is left to wind up its affairs 
according to its own best judgment. 

We would suggest that your official records 
and files of correspondence be stored so that 
if anything was requested by the Administration, 
or if you yourselves had occasion later to consult 
them, they would be available. 

We suggest that if you have not done so, 
you hold a final meeting of your Code Author- 
ity at once, and will be pleased to have a copy 
of the minutes of that meeting for our files. 

This National Retail Jewelry Code Authority 
held its final meeting under date of June 
15, 1935. 4 

We want to take this occasion to compliment 
the members of your Authority and yourself 
gersonally for the very able manner in which 
you have handled affairs under our Code, and 
only regret that this office was not able at times 
to give you as full support as we intended and 
endeavored to do. 





Richard G. Parry 


SaLT Lake Ciry, UtTan, June 8—Rich- 
ard G. Parry, president of Parry & Parry, 
Inc., manufacturing jewelers of this city, 
died suddenly at his place of business 
this week from a heart attack. 

He was born in Birmingham, England, 
Aug. 23, 1859, the son of Richard Parry, 
a manufacturing jeweler, from whom he 
learned his trade. He came to the United 
States and Salt Lake City in 1909. Mr. 
Parry while in England was for some- 
time tenor for the Midland Musical So- 
ciety of Birmingham. 


Mortimer C. Foster 


Mortimer C. Foster, who was for years 
a member of the firm of Goldsmith, Stern 
& Co., died June 1, at his home, 230 Cen- 
tral Park West, New York, after a short 
illness. 

Mr. Foster was born Oct. 16, 1874, in 
New York City, where he spent his early 
life and. obtained his education in the 
public schools and City College. He 
started his business career with the firm 
of Stern Bros. & Co. as an employee in 
the Gold St. factory. When the late 
August Goldsmith took charge of the fac- 
tory, Mr. Foster became superintendent. 
After the death of Isidor Stern, the firm 
of Goldsmith, Stern & Co. was formed 
and Mr. Foster became a member in 1913. 
He left the concern in 1924 and became 
an officer in the concern of Milton L. 
Ernst, Inc., where he remained until 1928 
when he retired from active business. 

He was one of the first jewelers to 
share profits with his employees and was 
for many years active in movements for 
the betterment of the jewelry trade. At 
one time he was a member of the Good 
and Welfare Committee of the National 
Jewelers Board of Trade and of the 
Jewelry Manufacturers Association and 
was held in high esteem by all who knew 
him. 

The funeral was held on June 3 at 
West End Funeral Chapel, 200 West 91st 
St. 

Deceased is survived by his widow, 
Helen P. Foster, and a daughter, Helen 
Marie, and a brother, Ira Foster. 





Members and guests of the Maiden Lane Outing Club who attended the gathering at the Elks Club, Oakwood Heights, Staten Island, on June 8 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for July, 1935 


65 





4 




















ee 




















THESE 


FIXTURES 


AT 


SACRIFICE 





ORIGINAL COST 
$75,000° 


FOR SALE 


AT MERE FRACTION 

OF THEIR VALUE 
Complete Fixture Installation, 
Office, Cashier and Watchmaker 
Cages — DIAMOND, SILVER 
AND OPTICAL ROOMS. Hun- 
dreds of sq. feet of Wall Paneling, 
Glass Doors and Grilles, 14 Wall 
Cases — 21 Floor Cases — all of 
Rich Dark Mahogany. Superb 
Quality, strictly modern and in 
A-1 condition. 


WILL SELL 


ALL OR PART 


Delivery Date Optional 
to Sept. Ist 


WRITE OR WIRE 
FOR, COMPLETE DETAILS 


Large Photograph and Blue Prints, 
sizes, specifications, and descriptions 
and Price on Request— 


PEREL &@ LOWENSTEIN 
MEMPHIS, TENNESSEE 































President Stevens Endorses Interna- 
tional Policy of “Controlled Dis- 
tribution” After Year’s Trial 


July 1 marks the completion of a full 
year’s operation of International Silver 
Co.’s policy of “controlled distribution” 
on 1847 Rogers Bros. and Wm. Rogers & 
Son Silverplate and other International 
Silver Co. lines. 

That the policy has been highly suc- 
cessful and will be continued is made 
clear by the following statement just 
issued by Evarts C. Stevens, president 
of the company: 

“Controlled Distribution has proved 
itself as complete a success as we had 
hoped it would be. It has worked. We 
are certain that it has met with the 
wholehearted endorsement and support 
of the silverware industry as a whole 
and we are more determined than ever 
that it should be and will be continued as 
a permanent policy of the International 
Silver Co.” 





New England Manufacturing Jewelers 
Hope to Continue the Benefits 
Gained by N.R.A. Code 


ProvipENceE, R. I., June 24—At the cur- 
rent time the industry’s chief concern is 
what policy is to be followed in the mat- 
ter of wages and hours, now that the 
NRA code authority has ceased to func- 
tion. Informal meetings of some of the 
representative manufacturers in the in- 
dustry have revealed a general sentiment 
that the majority of provisions set up 
under the code should be continued. It 
is said that while plant heads have had 
some difficulties under the code they feel 
that the rules as a whole have had a 
decidedly beneficial effect ‘on the indus- 
try. This sentiment was crystallized at 
a meeting of the executive committee of 
the Council of Jewelry and Allied Indus- 
tries held in this city on June 10. A let- 
ter mailed to approximately 700 members 
of the council urged that the minimum 
wage of 32% cents per hour set up under 
the code be retained, as recommended 
by the council’s executive committee. 

A communication signed by William 
H. Blake, acting secretary of the Code 
Authority for the Medium and Low- 
priced Jewelry Manufacturing Industry, 
sent to members said in part: 


_ “It is the earnest desire of the Code Author- 
ity, in view of the benefits which the industry 
has received, that our members stand pat on 
present code regulations until more can be 
learned of Government action at Washington.” 


A letter to similar purport signed by 
E. E. Baker, president, and W. A. H. 
Wells, secretary, has been sent to the 
members of the Metal Finding Manufac- 
turers’ Association, reading as follows: 


“With reference to the recent decision of the 
Supreme Court which has declared the recovery 
act codes unconstitutional and the report that 
enforcement of the codes had ceased, we wish 
to urge all of our members to make no change 
in operation, so that there will be less difficul- 
ties of an orderly readjustment which we believe 
can best be obtained by a careful study and 
discussion of the situation as it is developing. 

“The findings industry and its employees have 
gained, in many ways, through the loyal com- 
pliance of our members to the Code to which 
we have agreed, and we believe it would be 
unwise to throw away these gains. Somethinc 
of value will. no doubt, be salvaged and con- 
tinued, possibly through state laws. 
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“We can best gr ee this transition Period 
by a continuance of the present standards untij 

we can see mote clearly what lies ahead. 

the code standards in operation and let us eon. 

tinue to work as a group unit for the benefit of 

all concerned.” 

The executive committee of the Coun. 
cil of Jewelry and Allied Industries con. 
stituted the Code Authority for the indus. 
try up to the time that the Supreme Court 
ruled the NRA code out of existence, 
While the group no longer has official 
status under the law, it is continuing its 
work toward improving the general wel- 
fare of the industry. 

The only major change from the pro- 
visions of the jewelry code suggested by 
the committee is in regard to the weekly 
hours of factory employment. It has 
been held for some time that because of 
the peculiar situation in the jewelry in- 
dustry, plants have been handicapped in 
peak periods by the restriction of work- 
ing hours and the overtime pay clause 
which executives have claimed took the 
profit from orders in many cases. 

The executive committee of the coun- 
cil has recommended that manufacturers 
use an average of 40 hours per week as 
a standard. The thought behind this sug- 
gestion is that operations in the slow 
periods will be averaged with those in 
active seasons so that the average for the 
year will come to not more than 40 hours 
per week. 

The council has asked that manufac- 
turers and wholesalers signify their will- 
ingness to cooperate in the movement 
to extend the essential provisions of the 
code and while it is yet too soon for the 
replies to return in numbers sufficient 
to decide the matter, the feeling here 
appears to be general approval of the 
executive committee’s recommendations. 





Improvement in Business Shown in 
Sales and Payrolls of New England 
Manufacturers 


PROVIDENCE, R. I., June 29—June has 
been a month of preparedness on the part 
of the manufacturing jewelry industry 
and its coordinate branches. It is the 
month when the buyers for the large de- 
partment stores, wholesale and jobbing 
houses visit the New England jewelry 
area, look over the lines and place their 


~ order for fall delivery and in many in- 


stances for the holiday trade. The ex- 
tent of the buying at this season is taken 
as an indication of business for the bal- 
ance of the year. That the current year’s 
business from now until the New Year 
will show an improvement over last year 
seems practically assured. 

Coupled with this is the bettered con- 
dition during May as indicated by the 
figures given out a few days ago by the 
Brown Bureau of Business Research in 
connection with payroll disbursements 
for that month. The total disbursements 
for payrolls during May of this year in 
the jewelry and silverware industries 
were $779,060. While this is 3.3 per cent 
smaller than the amount of distribu- 
tions of the preceding month, it-is 18.2 
per cent increase over the payrolls dis- 
bursed during May, 1934, and 37.7 per 
cent advance over May, 1932. 
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Silverware Manufacturing Industry 
Votes to Continue NRA Labor Pro- 
visions and Trade Practices 


The following resolutions were unani- 
mously adopted at a meeting of the Sil- 
verware Manufacturing Industry held in 
New York on June 18, 1935: 

“VOTED a poll of the industry in- 
dicates that the general labor provi- 
sions of the code are being observed 
and we earnestly recommend that all 
members of the industry continue to ad- 
here to the general labor provisions of 
the code, especially those provisions 
relating to child labor, maximum hours, 
and minimum wages. 

“Recommended: That so far as can 
legally be done the members of the 
industry individually continue on a 
voluntary basis to observe the fair 
trade practice provisions of the code 
(with the exception of the 25 cent 
package charge which has already been 
abandoned), until each division of the 
Institute can meet and formulate trade 
practices peculiarly applicable to their 
own particular division.” 





Golf Outing of Chicago Jewelers 
Association at Idlewild 


CuHicaco, June 10—The largest atten- 
dance of any Chicago Jewelers’ Associa- 
tion golf outing in many years was that 
of June 4, held at the beautiful Idlewild 
Country Club, where members and guests 


held forth from early morning until well * 


into the night. A total of 120 teed off 
from the first tee beginning at 1 o’clock 
in the afternoon and about 140 were 
present for the dinner and _ entertain- 
ment in the evening. 

Sol Hess, creator of The Nebbs Family 
comic strip, for many years associated 
with the jewelry industry and still one 
of the most popular men in the trade 
here, made it possible for the jewelers 
to enjoy the hospitality of Idlewild on 
this occasion, and through the efforts 
of Chairman Tom McMahon and his 
committee consisting of Gus Weinfeld, 
Ed. Cain, A. C. Becken, Jr., and Gordon 
Petersen, a full program was arranged 
for the entire day. 

In the morning opportunity was given 
for the golfers to get acquainted with 
this course. The prize events in the 
afternoon were played under the auto- 
matic system of handicapping which gave 
the “dud” an equal chance at the 40 
wonderful prizes offered, and resulted 
in about 35 low nets, ranging from 61 
to 72 among the adepts. 

The golf tournament was followed by 
a dinner and after the dinner President 
Howard Schaeffer called the meeting to 
order and expressed the appreciation of 
the association for the opportunity of 
holding the outing at Idlewild. He an- 
nounced that the balance of the pro- 
gram, awarding prizes and announced 
that the enertainment would be under the 
direction of Mr. McMahon and his com- 
mittee. 

Mr. McMahon first directed the sing- 
ing of the association songs, first the 
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theme song to the tune of “Illinois” and 
all joined in singing: 
Organized for business guiding, C.J.A.- 
Cae 
Letaar * a e’er providing, C.J.A.- 


For the Jewelry Trade avails 

And good fellowship prevails. 
Noble intent never fails, C.J.A.-C.J.A. 
Noble intent never fails, C.J.A. 


Then the president’s song, “Howie 
Schaefer,” was sung to the tune of “Man 
on the Flying Trapeze,” and this is it: 

Dear Howie Schaefer who lives in Wilmette, 

The C.J.A. president he still is yet. 

A handsome young fellow that no gal can 

get— 

Afid he ain’t got a yen for a drink. 

Dear old Elgin is lucky to have him, you 


et; 
He’s the pride of our old C.J.A. 
No pleasanter fellow have we ever met— 
He’s as happy at work as at play. 


CHorvus 


He works for the Jewelers 
And tries hard to please; 
He handles the job like a mouse eating 
cheese. 
He doesn’t wear tights— 
He’s afraid he might sneeze. 
We dunno—he’s just funny that way. 


Then Mr. McMahon called attention 
to the 40 prizes attractively laid out by 
Mr. Weinfelt, all of which were se- 
lected from the jewelry trade,,and the 
75 belt and vest chains which had been 
donated by Howard Seebeck of Arm- 
brust Chain Co. as consolations for those 
who failed to win a prize. 

Among the prizes awarded were for 
low gross, guest, Bobby Oppenheimer, 
member, Tom McMahon; low nets, to 
J. T. Montgomery and Mead Montgom- 
ery. A special low gross prize offered 
by Sol Hess for guest prize was won by 
Bert Winston, nephew of Charles G. 
Brown. Lou Buss offered a special prize 
for the presidents, present and past, of 
whom 10 were in attendance, consisting 
of a combination Elgin watch and lighter, 
and this was won by Howard Schaefer. 

Then followed several numbers of spe- 
cialty entertainment, after which each 
one followed his own inclinations, cards, 
or what have you. 





Resolutions to Protect Watch 
Making Industry Favorably 
Reported 


Boston, Mass., May 22—The legisla- 
tive committee on constitutional law to- 
day favorably reported the resolutions 
filed by Representative Thomas J. Flan- 
nery memorializing the President and 
Congress of the United States to take ac- 
tion in protection of the watch making 
industry of the commonwealth and the 
persons employed therein. 

There was no opposition to the resolu- 
tion. It was supported in the hearing 
today by Representative Flannery, Asses- 
sor Frank L. Gallagher, John J. Thomp- 
son, P. Gerard Cahill, Frederick I. Robin- 
son, Col. Arthur A. Hansen, William T. 
Shoesmith, A. P. Emmert of the Waltham 
Watch Company, John Burke and Super- 
intendent Jacob F. Friedstadter of the 
Waltham Watch Company. 

Representative Flannery also filed with 
the committee letters endorsing the reso- 
lution, received by him from others. 
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Jewelry Tax for May was $165,788 


WASHINGTON, June 2—The jewelry tax 
collected in May of this year is reported 
by the Bureau of Internal Revenue to 
have amounted to $165,788.44. This shows 
a big drop as compared with May of last 
year when the taxes collected amounted 
to $345,653.45. 

This year’s decrease is, of course, due 
to the fact that the importers, manufac- 
turers and producers who pay the tax, 
now have an exemption up to $25 on the 
price on which the levy is made. 





A Correction 


We desire to state that in the proceed- 
ing against David Dab of New York, 
Judge Brodsky, after further considera- 
tion, dismissed the charge of misbranding 
and held Mr. Dab for Special Sessions 
only on the charge of failing to stamp his 
trademark on the article sold. 

This is to correct an item which ap- 
peared in the columns of the issue of THE 
JEweELers’ CiRCULAR-KEYSTONE of Janu- 
ary, 1935. 





Business Clinics to Feature 
A.N.R.j.A. Convention 


Announcement has been made at the 
headquarters of the American National 
Retail Jewelers’ Association that a series 
of “business clinics” will make the thir- 
tieth annual convention at the Waldorf- 
Astoria Hotel, New York, the week of 
August 26, an outstanding event that will 
provide practical and worthwhile sug- 
gestions and sales helps for every retail 
jeweler. Window displays, merchandis- 
ing, sales promotional suggestions, and 
advertising campaigns, will be among 
the subjects featured, and experts in each 
line will be in charge of these programs. 

The retail jewelers’ associations in the 
metropolitan area of New York have 
promised their fullest cooperation and 
large delegations will be on hand at all 
convention sessions. The local associa- 
tion officers are planning ways and 
means to make the convention the out- 
standing jewelry event of all times. 

The exhibitors list is an impressive one 
and includes, to date, the following lead- 
ers in the manufacturing and wholesaling 
field: Walter Lampl, Bulova Watch Co., 
Wolfsheim & Sachs, Katz & Ogush, 
Schless-Harwood, Inc., The Watson Co., 
Herschede Hall Clock Co., Tavannes 
Watch Co., International Silver Co., 
Wahl Fountain Pen Co., Gruen Watch 
Co., L. Luria & Son,- Hamilton Watch 
Co., Binder Brothers, Gold Refining & 
Reclaiming Co., Bristol Seamless Ring, 
Admiration Products Co., J. R. Wood 
& Sons, Leys, Christie & Co, Baer & 
Wilde, Chivor Emerald Mines, Swart- 
child & Co., Elgin National Watch Co., 
Oneida Community Ltd., Kreisler Com- 
pany, A. Cohen Corporation, Ollendorff 
Watch Co., Gemex Company, Chase Brass 
& Copper Co., A. Sauer Co., Waltham 
Watch Co., Aisenstein-Woronock & Sons, 
Inc., S. Nathan Co., Henry Paulson Co., 
E. Wanda Baker and Ingersoll-Water- 
bury. 








NEW! 


SPLIT-PROOF 
TUBULAR WATCH STRAPS 


Featured 
On The 
Smartest 
Watches 


Manufacturers 
ee 
Leather 
Watch Straps 


Brand new and already the 
best sellers! Tubing and tubu- 
lar watch straps are the latest 
vogue and add distinction to the 
smartest watch. Flexible, hand- 
some, comfortable. Eight at- | 
tractive designs, all protected 
by the Design Registration Bu- 
reau. 


Especially cool for summer 


wear. Stock up NOW. 


A. SAUER & CO. 


GLENN BLDG. CINCINNATI, OHIO 
NEW “ORK OFFICE 
14 EAST 32ND ST. 








American Electro-Platers Society 
Holds 23rd Annual Convention 
at Bridgeport, Conn. 


BripGEPORT, CONN., June 15 — The 
twenty-third annual convention of the 
American Electroplaters Society was held 
in this city on June 10, 11, 12 and 13 and 
was attended by 478 delegates, members 
and visitors. Officers were elected as 
follows: T. F. Slattery, Washington, D. 
C., president; Joseph Underwood, Bridge- 
port, vice-president; E. S. Thompson, 
Cleveland, Ohio, secretary and treasurer. 

The convention opened at the Hotel 
Stratfield on Monday, June 10, and the 
sessions were both interesting and instruc- 
tive, many fine addresses being delivered 
by experts. 

The delegates were welcomed by Jo- 
seph Sexton, president of the Bridgeport 
branch of the association, and by the 
Hon. Jasper McLevy, mayor of :'.< city. 
At the opening session President H. A. 
Gilbertson delivered his address and cre- 
dentials were presented and amendments 
to the constitution submitted. In the after- 
noon, William Phillips, chairman of the 
research committee, presided and an 
educational session was held.. A report 
of the research work was given by Dr. 
Wm. Blum, of the U. S. Bureau of Stand- 
ards, and Paul Strausser, research asso- 
ciate, on “The Effect of Different Acids 
on Cold Rolled Steel.” E. J. Candee, 
chief chemist of the American Metal 
Hose Co., Waterbury, spoke on the “Ad- 
hesion of Electrodeposits’ and Walter 
Meyer, electrochemist of the General 
Electric Co. was another speaker. 
evening was given over to entertainment. 

On June 11 the session was opened 
with Thomas Chamberlain presiding and 
an address was given on “Black Nickel 
Plating” by Joseph Dowhes, Middletown, 
Conn. “Barrel Finishing, Plating and 
Burnishing” was the subject of an ad- 
dress by William Delage, Oakville Divi- 
sion of the Scoville Co., Oakville, Conn. 
Other addresses were given by Clarence 
Helmle, Walter Meyer, Walter Rowe, 
C. H. Costello, Harry MacFayden, and 
others. 

On Tuesday afternoon, June 11, an 
outing and shore dinner was held at the 
Seven Gables Inn, which included a base- 
ball game and other athletic events and 
dancing. 

Tuesday evening, with Dr. William 
Blum presiding, a number of interesting 
lectures were given. Dr. Hiram S. 
Lukens, of the University of Pennsyl- 
vania, spoke on “Spectrograph Analysis 
as applied to Electroplating.” Dr. D. T. 
Ewing of Michigan State College talked 
on the “X-Ray Diffraction of Metals” 
and Dr. H. R. Isenburger of St. John’s 
X-ray Laboratory, Long Island City, N. 
Y., on “Measuring the Thickness of 
Electrodeposits with a Microscope.” 

On Wednesday morning the delegates 
visited the plants of the Bridgeport Brass 
Co., the American Tube & Stamping Co. 
and the Stanley Works. In the after- 
noon they paid a visit to the Interna- 
tional Silver Co. of Meriden. 

On Wednesday evening, Dr. H. A. 
Gilbertson presided and addresses were 
delivered by A. Wilson Knecht, Yonkers, 
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N. Y.; J. A. Coolahan, Wilmington, De,. 
Dr. Robert Burns, New York; B. J. Mc. 
Gar, Waterbury, Conn. (Chase Brags g 
Copper Co.). 

The morning session on Thursday, 
June 13, was devoted to addresses 
E. A. Shields, Springfield, Mass.; Dr, p, 
A. Cotton, Anderson, Ind.; Dr. Wm 
Blum, Washington, D. C., and Dr, BE. A 
Vullenmier, Carlisle, Pa. 

The regular business session was held 
Thursday afternoon at which officers for 
the ensuing year were selected. 

Among those who attended the cop. 
vention from the jewelry trade were: 
Mr. Chase, Gorham Co., Providence, R 
I.; William Snow, International Silver 
Co., Meriden, Conn.; H. Smith, Tiffany 
& Co., New York; B. Wood, Reed & 
Barton, Taunton, Mass., and others. 


New York Retail Jewelry Trade As. 
sociations Pledge Voluntary Ob- 
servance of Code Regulations 


At the June meeting of the Executive 
Board of Retail Jewelers’ Associations 
of Greater New York, the following 
resolution was adopted by the members; 


WHEREAS, the retail jewelers affiliated with 
the Bronx, Brooklyn, Metropolitan, East New 
York, Long Island, Staten Island and the As. 
sociated Credit Jewelers of New York and 
New Jersey have advised the Executive Board 
of Retail Jewelers’ Associations of Greater 
New York that they have derived substantial 
benefit from the NIRA and the Retail Jewelry 
Code and have asked this board to take action 
to retain for the jewelry industry the benefit 
that’ has accrued, therefore be it ; 

RESOLVED, That this Executive Board, 
speaking for more than six hundred (600) re 
tail jewelers affiliated with the aforementioned 
associations, favors continuation of maximum- 
hour, minimum-wage and fair-trade provisions 
incorporated in the Retail Jewelry Code, & 
erably through adequate Federal and State 
legislation; however, until effective laws can 
be ‘enacted, this Executive Board favors con- 
tinuation of these provisions through volun- 
tary agreements among retail jewelers and the 
various elements that comprise the jewelry in- 
dustry. Be it further nae 

RESOLVED, That the retail jewelers for 
whom this Exeuctive Board is authorized to 
speak urge the President of the United States 
to exercise his leadership and power to bring 
about the early establishment of an agency to 
take the place of NRA. Be it further f 

RESOLVED, That copies of this resolution 
be transmitted to the President of the United 
States and to the groups and associations of 
the jewelry industry that sponsored codes of 
fair competition under the NIRA. 

Adopted this seventh day of June, 1935, at 
a regular meeting of the Executive Board of 
Retail Jewelers’ Associations of Greater New 
York at~the Hotel Commodore in New York, 
ae A 


Phineas Peters, Chairman. 
Attest: 
Richard Mieser, Secretary. 


At a meeting on June 12 the Associ- 
ated Credit Jewelers of New York and 
New Jersey voted to continue the code 
of advertising standards which had been 
formulated as an extension of the fair 
trade practice provisions of the retail 
jewelry code. 

On June 5 a meeting called by Warren 
Perry, former chairman of the Local Re- 
tail Jewelry Code Authority, was at- 
tended by about 15 members of the re- 
tail, wholesale and manufacturing 
branches of the industry, representing 
the various trade associations located in 
New York. Mr. Perry presided over & 
discussion of the late NRA, in which 
suggestions were made as to ways and 
means to continue the benefits which the 
trade had derived from the Act. A steer- 
ing committee to consider this problem 
will be appointed by Mr. Perry. 
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De Beers Meeting at Kimberley 


A welcome improvement in the diamond market reported at the 
annual general gathering of stockholders. One mine to be 
opened next year. ; 


Lonpon, June 1—The report of the 
forty-seventh annual meeting of the 
shareholders of the De Beers Consoli- 
dated Mines, Ltd. held at Kimberley, 
May 3, has just been received. E. H. 
Farrer, C.M.G., presided and after re- 
ferring to the bereavement sustained by 
Sir Ernest Oppenheimer through the 
death of his younger son and the loss to 
the company occasioned by the death of 
L. A. Pollak, the chairman said in part: 


Dealing with the accounts, on the liabilities 
side of the balance-sheet, the items—capital 
issued, 5% per cent redeemable sterling de- 
bentures, blue ground reserve, and the appropri- 
ation for the stabiliment of the diamond trade 
remain the same as last year. 

The general reserve, whith had to be drawn 
upon during the worst period of the depression, 
was increased to £2,000,000 by transferring 
£636.236 from appropriation account. 

The item, credit balances, £67,824, consists 
mainly of the amount by which our deliveries 
to the Diamond Producers’ Association ex- 
ceeded the quota allotted to us under existing 
agreements. As this over-delivery will have 
to be adjusted during the current year, the ap- 
propriate sum has been kept in suspense. 

Loans from affiliated companies, £58,111, rep- 
resents funds on loan to the company from its 
subsidiaries at December 31, 1934. These are 
repayable at call. 

Current liabilities, £674,079, include an 
amount of £550,000 on loan from African Ex- 
plosives and Industries, Ltd. Of this sum 
£437,500 has since been paid to the company 
as a dividend on its holding in the Explosives 
Company. This item also includes £56,288 4s. 
9d., interest due on the company’s debentures 
for the six months endéd December 31, 1934. 

The contingent liability in connection with 
the company’s guarantee for payment of inter- 
est on and capital of Cape Explosives Works 
debentures has been reduced by the redemption 
of £62,500 debentures during the year, leaving 
a balance of £692,765, for half of which liabil- 
ity we are indemnified Imperial Chemical 
Industries: Since the end of the year a fur- 
ther £62,500 has been redeemed, so that there 
are at the present date £630,000 of these deben- 
tures outstanding. 

Under the company’s guarantee of the New 

Jagersfontein Mining and Exploration Com- 
pany’s overdraft at the Standard Bank of South 
Africa, there was a contingent liability of 
£61,353 at December 31, 1934, the Jagersfon- 
tein Company being overdrawn to that extent 
on that date. 
_ On the assets side of the balance-sheet the 
item, property, comprising claims, other min- 
ing interests, estates, farms, and machinery, 
has been reduced by £77,702 to £3,287,138 
through the sale of the Northfield Colfieries, 
certain farms and building leases. 

There is no alteration in the value of the 
blue ground on the floors, which stands at 
£271,941, and the stock of diamonds, in ac- 
cordance with past practice, is taken in at £1. 
This item now, however, includes the _bril- 
liants which figured in last year’s balance- 
sheet at £52,000. 


INVESTMENTS INCREASED 


Investments in the Diamond Corporation, 
Ltd., diamond mining companies and kindred 
interests have been increased by £58,287, mainly 
by the acquisition of shares in the two leased 
companies (the Consolidated Company, Bult- 
fontein Mine, Ltd., and the Griqualand West 
Diamond Mining Company, Dutoitspan Mine, 
Ltd.), and also by a participation in conjunc- 
tion with the Diamond Corporation in the 
capital of a new diamond bank in Antwerp. 

The amount dt by affiliated companies was 
£356,259 as compared with £1,414,580 at the 
end of last year. The latter figure included an 
amount of £1,000,000 due to the company by 
the Diamond Corporation, which has sored re- 
paid. The Diamond Corporation was enabled 
to liquidate this indebtedness by a new issue 
of £1,500,000 debentures in which, as was 
explained last year, your company largely 
participated. The amount due under this head- 
ing has been further reduced since Janu- 
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ary 1, 1935, and now amounts to about £62,- 
000 only. 


In reference to the improvement in 
the diamond trade the report said: 


The credit side of the profit and loss ac- 
count reflects the improvement in the diamond 
trade. Diamond account was £900,323 as 
against £297,429 for 1933. This increase is in 
some measure due to the fact that arrange- 
ments were made under which, in considera- 
tion of our paying the curtailed working ex- 
penses of the Premier and New Jagersfontein 
Companies, we delivered diamonds in satisfac- 
tion of the quotas of those companies. In ad- 
dition, the p,m as an earnest of its 
desire to assist Kimberley by hastening the 
restarting of mining operations, agreed to pass 
on to us so much of the Government’s quota 
as was in excess of the working expenditure 
of the State diggings and of its other ex- 
penses directly incurred in connection with 
diamonds. Your company in return guaran- 
tees to the Government sales equal to their 
expenditure. 

hese arrangements, coupled with the im- 
provement in the diamond trade, referred to 
in the directors’ report, enabled your company 
to start washing operations at the beginning 
of March of this year. What is more, we are 
satisfied that the Government will continue its 
sympathetic attitude towards Kimberley and 
your company and relying on that fact we 
have definitely decided, and informed the Gov- 
ernment of the fact that a mine will be opened 
when the blue ground on the dumps is ex- 
hausted. This should be in the early part of 
next year. 


After giving specific details as invest- 
ments, interest and dividends the chair- 
man said the position of the company 
had improved, stating: 


I think shareholders will agree with me 
that the figures I have put before you today 
show that the position of the company has 
improved materially. 

he improvement in the diamond market. 
which became manifest in the latter part of 
1934, has been maintained during the current 
ear. The sales which have taken place since 
anuary 1 are substantially higher than the 
figures for the corresponding periods of the 
past four years, and it is only in the quantity 
sold that an improvement is to be found. The 
market has broadened both in respect of the 
numbers of dealers participating, and the va- 
rieties of diamonds in demand, and there is 
today some demand for goods of fine quality, 
which for some years past, have been prac- 
tically unsaleable. 

There can be no doubt that the arrangements 
made between the Union Government, the 
South African Producers, and the Diamond 
Corporation (which were described fully in 
the chairman’s speech at last year’s meeting), 
the friendly cooperation of other diamogd in- 
terests, and the firm policy in regard to prices 
adopted and maintained by the selling organiza- 
tion have combined to create a feeling of con- 
fidence in the trade which has not existed since 
the world depression began. 

While there have been occasional bursts of 
activity in the trade during the past few years. 
these have invariably been followed by long 
periods of complete stagnation. Now for the 
first time since the depression bezan, it is pos- 
sible to regard the trade as having been defi- 
nitely reestablished with stable, if low, prices 
and it is permissible to hope for further expan- 
sion of sales and improving prices. 


POLITICAL AND ECONOMIC 
CONDITIONS 


At the same time, it is impossible to ignore 
the fact that political and economic conditions 
in Europe and America are far from satisfac- 
tory, and we must recognize that, so long as 
the present state of affairs continues, we can- 
not look for the trade returning to anything like 
the level which obtained before the depression 
commenced in 1929. 


The chairman among other topics re- 
ferred to a plan to meet the preference 
dividend which has not been paid in 
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the past four years, but said they were 
not given details on all points but that 
would be done after a meeting in Lon- 
don. He announces that the board had 
appointed H. F. Oppenheimer a director 
of the company to fill the vacancy caused 
by the death of L. A. Pollak. 

The report and accounts were unani- 
mously adopted, the retiring directors re- 
elected, and a vote of thanks to the chair- 
man concluded the meeting. 

Editor's Note: The announcement of 
De Beers Consolidated Mines, Ltd. as to 
the proposals to the “Preference” and 
“Deferred” shareholders was made pub- 
lic later at the London Transfer office 
of the company. A copy of these pro- 
posals and the explanation of the same 
by Sir Ernest Oppenheimer, chairman, 
and by Sir Frank Meyer, deputy chair- 
man of De Beers are on file at the office 
of THe Jewevers’ CircULAR-KEYSTONE. 





Report on the Amsterdam Diamond 
Market During May 
By D. VAN ITALIE 


During this month the market was 
quite animated, although the demand for 
cut goods was quiet. The fact that the 
London “syndicate” stopped selling for a 
period of time had a favorable influence, 
especially for rough goods, and people 
get courage again for new enterprises. 
Old stocks of rough were liquidated to 
a great extent, whilst considerable pur- 
chases in mélée were made by Amster- 
dam Combinations. 

There was a good demand for better 
mélée at present day prices. First qual- 
ity blue mélée was very difficult to ob- 
tain and the prices were increasing. 
There was also a great demand for eight 
facets and small brilliants. It is sur- 
prising to note the quantities which are 
sold of these articles, and this shows that 
the public at last realizes that it is the 
right moment to buy. Semi-precious and 
reconstructed stones look better when 
small brilliants or eight facets are used 
in the mounting. 

The public profits by the scandalously 
low wages paid in the diamond industry. 
Because of the devaluation of the Bel- 
gian franc, the Holland Government had 
to increase the wage subsidy. Although 
the Dutch manufacture has a preference 
because of the fine quality, the price would 
have become too high without this 
government help. It is also fortunate 
that the Dutch government realizes that 
free competition is a necessity for the 
diamond trade. The exchequer should 
not pay to the advantage of one set of 
manufacturers. 

The difference between the price paid 
for white and light brown eight facets 
has become small, through the better de- 
mand, and by better international co- 
operation undoubtedly the price could be 
increased by improving the wages. 

The bort market has shown a good 
example. The increasing market has 
continued and there was a steady de- 
mand. Compared with the past, people 
are now loath to sell, whilst formerly the 
market was overflooded. As soon as any- 
one needs crushing bort, he is informed 
that people do not want to sell, and that 





the price is on a higher level. This, of 
course, will affect the common goods. 
The steady fall in the bort price in the 
past has dragged the prices of all com- 
mon goods down. Up till now not much 
difference can be noticed; however, it 
+e certain that all common goods will be 
aflected. The reason for the increased 
bort price is not quite clear. The Lon- 
don Diamond Corporation has only sold 
better quality goods. Rearmament has 
created a bigger demand for common 
goods, as they contain a large percentage 
of industrial diamonds. There was a 
good demand for industrial diamonds 
and the available stocks are rapidly di- 
minishing. 

All the factors are favorable for the 
diamond market, and as soon as the cur- 
rency difficulties have been settled bet- 
ter times will undoubtedly be on the way. 





Alfred Morell Heads Jewelers’ 
Association of New York 


At the annual meeting of the Jewelers’ 
Association of New York, held June 19 
at Maison Louis, 67 W. Fifty-second 
Street, the following officers were elected 
for the ensuing year: Alfred Morell, 
president; Kenneth I. Van Cott (Marcus 
& Co.), vice-president; Victor A. Lam- 
bert (Lambert Bros.), secretary, and 
William G. McDougall, treasurer. 

Mr. Morell, who for years was con- 
nected with some of the leading retail 
jewelry houses of New York and is now 
in business for himself in 608 Fifth Ave- 
nue, succeeds Emil W. Kohn of Theodore 
A. Kohn & Sons to the presidency. Mr. 
Kohn had served the association as its 
executive officer for 21 years, ever since 
its inception. On the motion of Paul 
Rosier of Cartier & Co. he was elected 
to the office of Honorary President for 
life. As an expression of gratitude from 
the members for his long term of service, 
Mr. Morell presented Mr. Kohn with an 
engraved silver tray with this inscrip- 
tion: “Presented to Emil W. Kohn by the 
Jewelers’ Association of New York in 
appreciation of his faithful services as 
President, 1914-1935.” 

In his farewell remarks Mr. Kohn 
spoke of the high standards of business 
dealing of the jewelry trade and said 
that the industry should uphold the ethical 
principles established on a wider base 
by the NRA codes. 

The directors chosen to serve during 
the year include Witherbee Black 
(Black, Starr & Frost-Gorham, Inc.), 
William G. Doelker (Udall & Ballou), 
Henry Healy, A. Kraus (E. M. Gattle & 
Co.), Prentice Luckey (Brand-Chatillon 
Co.), Newton H. Rogers (William Wise 
& Son), Paul Rosier (Cartier), Raymond 
C. Yard, and John Zuhr (Pickslay Co.). 

William D. McNeil, president of the 
American National Retail Jewelers As- 
sociation, spoke regarding the campaign 
of publicity being sponsored by the na- 
tional association and asked for the sup- 
port of the New York group. Mr. Mor- 
ell, speaking for the organization, as- 
sured Mr. McNeil that the members 
would “do their share.” Charles T. 
Evans, secretary of the A.N.R.J.A., told 





about the plans for the national conven- 
tion coming to New York in August and 
urged that representatives of the leading 
firms be present to greet the out-of-town 
jewelers. 

Just before the conclusion of the meet- 
ing the following resolution, offered by 
Mr. Rosier, was adopted: 


Whereas, The cowsley Industry under the 
NRA brought together the various members of 
its different branches in accepting fundamental 
principles for the establishment of proper trade 
practices and ethics, and, 

Whereas, The acceptance and promulgation 
of these principles proved of great benefit 
the industry, helping to dimixisn ‘improper 
trade practices and veges ge | competition, and, 

Whereas, The decision of the Supreme Court 
has taken away the legal power of the code 





Alfred Morell, president-elect 


authorities engaged in the enforcement of these 
principles, therefore, be it 

RESOLVED, That The Jewelers’ Association of 
New York shall lend its enthusiastic support to 
any movement seeking to perpetuate generally 
the principles of business morality brought into 
effective being by the enactment of the National 
Industrial Recovery Act, and be it further 

RESOLVED, That the members of this associa- 
tion hereby record their thorough approval of 
the ethical principles which were a fundamental 
basis of the NRA, afd that they shall do all 
in their power to assure the continuance of 
the spirit of these princi les as a guiding force 
in the conduct of their businesses. 

Adopted this 19th day of June, 1935, at a 
regular meeting of The Towituee’ Association of 
New York, held at the Maison Louis in New 


York City. 
PRESIDENT: Alfred Morell. 
Attest: 
SECRETARY: Victor A. Lambert. 





Sylvester Engle 


HAZLETON, Pa. June 2—Hazleton 
mourned today the death of Sylvester 
Engle, aged 62 years, of 504 West Dia- 
mond Ave., prominent business man, who 
passed away at the Geisinger Hospital 
at Danville. 

Born in Hazleton July 25, 1873, Mr. 
Engle was educated in the private school 
conducted here years ago by the late Mrs. 
S. C. Jack and later studied at the opti- 
cal college of the Drs. Brown and Straw- 
bridge at Philadelphia. Returning to 
Hazleton, he entered the firm his father 
founded and became its owner in 1899 
when his father, well advanced in years, 
retired. Mr. Engle’s nephew Juan G. 
Krause, who has been associated with 
the business since 1912, will continue it 
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under the original trade name, Sylvester 
Engle. 

Deceased is survived by his widow 
and one sister, Mrs. Edyth Runkle of 
Shamokin. 





Final Meeting of National Retail 
Jewelry Code Authority 


Members of the National Code Author- 
ity for the Retail Jewelry Trade gathered 
for the last time on June 15 in the or- 
ganization’s headquarters at 522 Fifth 
Ave., New York, for the purpose of 
bringing its affairs to a conclusion. Pres- 
ent at this meeting were William D, 
McNeil, chairman, Edward Krehbiel, 
William G. Thurber, Arthur J. Sundlun, 
Charles J. Michaels and Charles T. 
Evans, secretary. 

In view of the fact that the Code 
Authority had had no official existence 
since the Supreme Court invalidated the 
NRA on May 27, steps were taken to dis- 
solve the corporation at once. Such funds 
as remain in the treasury will be used 
to take care of the present obligations 
of the Code Authority and to defray the 
expenses incident to the dissolution of 
the organization. 

Letters will be sent to all local jewelry 
code authorities instructing them to dis- 
band. 


Henry S. Marshall, a retail jeweler in 
Asbury Park, N. J., has just re-estab- 
lished himself in business in a new store 
at 522-24 Cookman Ave. It has a 25 foot 
front, is 100 feet deep. 





Discount Your Rent By 


The Brunner Gold- 
Buying Plan! 
If you are a retail jeweler who has 
not seen fit to go after the old gold 
business in a dignified but energetic 
way, tie up with the Brunner Gold 


Buying Plan as some other jewelers 
have done. 


*HOW IT WORKS « 


A courteous, trained Brunner rep- 
resentative is placed in your store. 
You receive a flat monthly rental 
plus commission on weekly busi- 
ness, and enjoy prestige of effective 
advertising. 


No canvassers are employed. This 
plan is available to retail jewelers 
within 400 miles of New York. 


References furnished. If interested, 
Write Now and Representative will 
call with details. 


BRUNNER’S 


206 Broad Street Westfield, N. J. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


James L. Hand, jewelry auctioneer, 
has removed from 14 Maiden Lane to 
g7 Nassau St. 

Harry C. Schick of Harry C. Schick, 
Inc., Newark, left June 28 for Cape Cod 
to spend a month’s vacation. 


Announcement has been made that 
Irving J. Daniel is now in charge of the 
New York office of Bliss Bros. Co., of 
Attleboro, Mass. 

Bernard Landau, importer of pearls 
and precious stones, 608 Fifth Ave., re- 
turned recently from a visit to the gem 
markets of India and Ceylon. 


Edward L. Stern of the Lavannes 
Watch Co., 608 Fifth Ave., sailed June 
19 on the Berengaria to visit the firm’s 
factory in Chaux-de-Fonds, Switzerland. 


Announcement has been made that Al. 
H. Greene, well known in the jewelry 
industry, has joined the sales force of 
Goudvis Bros., diamond importers, 22 
W. 48th St. 


Michelson & Grossman, manufacturers 
of platinum mountings, have announced 
that they are now located in new and 
larger quarters on the fourth floor of 
106-8 Fulton St. 


Miller & Veit, diamond importers, 
have announced their removal from 48 
W. 48th St., to new quarters in the In- 
ternational Building, Radio City, 630 
Fifth Ave., as of July 15. 


The Harman Watch Co., 2 W 46th St., 


has added the following representatives: 


to its sales staff: D. C. Jeffery, Min- 
nesota; Theodore Leubusher, Wisconsin, 
and A. G. Pape, the South. 


Martin M. Simmons, formerly with 
Wolfsheim & Sachs, is now associated 
with Minkoff & Rosenfield Bros., Inc., 
manufacturer of jewelry boxes, 557 De- 
Kalb Ave., Brooklyn, N. Y. 


B. Goldsmid Co., manufacturer of 
watch cases, 49 Maiden Lane, has ac- 
quired the equipment of the S. & H. Ostrin 
Co. Lew Rosenfeld is now sales man- 
ager of the Goldsmid Co. 


Announcement has been made that the 
Associated Credit Jewelers of New York 
and New Jersey, Inc., will take quarters 
at 45 W. 34th St. on July 1 and maintain 
an office there. Eliot P. Hirshberg (Fin- 
lay-Straus, Inc.) is president of the or- 
ganization. 


Lambert Bros., retail jewelers at Lex- 
ington Ave. and 60th St., on June 6 
celebrated the fifty-eighth anniversary of 
the business founded by the late August 
Lambert, and the fifth year of the loca- 
tion of the store at its new address on 
Lexington Ave. 


The firm of Abby B. Prather, Inc., 31 
Union Square, for years in the business 
of importing from the Orient semi-pre- 
cious stone necklaces, bracelets, rings, etc., 
has been reorganized and the name 
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changed to Nideur Import, with quarters 
in Room 1100, 665 Fifth Ave. 


S. Nathan & Co., 71 Nassau St., im- 
porters of precious stones, recently ac- 
quired the entire colored stone stock of 


M. B. Bryant & Co., Inc., including 
precious, semi-precious and _ synthetic 
stones. The inventory value of this stock 


was fixed at $20,000. 


The Monthly Review of the Federal 
Reserve Bank in the New York district 
reports wholesale trade in diamonds dur- 
ing April as 9.3 per cent better than the 
same month in 1934. Stocks showed an 
increase of 24.8 per cent. Sales of jewelry 
at wholesale were 3.3 per cent more than 
April of last year, while stocks declined 
2.7 per cent. 


James and Leonard Menczer, sons of 
Joseph Menczer, Bronx jeweler at 484 
E. Tremont Ave., will leave for Europe 
July 5. The trip is being given to them 
by Mr. Menczer to celebrate the suecess- 
ful completion of their freshman year 
at New York University. While abroad 
they will visit their relatives in Austria 
and Hungary and return early in August. 


Three bandits who held up the Fifth 
Ave. showrooms of B. A. Ballou & Co., 
Providence manufacturers, on June 19, 
were properly fooled into taking a quan- 
tity of the concern’s cheapest samples, 
getting but a few pieces of the gold, gold- 
filled, and sterling silver jewelry which 
the company makes. Mrs. Mary Mader, 
office manager, was alone in the room 
when the bandits entered, one of them 
standing guard over her while the others 
ransacked the place. Cash taken 
amounted to $60. 


Emil R. Brunner, retailer jeweler of 
Westfield, N. J., whose successful opera- 
tions in the gold buying field have led 
to the placing of trained men who are 
part of his organization in many of the 
shops in communities surrounding New 
York, now is inaugurating a further ex- 
pansion of his business. He has worked 
out a cooperative plan for retail jewelers 
which already has found acceptance with 
a number of merchants who wish to take 
advantage of Mr. Brunner’s deft tech- 
nique. Jewelers in the following cities 
are among those buying old gold under 
his plan: Huntingdon, Peekskill, Brew- 
ster and Jamestown in New York, and 
Bloomsburg and West Chester in Penn- 
sylvania. 

The meeting of the Bronx Retail Jewel- 
ers Association, on Tuesday, June 11, at 
Castle Hall, was devoted chiefly to a 
farewell party for William Schneider- 
man, who sailed for Europe on June 
22 aboard the Normandie. Hence, what 
business matters were taken up in the 
regular session of the meeting were put 
through in record time. President George 
Korsunsky reported on the Feld-Craw- 

(Turn to page 72) 
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WATERPROOF WATCHES 


Self-Winding, Shockproof, Non-Magnetic 


DE FRECE WATCH Co., INC. 











48 West 48th St., New York 


REPAIRING 


Jewelry of every 

and SILVERWARE 
Solky Bros., Inc. 
142 Fulton St., New York 


EXPERT REPAIRS 


SILVERWARE 


Greatest Care Given to Heirlooms 
No job too small or too much trouble 


CURRIER & ROBY 5,05 
Diamonds, Pearls, Precious, 
































Synthetic & Imitation Stones 


S. NATHAN & CO., Ine. 


71-73 Nassau Street, New York. 


Orders for Jobbing Stones and Lapidary 
Work Carefully and Promptly Filled 








Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop same day received 


U. S$. Watch Dial Mfg. Corp. SEW YOR 


RING FINDINGS 


ASSEMBLED 
Quotations vn request 
A. W. MAYER & CO., INC. 
36 W. 47th ST. NEW YORK 


WATCH 
DIALS: ano ciocx 
REFINISHED LIKE NEW 


HIGH GRADE EUROPEAN METHOD 
24 Hour Service 


Write for Price List 


ROYAL DIAL & pe yey co. 
{16 Nassau St., New York, 





























SOLE DISTRIBUTORS OF 
E. MATHEY-TISSOT & CO. 
NORMIS 
CHRONOMETER CYMA 
WATCHES CLOCKS 


NORMAN M. MORRIS 
INCORPORATED 
608 FIFTH AVE. 





NEW YORK 
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CHINESE GEMS CO, 


JADE INC. 
Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamps 


20 West 47th St.. New York 
IMPORTER — WHOLESALER 

















Silver repairing and refinishing. 
Vanity, Cigarette Cases and Bag 
Frames our specialty. 


Established over twenty-five years. 


CHARLES GRABHORN ‘vie 


NEW YORK 
The Gift To Her Fiancé 
THE STAR SAPPHIRE RING 








Gems of Fascination 


LOUIS N. MARX 


551 Fifth Ave. New York 
Tel. MUrray Hill 2-8838 


telco 


CULTURE) PEARLS 














arker.~. 


Micro-Synchronized Balance—Timed by 
Western Union-Naval Observatory Time 





| PARKER WATCH CO-580 FIFTH AVE-NLY. 








ROUGH OPALS 


DIRECT FROM AUSTRALIA 
Large at wey in 50 er 160 
rom r 


ez. Lets $1.00 te $10.00 
per ez. 
Alse Black Opals and Cellectors 
Specimens 
Write for Free Lists 


N. H. SEWARD 457 Bourke ot. 
Melbourne, Australia 


TA HUA CORPORATION 


Best Values-—Largest 


CHINESE JADE 


Also Lapis, Turquoise, Carnelian 
(Amethyst 





{ssortment 


Wholesale Suppliers to the ifowoia: 
Trade 


Stones for Compacts, Smokers’ 


Ac { essories, Bags 


DIRECT IMPORTERS 
48 West 48th St. New York 








New York Notes 

(From page 71) 
ford bill, recently become a law as a 
result of being signed by Governor Leh- 
man. The association passed a resolu- 
tion approving the principles exemplified 
in the fair trade practice provisions of 
Retail Jewelry Code, which had been law 
until the decision of the Supreme Court 
on May 27. 

Eli Sabel, representing the Savoy 
Watch Co., 62 W. 47th St., and the A. 
Hirsch Co., Inc., American watch whole- 
salers, Chicago, was held up in a B.M.T. 
subway train enroute to Whitehall St. 
shortly after 11 a.m., June 11, by a lone 
bandit who, pointing a gun at the sales- 
man, wrenched away his sample case 
containing watches worth about $750 and 
escaped from the train at Rector St. The 
robber appeared shortly after the train 
left City Hall, when there was but one 
other passenger in the first car where 
Sabel was sitting. Threatening both 
men with the gun which he held in his 
pocket, he waited for the train to reach 
Rector St., where he got off and stood 
watching them from just outside the 
door until the train rolled away. “Don’t 
forget,” he had warned them, “I can 
shoot just as well from my pocket as I 
can with the gun outside.” 


The Jonker diamond, 726-carat won- 
der which Jacobus Jonker found on his 
South African claim in January, 1934, 
and brought to the United States recently 
by Harry Winston, gem dealer of the 
British Building, Rockefeller Center, re- 
posed in quiet security in the Hall of 
Education of the American Museum of 
Natural History between June 20 and 24 
where all who came might stand in awe 
of this gem of fabulous value. The stone 
was guarded by 20 armed museum 
guards, several policemen and some pri- 
vate detectives. On the first day of its 
display more than 2000 people came to 
see it, and at noon time there was a line 
of a hundred persons waiting for their 
turn to pause a few moments before the 
case, to ask questions and look lingeringly 
at the famous Jonker. The case in which 
the gem was housed is made of the 
heaviest bullet-proof glass, and should 
anyone be so foolhardy as to try to shat- 
ter it, the stone quickly disappears from 
view, borne down into a burglar-proof 
vault on a small electrically controlled 
elevator which responds immediately to 
any shock to the glass. The safe closes 
heavy doors and locks automatically. 
The four-day showing at the American 
Museum was the Jonker’s second visit 
to the museum, it having been officially 
received there on June 11 by officials of 
the museum and Mr. Winston and his 
staff. F. Trubee Davison, president of 
the museum, and Dr. Roy Chapman An- 
drews, director, performed the solemn 
ritual of unpacking from its voluminous 
wrappings of tissue and cotton waddings 
the largest uncut diamond in the world. 
Behind the locked gates of the Morgan 
Memorial Hall thronged some 50 report- 
ers, photographers and newsreel men, 
straining to see what one of them later 

(Turn to page 73) 


72 



















with Sterling Silver B 
and 50 Letters E ands 

Complete 87.56 °°" 
SKIFERT’S MONOGRAM SHOP 
114 W. Baltimore St., Baltimore, Md, 
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WATCH MATERIALS for all] 


American & Swiss Watches 
Special Watch Parts Made to Order 
Fine Watch Repairing for the Trade 


INTERSTATE WATCH Co, 





80 Nassau St. New York, N. Y. 











DIAMOND Bi 
SCHICKSNAPS 


PLATINUM 


CULTURED 
PEARLS 


*« 
HARRY ¢. SCHICK, INC - NEWARK, N. J. 








$0.68 per Dwt for 10 KARAT Gold 
oH “ “ 14 “ “ 
1.22 “ ‘6 “« 418 “ “ 
1.48 “ “ “ 22 “es “és 
Weight and Karat Test Guaranteed 
STERLING SILVER, 60c ez. 


SWEEPS, FILINGS 
GOLD FILLED SCRAP 











Your lot accurately valued, reperted, 
and held for your O. K. 


SLOVES & KRAMER, INC. 


ASSAYERS @ REFINERS 


149 Canal St. NEW YORK 


UNREDEEMED 


ELGIN and 
WALTHAM 
WATCHES 


Open Face 
7 Jewel, 16 Size 


$4.00 


(With new White 
Fancy Engraved 
case.) 


Same in 15-Jewel 
$5.00 








Same in 17-Jewel 
$6.00 


Same in 12 size, eS eee $4.00 
with a_ beautiful OO” eae 5.00 
Fancy Silver Dial W-Fewel: .secces 6.00 


Also fine unredeemed Railroad 


Watches similarly priced. 


25% with order, balance C. O. D. 
Cash Buyer of Unredeemed Pledges 


PAUL ROSENBERG 


5 South Wabash Avenue, Chicago 
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New York Notes 
(From page 72) 


jrreverently described as looking for all 
the world like a piece of camphor ice. 
Mr. Winston gave the trade an oppor- 
tunity to see the stone on Friday, June 
14, holding open house between the hours 
of 12 and 3 p.m. Practically everyone in 
the trade who could get away came to 
gaze at the immense rough stone, to hold 
it for a moment in his hand, and specu- 
late over the many ways in which it might 
be cut. A single stone might be cut, said 
Mr. Winston, which would be the largest 
cut gem in existence. 

At a meeting of the board of directors 
of the Precious Stone Dealers Association, 
it was formally resolved that the associa- 
tion go on record in favor of the con- 
tinuation of the NRA Code affecting that 
particular industry. 
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IGHES 
FOR OL 
SCRAP. PROMPT RETURNS. 
Refining of 
Precious Metals 
CLINTON REFINING CO., INC, 


WARK, NEW JERSEY 
91-3 E. Kinney Street Market 29-5176 






















RCH CROWN TAGS 


CELLULOID — METAL — PARCHMENT 
Send for Catalog Illustrating 
Our New Improved Line 
18 Crawford St. Newark, N. J. 








WE will convert your old movements 
into stylish watches! Repair them, 
put them in new cases and dials at 
the lowest possible prices. Any kind 
of a watch case supplied. 


NU-ERA WATCH CASE CO. 


155 Canal Street New York 








Fully protected 
wy U.S raters A nnouncing 


THE STERLING 
RING GUARD 


in lacquered Sterling 
silver. A popular priced 
addition to our Protec- 
tion Ring Guard, 14-kt. 
gold. 


One doz. on card of assorted usual sizes. 


The Lion Safety Pin Clutch Co., Inc. 














20 W. 22nd St.. New York. or Johher 





GOLD ALLOYS 


FOR ALL COLORS AND KARATS 
FOR PLATE, WIRE OR CASTING 


GOLD SOLDER ALLOYS 
SPECIAL ALLOYS FOR ENAMELING GOLDS 


_ H.HENRICH, INC. 
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Silver and Gold Combinations, 
Standard Effective for New 
Production on July 1 


WasuHincTon, D. C., June 22—Under 
date of April 10, 1935, a recommended 
commercial standard for marking articles 
made of silver in combination with gold 
as adopted by the General Conference 
of March 28, 1935, was circulated for 
written acceptance. 

Since that time the Bureau of Stand- 
ards has received signed acceptances 
from a number of manufacturers, dis- 
tributors, and users estimated to repre- 
sent a satisfactory majority. Referring 
to the draft dated March 28, 1935, the 
questioned part of paragraph 2 (a) and 
questioned paragraph 3 will be omitted 
owing to opposition to restricting the 
process of manufacture. The questioned 
part of paragraph 4 (b) will be included 
as approved by the majority. 

It is therefore announced, in the ab- 
sence of active opposition, that the Com- 
mercial Standard, which will be identi- 
fied as CS51-35, may be considered ef- 
fective for new production as of July 1, 
1935, and for clearance of existing stocks 
as of July 1, 1936. 





New York Diamond Man Robbed in 
Chicago 


CuHIcaGco, June 18—The victim of the 
second hold-up occuring within a few 
weeks in the Pure Oil Building at 35 E. 
Wacker Drive, was William L. Lewy of 
48 W. 48th St. New York, who shortly 
after 1 p.m. on Saturday, June 15, was 
robbed of a little over $25,000 in dia- 
monds by a bandit who beat him unmer- 
cifully over the head until the jeweler, 
weakened from loss of blood, relinquished 
his grip on the brief case containing the 
stones. 

Lewy and Frederick M. Gottlieb, who 
has offices in the building, alighted from 
the elevator and were walking through 
a long corridor which leads to Wabash 
Ave. when two men appeared before 
them, pointing revolvers. Gottlieb ran 
for Wabash Ave., and escaped shouting 
for aid and to search for a policeman. 
Meanwhile Lewy backed slowly toward 
the main lobby of the building which the 
two jewelers had just left, thinking to 
find help there. The bandit struck him 
with his gun or a blackjack on the nose 
and temple. Lewy turned his back in 
self defense and received a rain of blows 
on the top and back of his head, which 
forced him to the floor. His assailant, 
with the brief case containing the dia- 
monds in his hand, dashed for the exit. 
Lewy regained his feet and followed, 
drawing his own revolver. Three times 
he attempted to shoot the robber but each 
time his gun jammed. Reaching the 
street he saw the man jump into a wait- 
ing automobile and drive off. 

The jeweler was treated for contu- 
sions and lacerations of the scalp, and 
several stitches were taken in his face 
and head. 

Mr. Lewy told a JEWELERS’ CIRCULAR- 
KEYSTONE reporter that he was insured 
for $25,000, practically the entire loss. 
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Manufacturer 
of fine 
Engraved 
WEDDING 
RINGS 


To Wholesalers 
LOUIS KOPPEL, 





126 Maiden Lane, N. Y. 











Specializing Traveling and Boudoir Clocks 
Also complete Leather Case Service 
110 West 40th St. 3 New York 











REBUILT 
WATCHES 


Hamilton, Elgin 
and Waltham 
GUARANTEED 





Cases in Great 
Variety at 
Special Prices 








Illinois Cases 


6, & 6% ligne at $3.00 per doz. 
Write for Catalogue 


'N. SEIDMAN 


173 Canal St., New York, N. Y. 














Become an 


OPTICIAN 


Open An Optical Department 
3 to 6 Month Courses 


Day and Evening 
Co-Educational 





Write for Bulletin of Information “J” 


SCHOOL of MECHANICAL OPTICS 


Incorporated 


Montague & Henry Streets 
BROOKLYN 


NEW YORK 











WHERE TO BUY 


[CONCORD | 
Stlversmiths 
) : 
| Se" 7 Pd 


(908 | Sanheoe Cpper 








Massachusetts School of Optometry 
INCORPORATED 
Standard Three-Year Day Course 


Post Graduate and Special Courses 
Arranged 


For further information address: 


1114-1118 BOYLSTON STREET 
Boston, Massachusetts 





KEUREKA MEG. CO. 
PAUNTON, MASS, 
Wahers of 
SILVERWARE BAGS AND ROLES 


approved and ased ly 


Leading Manutacturers and Retailers 


Samples on Request 








ANCHESTER 
SILVER COMPANY 


F MSLAND 














RACELET PATENTED 
7 


Also Makers of Men’s Buckles and Sets 
Cc. A. MARSH & CO., Ine. 


ATTLEBORO, MASS. 
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PROVIDENCE: — 


Happenings in the New England Territory 


Guyot Bros. Co. Inc. of Attleboro, 
has announced the removal of its New 
York office to 45 W. 34th St. 


Frederick A. Ballou, Jr., of B. A. Bal- 
lou Co., was one of the aides to the chief 
marshal at the Brown University com- 
mencement parade on June 17. 


Former Mayor Henry Fletcher, for 
many years a manufacturing jeweler of 
this city, has the sympathy of the entire 
industry in the death of his wife on June 
10. 


Notice has been filed with the Secre- 
tary of State’s office of the change of 
name of Kurjan’s Jewelers, Inc., of this 
city, to Young’s Wholesale Jewelry Cor- 
poration. 


The Monocraft Company, Inc., has 
removed its plant from the Lind Building, 
67 Friendship St., to larger quarters in 
the Waite-Thresher Building in Abbott 
Park Place. 


Jack E. Oskern, for several years as- 
sociated with the Brier Mfg. Company, 
died May 27 of double pneumonia. He 
was 38 years old and is survived by his 
widow, two sons and a daughter. 


Clarence M. Dunbar of Cook-Dunbar- 
Smith Co., was one of the accredited dele- 
gates from Palestine Temple, of this city, 
at the annual convention of the Imperial 
Council of the Mystic Shrine at Wash- 
ington, D. C., early the past month. 


Upon the petition of Thomas H. 
O’Brien, the Superior Court has entered 
a decree dissolving the firm of Carpen- 
ter & Wood, Inc., enamellers at 18 Calen- 
dar St., as a corporation. Mr. O’Brien 
has filed a statement at city hall that 
he is sole owner of the business. 


The corporation charter of Frank Mor- 
row Co., Inc., 226 Eddy St., extends to 
the concern the right to manufacture 
jewelry as well as findings and fancy 
wire but this concern does not make and 
has no intention of making finished 
jewelry. It is solely a manufacturer of 
raw material. 

The Automatic Chain Co., Providence, 
has been granted acts of incorporation 
for the conducting of a manufacturing 
jewelry business with an authorized capi- 
tal stock of $25,000 consisting of 250 
shares of common stock of $100 each. 
The incorporators are Frederick W. 
Bopp of Cranston, Anna Bopp and Jo- 
hanna Mohrnheim. 


Arthur J. Bond, 55 years of age, a 
native of Providence but for 23 years 
an executive in the Leach & Miller 
jewelry factory at Attleboro, died June 
19 at his home in Attleboro after a brief 
illness. He was born May 26, 1880, and 
was educated in the public schools and 
at the Bryant & Stratton Business Col- 
lege. He is survived by his widow, a 
son and a daughter. 
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Emil R. Crecelius, one of the best 
known hub and die cutters and designers 
in the local jewelry industry, died June 
10 at his home here in his 74th year, 
He was born in Pforzheim, Germany, 
but came to this country when 18 years 
old, living at Newark, N. J., but the 
past 48 years in Providence. He had 
been associated with the Theodore W, 
Foster & Bros. Co., the A. C. Messler 
Co. and the Brier Mfg. Co., besides con- 
ducting business for himself, previous to 
his retirement in 1927. He is survived 
by his widow, a son, two daughters and 
two grandchildren. : 


When he incorporated his business in 
1911, Albert L. Castritus, president- 
treasurer of the A. L. Castritus Co., capi- 
talized it at $25,000. Successful in this 
enterprise, the largest retail jewelry and 
watch business in Westerly, R. I., Mr. 
Castritus more recently erected the Alca- 
zar Hotel, a fireproof structure in the 
heart of the town. Three months ago he 
died in poverty at the, Westerly Hospital 
and there being no relatives surviving to 
petition the Probate Court for action in 
the case, the latter, seeking to liquidate 
any possible assets the estate might con-, 
sist of, petitioned the town council to 
name an administrator. The public aid 
director, ordinarily the legal choice of 
the court under the circumstances, refused 
to act. One of the members of the town 
council was named but he also declined 
to assume the job when he found that 
he would be obliged to expend several 
dollars in fees, etc. The town council, 
however, guaranteed the costs and the 
matter is now being investigated. It was 
disclosed that a safety deposit vault 
is still being held in Mr. Castritus’ name 
but the bank holds the keys because of 
several months’ back rent, with contents 
believed to be silverware; and that other 
possessions were in custody of the Wes- 
terly Hospital. 


Biris N. Nelson 


Provipence, R. I., June 9—Biris N. 
Nelson, president and treasurer of the 
D. & N. Mfg. Co., manufacturing jew- 
elers at 59 Page St., this city, died yester- 
day at the Peter Bent Hospital. in Bos- 
ton, where he went the previous day to 
undergo treatment. Funeral services 
were held this afternoon at the Temple 
Beth-Israel, of which he had been a 
member since its organization in 1921. 
Burial was at Lincoln Park Cemetery. 

Born in Moscow 51 years ago, Mr. 
Nelson was related to a family of artists 
and writers in Russia named Katzenel- 
son. He came to the United States in 
1905 and took up his residence for a time 
at Haverhill, Mass. In 1917 he removed 
to this city and established himself in 
the manufacturing jewelry business. In 
1911 he married Miss Minnie Rathessky, 
who, with three sons, survives him. 
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BYARD F. BROGAN 


Manulecturer of Distinctive Diamond 
Mountings and Wedding Rings 


805 Sansom Street Philadelphia 
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We Are Authorized 
Distributors for 
TELECHRON & REVERE 
Electric Clocks 
SETH THOMAS CLOCKS 
WESTCLOX PRODUCTS 
INGERSOLL PRODUCTS 


JOS. B. BECHTEL & CO., INC. 
729 Sansom St., Philadelphia 


We fill orders for these items in the 
Rotation as Received 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS 
JEWELERS AND ENGRAVERS 


Broad and Somerset Streets 
PHILADELPHIA, PA. 
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THIMBLES—TIE CLIPS 
IDENTIFICATION WRISTLETS 





Simons Bros. Company 


269 So. 9th St. Philadelphia 





DIAMONDS 
WEDDING RINGS 


Manufacturers of the Best in Wedding 
Rings for Nearly a Century 


ALFRED HUMBERT & SON 
117 So. 10th St. 


Philadelphia 








WATCHMAKER - JEWELER - ENGRAVER 
JOHN C. BAIR 


Established 1913 


119 East Chestnut St. 
LANCASTER, PA. 


ALL WORK IS GUARANTEED 














MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








BOWMAN 
Technical School 


Courses for Success for 
Watchmakers 
—s Engravers, Jewelers 
Write fer free beek ‘‘Your Future and Our Scheel.” 


JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 
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PHILADELPHIA 


Sol. Simon of M. Simon & Co., 15 N. 
13th St., is passing a few weeks in the 
mountains of Virginia. 


Mr. and Mrs. Joseph B. Bechtel, 729 
St., will have the latter part of July on 
a six weeks’ trip to California and 
Alaska. 


Louis Sickles, 1015 Chestnut St., left 
June 29 in company with Mrs. Sickles for 
Belgrade Lakes, Me., to spend his sum- 
mer vacation. 


I. S. Sagorsky & Son, wholesale 
jewelers, 1015 Chestnut St., will move 
July 1 to the third floor of the Jewelry 
Trades Building, S. E. corner, Eighth & 
Sansom Sts. 


Charles F. Hoefelman of the firm of 
Schleich & Hoefelman, manufacturing 
jewelers, Washington Square building, 
7th & Chestnut Sts., passed away June 12 
at his home, 1909 E. Chelten Ave., after 
a three months’ illness. Mr. Hoefelman 
had been suffering from high blood 


pressure and death was due to a stroke. | 


He was born November, 1876, in Phila- 
delphia, and in October, 1891, entered 
the employ of Charles Diesinger, who 
was then located at 720 Sansom St. as 
an apprentice. In September, 1923, he 
entered into partnership with Charles 
Schleich and opened a shop in their 
present quarters. Masonic funeral ser- 
vices took place on June 17 from his 
late residence and interment was made 








Attleboro Golfer Wins in 
N.E.M.}. & S.A. Tournament 


PROVIDENCE, R. I., June 5—E. J. Hogan 
of the Highland Country Club in Attle- 
boro today had a leg on the Bartley J. 
Doyle trophy in the New England Manu- 
facturing Jewelers’ and _ Silversmiths’ 
Golf Association as a result of his win 
ning gross score of 45-42—87 in the as- 
sociation’s spring tourney at Wannamoi- 
sett. He was one stroke ahead of Sam 
Hamin and F. H. Curren, both of Meta- 
comet, who had 88 each. 

Curren took first net in Class A with 
88-16—72. Other net prizes in this class 
went to Ralph Gregory, Metacomet, 89- 
15—74; Harry Adams, Massasoit, 93-18— 
75, and R. H. Vaill, Wannamoisett, 91- 
15—76. 

C. A. Blackington, unattached, had a 
96 for first gross in Class B. Winners of 
net prizes in this division were John 
Simeon, unattached, 97-24—73; George 
Weller, unattached, 103-30—73, and H. 
Scholes, unattached, 98-22—76. 

G. H. Baldwin of Brooklawn, playing 
in the guests’ division, had an 86, the 
lowest gross score in the tournament, but 
there was no gross prize in this class 
and he was not eligible to compete for 
the Doyle trophy. He took second net 
among the guests with 86-14—72, a stroke 
behind F. L. Braman of Waterbury, who 
was 99-28—71. Russ MacDowell of An- 
naquatucket was third with 89-16—73. 
F. R. Tomlin of Chicago took the Bunker 
prize—for the highest score of the day 
—with 125. 
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in Hillside Cemetery. Mr. Hoefelman is 
survived by his window and daughter. 





10 Per Cent Tax Will Be Continued 


The so-called nuisance taxes in which 
is included the 10 per cent levy on the 
sales of jewelry by the importer, manu- 
facturer and producer which would have 
ended June 30, 1935, will be continued 
for two years. 

This was the effect of a joint resolu- 
tion introduced into the House June 14 
by Representative Doughton which sim- 
ply amended the Revenue Act of 1932 by 
striking out the words of 1934 and in- 
serting thereof 1937 as the date in which 
it would expire. It was passed immedi- 
ately and went to the Senate where on 
June 20 it was reported without change 
except that the committee recommended 
the extension be for one year instead of 
two as passed by the House. The mat- 
ter was not finally settled as the present 
issue of THE JEWELERS’ CirCcULAR-KeEy- 
STONE goes to press, but there is no 
doubt that the tax will continue, probably 
for two years. 





The Paterson, N. J., Retail Jewelers’ 
Association at a meeting recently an- 
nounced that its annual picnic and outing 
will be held some time in August. Presi- 
dent Max Menein announced that fol- 
lowing this event a campaign to make 
Paterson jewelers 100 per cent members 
of the organization will be started. 





Z 'RNKILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F.X. ZIRNKILTON #itai@eeet 


PHILADELPHIA 








woonD 
WATCH CASES 
EDWIN A. NEUGASS 


MANUFACTURER 
212 E. 40th St. New York 








OOPER 


BROS., INC. 
MANUFACTURING JEWELERS 


SPECIAL ORDER WORK—REPAIRING 
711 SANSOM ST. PHILADELPHIA 














OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from ali parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awalting your OK. 


EMPIRE SMELTING &REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 

















WHERE TO BUY 








WOLFSON & GRAU 


Manufacturing Jewelers 


Our Specialty 
Diamono Sertine ano Speciat Ornver Work 
Waren ano Jewerry Repainine 
Eneravine ano Carvine of Att Kinos 
Aiso Stameine of Leatner Goons 


416 CLARK BUILDING 
1918 PITTSBURGH, PA. 1935 








REPAIRING 
JEWELRY & SILVERWARE 


PLATING 
GOLD—SILVER—RHODIUM 


ENGRAVING 


SPECIAL ORDER WORK 
HEEREN & COMPANY 


Successors to Heeren Bros., Company 
140 8TH ST., PITTSBURGH, PA. 








JEWELERS’ SUPPLIES 


DISTRIBUTORS 
of 


Elgin, Waltham, Hamilton, Illinois, How- 
ard, Bulova, & Gruen Genuine Materials. 


V. T. F. Watch Crystals B. B. & K. K. 
Brands—Fancy Crystals. 


Fancy & Round Unbreakable P. B. U. 
Crystaloids. 

MARTIN GLUCK & SONS 
718 Penn Ave. _ Pittsburgh, Pa. 











TOILETWARE 


MORE BEAUTIFUL—LARGER LINES 

WITH PRICES THAT ARE RIGHT. 

WAIT FOR OUR REPRESENTATIVE 
IT WILL PAY YOU 


WEBSTER STERLING 
DUPONT PYRALIN 
LA PIERRE 


(MADE BY INTERNATIONAL) 


AND A FULL LINE OF POPULAR 
PRICED ENAMELED SETS THAT WILL 
MERIT YOUR ATTENTION. 


WILL BE READY AUGUST Ist 
THE 


SAMUEL WEINHAUS 


COMPANY 
720-722 PENN AVE., PITTSBURGH, PA. 











PITTSBURGH: 


Milton Stern of DeRoy and Sons, 
Smithfield St., was in New York on busi- 
ness recently. 


Ralph Lewis of Powell & Co., New 
York diamond house, called upon the 
trade in Pittsburgh recently. 


Clifford F. Pugh, Pugh Bros., Gulf 
Bldg., reports business as running 12 to 
15 per cent ahead of last year. 


Martin Schulheer, treasurer of Big- 
gard & Co., Inc., Clark Bldg., was in 
New York on business recently. 


Kenneth Merrill, Eastern sales manager 
for the International Silver Co. of New 
York was a recent Pittsburgh visitor. 


Samuel H. De Roy and Mrs. De Roy 
were called to St. Louis recently where 
the latter’s father has been seriously ill. 


David F. Walton, manager of W. W. 
Wattles & Sons, Wood St., has returned 
to his office fully recuperated from a 
recent illness. 


Sam Goodman of McKeesport and Ben 
Kirshbaum of Duquesne, well-known re- 
tail jewelers, have returned from a cruise 
to the West Indies. 


Albert Andrews of the Hardy & Hayes 
Co., Oliver Ave. and Wood St., has re- 
turned to the store following a two-weeks’ 
illness of la grippe. 


David Davis of the House of Barnett 
Davis, Clark Bldg., has returned from 
an extensive Western tour, having com- 
pleted a successful business trip. 


W. H. Fowlie, New York, and William 
Brill, Elgin, Ill., representatives of the 
Elgin National Watch Co., called upon 
the trade in Pittsburgh recently. 


S. Klivans, a former credit jeweler at 
Akron, O., is opening a new credit 
jewelry store at Oil City, Pa. He was 
a recent Pittsburgh visitor where he 
bought a large quantity of stock. 


John G. Eckerman and Fred F. Lang, 
proprietors of Gillespie Bros., retail 
jewelers in the Jenkins Arcade Bldg., 
who were both at home at the same time 
because of illness, have returned to their 
place of business. 


Olive Munroe Roberts, daughter of Mr. 
and Mrs. J. Loughrey Roberts, was a 
member of the graduating class at the 
Carnegie Institute of Technology, Mon- 
day, June 10. Miss Roberts completed 
the course in Design School. 


T. Thomas, well-known Bellevue jew- 
eler was a member of the committee from 
the Bellevue Board of Trade which held 
a parade and celebration June 14 in 
honor of Sam Parks, Jr., the new Na- 
tional Open Golf Champion. 


Henry Terheyden and Herbert J. Ter- 
heyden of the Henry Terheyden Co., 
Smithfield St., participated in the recent 
goodwill tour of the Pittsburgh Chamber 


(Turn to page 77) 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 


SPECIALIZING 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 








POPULAR PRICED 
JEWELRY 
° 


LARGE VARIETY OF 
WHITE AND COLORED 


BRACELETS 
EARRINGS and CLIPS 


e 
LADIES’ PURSES 


LARGE ASSORTMENT 
OF COMPACTS 


* 
M. BONN COMPANY 


713 PENN AVE. PITTSBURGH, PA. 














HOUSE OF VALUES 
AND PROMPT SERVICE 


SINCE 1883 
e 


COMPLETE STOCKS 
OF ALL PROMINENT 
JEWELRY MANUFACTURERS 
* 
LARGE ASSORTMENT OF 


DIAMONDS 
AND DIAMOND JEWELRY 
— Orders Promptly Executed — 


BIGGARD & CO., INC. 


THIRD FLOOR—CLARK BLDG. 
PITTSBURGH, PA. 
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Pittsburgh Notes 
(From page 76) 


of Commerce, on a three-day trip to cities 
throughout northern and eastern Penn- 
sylvania. 

The Grogan Co., Sixth Ave. at Wood 
St, was the donor of a handsome loving 
cup, modernistic in design and valued at 
several hundred dollars, for the hunter’s 
champion event at the recent Sewickley 
Horse Show, a nationally recognized so- 
ciety event. 


Joseph F. Cerf, son of Sol Cerf and 
formerly associated with the Bishop-Ger- 
son Co., Penn Ave., is now engaged in 
the jobbing of men’s novelty jewelry, with 
headquarters at 5414 Beacon St. His 
many friends wish him well in this 
specialized activity. 


Marco Maglietto, Washington, Pa., 
-watchmaker, entertained fifteen members 
of the Horological Association of Penn- 
sylvania at a spaghetti dinner June 13. 
Ray Garber of Martin Gluck & Son drove 
a party of Pittsburgh watchmakers over 
to Washington to attend the dinner. 


The Norman Jewelry Co., McKeesport, 
Pa., is now located in its new store at 
521 Walnut St., having moved from 319 
Fifth Ave. The company used a page 
advertisement in a recent issue of the 
McKeesport News to announce the 
formal opening. Albert H. Hoffman is 
manager. 


Gus Bastheim, president of the Henry 
Wilkens Co., Liberty St. credit jewelers, 
was stricken with appendicitis while re- 
turning from a cruise to the West Indies. 
Mr. Bastheim became ill when three 
days out of New York and he was rushed 
to Mt. Sinai Hospital in that city where 
he is now recuperating. 


Emil Freyer, president of the Samuel 
Weinhaus Co., Penn Ave., and son, Al- 
bert Freyer, have returned from Provi- 
dence and New York where they pur- 
chased holiday jewelry. Joseph L. Men- 
ner, secretary of the company, has re- 
turned from a two-weeks’ vacation at 
Cambridge Springs, Pa. 


A plate glass window in the jewelry 
store of Sam F. Sipe, Wood and Dia- 
mond Sts., valued at $150, was broken 
recently. Police arrested a man on a 
drunkenness charge. He alleged two 
“strong-armed” men had pushed him 
through the window. The loss was 
fully covered by insurance. 


A youth of Oklahoma, near Vander- 
grift, Pa., was arrested by New Ken- 
sington police when he is alleged to have 
attempted to sell a diamond ring June 
5 in a New Kensington drug store. When 
arrested, he was searched and found to 
have in his possession a quantity of 
jewelry allegedly stolen from a Vander- 
grift store, the police say. 


William E. Jones, treasurer of the W. 
J. Johnston Co., Union National Bank 
Bldg., reports an improvement in busi- 
ness the first half of this year over 1934, 
although the volume is still considerably 
below the “boom” days. The company 
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has just completed taking the annual in- 
ventory and the directors are expected 
to meet shortly to select a successor to 
the late Dory A: Smith, president. 


A woman’s wrist watch, a diamond 
ring and wedding ring, valued at $75, 
were stolen from the window of Noble 
Johnston’s jewelry store, Farrell, Pa., 
June 11, when a robber crashed a plate 
glass window with an iron pipe. The 
fact that Johnston’s big Doberman 
Pinscher dog was sleeping in the store, 
about 1 a. m., when the theft occurred, 
and started barking at the noise, is be- 
lieved to have prevented further loss. 
Although the theft was discovered a few 
minutes later by police, as they rounded 
the corner in a police cruiser, the in- 
truder escaped. 





Joseph Kopsofsky 


PITTSBURGH, PA.—Joseph Kopsofsky, 71, 
well-known Braddock, Pa., jeweler, died 
at his home in that city May 29, follow- 
ing a lingering illness. 

Forty-one years ago, Mr. Kopsofsky 
started a jewelry store at 705 Braddock 
Ave., which he operated personally until 
his illness). He was a member of the 
Royal Arcanum Lodge, Braddock, of the 
Braddock Order of Maccabees, and of 
the Agudath Achim Synagogue. 

He is survived by the following chil- 
dren: Dr. Edward Kopsofsky and Mrs. 
J. M. Cohen of Pittsburgh; Mrs. Max 
Lewin of Windsor, Canada; Mrs. David 
Daniels, Wheeling, W. Va.; Mrs. Samuel 
Roman, Dr. Harry Kopsofsky, and the 
Misses Miriam and Beatrice Kopsofsky, 
all of Braddock. 

Funeral services were conducted by 
Rabbi Joseph Shapiro and burial took 
place in the Forest Hills Cemetery. 


Gile, Wis., Jewelry Store Robbed 


La Crosse, Wis., June 12—Using a 
glass cutter to make a hole in the plate 
glass window, a thief or thieves Tues- 
day night escaped after snatching four 
wrist watches from the window display 
of the Gile jewelry store, 118 Fifth 
Ave. S. 

The four watches, three of them 
women’s and the other a man’s, were 
valued at about $65. The hole cut in 
the window was more than a foot long 
and about 10 inches wide. The thief 
reached through and grabbed the only 
four watches he could touch. Other 
jewelry was in the window, as were 
electrical appliances of the Clark-Bracken 
company which is in the same building. 

The cut window was discovered at 
about 1 a.m. Wednesday by Police Of- 
ficer Alfred Hutzenbuehler. Mr. Gile 
was notified and immediately checked 
the loss. He traveled with police later 
in an attempt to locate the robber or 
robbers. 








Prices of Silver Bars 


U.S. 
Government New 
London Assay Sell- York 
Date O ficial ing Price Official 
June 3 33% 76% 73 
June 10 Holiday 75% 73 
June 17 32 74% 72% 
June 24 31% 72% 70% 
17 









PITTSBURGH 


Seeks Your Patronage 


a 








C. PROESSLER & SON CO. 


1221-27 PENNSYLVANIA AVE. 
N.S. PITTSBURGH, PA. 


SHOW CASES 


and 


STORE FIXTURES 


MANUFACTURERS OF A 
COMPLETE LINE OF 


JEWELRY STORE 
FIXTURES 


A Pittsburgh Institution 
Phone: CEDAR 1716 








WATCH MATERIALS 
JEWELRY SUPPLIES 
* 


We carry a complete line of 
all genuine American and 
Swiss watch materials. 
VIF—BB—KK and GS 
Watch Crystals 


LANDAW BROS. 


628 Penn Ave. Pittsburgh, Pa. 











DOERNBERGER & MUCK 


406 Pittsburgh Life Bidg. 
PITTSBURGH, PA. 
Manufacturing © Repairing 
ENGRAVING @ DIAMOND SETTING 


(Successors te H. L. Ehrhard Co.) 
Established 1901 























GOLD and SILVER 
Scrap and Wastes 
PURCHASED 


Highest cash rates, by assay 
or over the counter. 
cash for your scrap promptly. 
This is the only complete 
gold refinery operated in this 
section of the country. 


GOLD, SILVER, PLATINUM, alloys 
and KARAT GOLDS, etc., furnished. 


ON-BENSHOFF 






COMPANY 


Clark Building Pittsburgh, Pa. 








WHERE TO BUY 














Complete Line of 


GENUINE BOHEMIAN 


GARNET JEWELRY 


HENRY KLAAS CO. 
58 E. Washington St. Chicago 








CENTRAL WATCH CO. 

WATCH REPAIRING FOR THE TRADE 

Best Workmanship at Lowest Prices 
Prompt Service 

5 South Wabash Ave. CHICAGO, ILL. 











i, | SILVERWARE |, 2 








SWARTZ & CO. 


10 S. Wabash Ave. Chicago, Ill. 








Wuen You TuHink Or 


FINDINGS 


THINK OF 


















28 E. Madison St. 


Grcomparable 


BECKER-HECKMAN CO. 


CHICAGO, ILL. 














~ DIAMOND K&S 
s RECUTTING hee 
REPAIRING AS 


Ws.FE ScuumMeré Son, Inc. 
DIAMOND CUTTERS 
44 Wicains Brock, Cincinnats,.Onm0 














VALANCES 


An inexpensive way 
to improve 
DISPLAY 
WINDOWS 

Send Glass Sizes for 

Samples and Designs. 

Camden and 

160 N. Wells St. 
CHICAGO 

















CHICAGO: 


Jewelry News Flashes from the Great Central West 


Ed. Bastheim and his son, of E. Bast- 
heim Co., Los Angeles, were recent visi- 
tors in Chicago. 

T. J. Safford of J. L. Teeters & Co., 
Lincoln, Neb., spent a few days with the 
trade here last month. 

S. Kutner, pearl importer, has returned 
to his office in the Pittsfield Building af- 
ter spending nearly five months at Fair- 
hope, Ala. 

Clarence Olsen of the Olsen & Ebann 
Jewelry Co. made a business trip to New 
York and other markets of the East dur- 
ing June. 

John G. Leiner, manager of Benj. 
Allen & Co., made a two weeks’ automo- 
bile trip to Canada during June, accom- 
panied by Mrs. Leiner. 

Paul Rosenberg, wholesaler of watches, 
with headquarters in 5 S. Wabash Ave., 
spent a week in New York recently at- 
tending to business and visiting friends 
there. 

Walter Butler, president of E. W. 
Reynolds Co., Los Angeles, Calif., visited 
Chicago and called on friends in the 
trade as he was enroute home from the 
East last month. 


M. C. Jensen of Jensen & Jeck, Nash- 
ville, Tenn., spent a few days in Chicago 
recently visiting with friends in the trade 
after a two weeks’ vacation with friends 
and relatives in Iowa. 

L. B. Weaver of Shuttle Bros. & Lewis, 
Dallas, Tex., and Sol Bergman, the Berg- 
man Co., Denver, Colo., were among 
the wholesalers who transacted business 
in Chicago during June. 

A. W. Levy, manager of the Star 
Watch Case Co., Chicago office, returned 
from California last month and made a 
business trip to the New York office the 
latter part of the month. 

George Cureton, president of the 
Newall Mfg. Co., accompanied by Mrs. 
Cureton, made a short vacation trip by 
motor to southern Missouri last month 
and spent much of the time at Poplar 
Bluff, former home of Mrs. Cureton. 

Benjamin B. Boosel, 35 E. Wacker 
Drive, has added to his regular B. Gold- 
smid Co. line of watch cases the gold 
and platinum cases of S. & H. Ostrin, 
the equipment of this concern having 
been taken over by the Goldsmid Co. 

Marvin Bruner, of Bruner-Ritter, Inc., 
New York, visited Chicago the middle of 
June for the purpose of being with their 
representative here, B. Boosel, and call- 
ing on the trade but suffered an attack 
of grippe which made it necessary to fly 
back home at once. 

E. R. Tyler, auctioneer, has about re- 
covered from injuries received in an 
automobile accident about two months 
ago as he was enroute to New York 
state to conduct a sale. As they neared 


Warren, Pa., the car left the road and 
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was completely wrecked. Mr. Tyler 
suffered a broken collar bone and sey- 
eral other fractures. 


Ed. Imhoff, sales manager of Ripley 
& Gowen Co., Attleboro, accompanied by 
his wife, left Chicago on June 14 to drive 
to Montreal, Canada. From there they 
will drive to Murray Bay and then 
through New England to Attleboro where 
he will visit the factory for a few weeks, 
They expect to return to the Chicago 
office about the first of August. 

Wm. A. Lamb, who returned to the 
Chicago office recently after an absence 
in the East and on the Pacific Coast for 
nearly a year, left June 8 by automobile 
for Pawtucket, R. I., to attend the annual 
meeting of the Geo. H. Fuller & Son 
Co., of which he is an officer and sales 

(Turn to page 79) 





A. E. Phone: Central 5400 


KRAUSE 
& CO. 


RELIABLE WATCH REPAIRING 
37 South Wabash Ave. CHICAGO 








QUAST & OLSEN 


Manufacturers of Wedding Rings 
and Mountings 

Send your jewelry repairing, diamond set- 

ting, special order work to us. First clase 

workmanship, prompt service guaranteed. 


5 South Wabash Ave., Chicago, Ill, 














Over $600,000.00 in divi- 
dends has been paid to jewelers 
carrying our policies. 

Present saving on fire policies 
is 33 1/3%. Write us for details. 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


NEENAH, WISCONSIN 








POWER 


MAINSPRINGS have to work day 
and night through the years. 


Use “SANDSTEEL” or “INSPECTOR” Brand 
Quality Mainsprings, to 


Safeguard Your Own Work 


Crosscurved construction gives them 
More Power 


WATCH-MOTOR MAINSPRING CO., Inc. 
145 Hudson St. New York, N. Y. 
Patent No. 1,922,921—8,15,33 
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Chicago Notes 
(From page 78) 
manager. C. Arthur Lundquist, manager 
of the Chicago office, also attended the 


meeting on June 14. 
H. M. Teeple, for many years asso- 














Manufacturers 


of Unrivalled 


Hercules Findings 
Brand Gold Solder 
Hercules Clutches 


Noble (Patented) Screw 
Button Backs 


‘*Alma Mater’”’ Year 
Guards for Class Pins 


Noble Prize Awards 
Trophies 
Sport Balls 
Medals 


Preferred Steel Shell 
Jewelry Boxes 


om BMY 


Noble Products excel in Qual- 
ity. — Buy the Best — 


order N Brand always. 


Sold thru wholesale dealers only 


F. H. NOBLE & CO. 


535-559 W. 59th ST., CHICAGO 


Branch Sales Offices 
ATTLEBORO 


Noble 


SA2AmSB<S Se BOr Be wow 


MOMAACHODT FBOaAavwewn 


CHICAGO NEW YORK 














GET A START! 


Nation’s Finest Watchmakers 
Will Help You! 


e@ Nationally famous watch college, estab- 
lished 1921, has limited number of openings 
for young men over 17 years of age. Spon- 
sored by Elgin National Watch Company. 


Regular 
charge. 

of successful Elgin graduates now own their 
own businesses, or command high pay work- 
ing for others. Write today. Address Dept. 


ELGIN WATCH COLLEGE 
E. L. Schmidt, Registrar Elgin, Illinois 


shop training. Modest tuition 
An unusual opportunity. Hundreds 














Where to Buy 

DOMESTIC 

China and Glass 
NOVELTIES 


rc Made in America 


LENOX 
LENOX, INC. Trenton, N. J. 





LENOX CHINA 


SERVICE PLATES 
DINNERWARE 
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ciated with the trade here, but for the 
past eight or nine years has represented 
the Hadley Co. on the Pacific Coast with 
headquarters at Los Angeles, spent several 
days with friends here the middle of 
June enroute to the factory at Providence 
to attend a business conference. He was 
accompanied from Chicago by Fred 
Whitney, manager of the Hadley Co.’s 
Chicago office. 


B. C. Allen of Benj. Allen & Co. left 
Chicago on June 10 to drive to New 
York, and sailed on the Majestic June 
13 for England, taking his car with him. 
He was joined in New York by Mrs. 
Allen and his sister, Mrs. Phelps B. 
Hoyt, who accompanied him. They will 
spend about three months there visiting 
his daughters, 


Swartchild & Co. report much interest 
on the part of retail jewelers throughout 
the country in their spot broadcast pro- 
gram over 13 large stations from Bos- 
ton to Kansas City and Dallas, Tex. 
These broadcasts, which started June 10, 
are on every Monday, ranging from 
noon to 7.15 in the evening. The theme 
of every skit is, “Have your watch ex- 
amined at least every year,” and from 
reports coming to the company from 
jewelers in every territory very ‘valuable 
service is being rendered the trade in 
making the public realize that a watch 
needs regular attention, even though it 
continues to run. 


The 77-year-old firm of Loftis Bros. 
& Co. of Chicago has ended its financial 
troubles. On May 14 its complete re- 
lease from bankruptcy was ordered by 
United States District Judge P. T. Stone, 
in recognition of the fact that it had 
fully discharged all obligations. In 
June, 1932, when it was forced into volun- 
tary bankruptcy, the corporation as a 
matter of fact owed less than at any 
time during the past 25 years. A com- 
position settlement of 60 cents on the 
dollar was agreed upon, and this obliga- 
tion was completely discharged in the fall 
of 1934. Also a reorganization took place 
in the adjustment of salaries and leases 
which was greatly beneficial to the com- 
pany. The firm of Loftis Bros. & Co. is 
now operating under an Illinois charter 
as the Loftis Jewelry Co. They continue 
to operate a chain of stores in Atlanta, 
Houston, Omaha, Pittsburgh and Peoria, 
also four stores in Chicago and a large 
mail-order department. The officers of 
the firm are: J. S. Loftis, president and 
treasurer; W. S. Eadie (son-in-law of 
J. S. Loftis), vice-president; Rudolph 
Loonstein, secretary (also diamond 
buyer). Mrs. J. M. Loftis (formerly 
president and general manager of Loftis 
Bros. & Co.) continues in the business as 
general manager. The stock of Loftis 
Jewelry Co. is 95 per cent owned by Mr. 
and Mrs. J. S. Loftis. 


Platinum Market 


Platinum prices, as of June 24, 
officially quoted as: 


DM dowd cn nwecbuthkas cvcvcbcssccosdese $32.00 


1935, were 


Containing 5% Iridium ............... 33.00 
Containing 10% Iridium .............. 34.00 
DIDRNS BUG SUCIE CS 4 i occ ce cececcs 50.00-55.00 
pee ee ree 
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Where to Buy 
IMPORTED 


China and Glass 


ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 





Orders filled immediately from 
New York stock 
JUSTIN THARAUD, INC. 


129-131 Fifth Ave., New York, N. Y. 





Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
‘Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 











ROYAL DOULTON 


English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 


The original production 
WM. 8S. PITCAIRN eet ~— = 
104 Fifth Ave. New York, N 





FINE CHINA 


Fur 


Famous the Warts Gus 
Available from New 


ROSENTHAL CHINA CORP. 18 5th th Ave. New York 








CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


In stock for immediate delivery. Great 


variety of patterns and designs. 


Wire your urgent orders. 


PAUL A. STRAUB & CO., Inc. 


Importers. 105-107 Fifth Ave., New York 





ROYAL CAULDON and COALPORT 
China and Earthenware 


ROYAL CROWN DERBY CHINA 
Service plates and short lines 

WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 


EDWARD BOOTE iw Yorn. y. 
SHORT LINES—SERVICE PLATES 
Dinnerware from the 


Heinrich & Co. and 


Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Wimterting, Inc. 
49 W. 23rd St. New York, N. ¥ 


FINEST CRYSTAL 
STEMWARE 


From Sweden and Finland 


AT POPULAR PRICES 


Stock and Import 
104 FIFTH AVE. 


J. H. VENON, Inc. NEW YORK 














THEODORE HAVILAND 
FINE Ange CHINA 
BOOTHS, 

JOHN MADDOON & “SONS 
English Earthenware 
“one QUIMPERWARE” 
All in New York Stock 


THEODORE HAVILAND & CO., Inc. 
26 W..23rd St. New York 

























2 Kot a Old 





OLD 
JEWELRY 


Accurately refined 
or estimated. Prompt 
returns by Check or 














We do not employ traveling Money Order. 
gold buyers * 
BUT SPYCO 
Smelting and Refining Co. 


YOU GET PROMPT, 


MINNEAPOLIS, MINN. 


ACCURATE RETURNS Aneat window card, "WE BUY OLD GOLD" 






































when you ship direct to 






WHEN IN NEW YORK 


DEE & co. juan the Piccadilly 


The Jewelry Trades’ Refiner 
Since 1889 








Fy AND WAKE UP 






sla aaa , ame EACH MORNING 
We specialize in the refining and ERESH AS A DAISY! 
manufacture of all kinds of precious Recsent 9¢ floor, 706 chermiagly 






furnished rooms—high above the 


metal alloys — dental and jewelers. street—your guarantee of sound, 
undisturbed sleep all night long. 






When you have old gold to sell just 






In the very center of the city's most 

hi interesting activities. Toxis? un- 
S ip to necessary. . . . Within 5 minutes’ 
WALK of "Radio City,” Fifth 
Avenue and 69 theatres. 


























H oO M A Ss . DAILY RATES BEGIN AS LOW AS 
DEE<:Co. . ‘22 ‘32 


PRECIOUS METALS 
peri nN Fre Ss fF, MANUFAC Tlie ke S ‘ Dining and Dancing every evening 


55 E WASHINGTON ST. CHICAGO in the beautiful , tee Room. 


HOTE L 
PICEA DI LY 


= - a ~~ orereenery | 4 


45°" ST ET - JUST WEST F Ti E 
wy. E'S ROONES - MEANS OEE 
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HOROLOGICAL 
DEPART MENTE 





Eliminating the Middle Temperature Error 


Abstract of a lecture before the Horological Society of New 
York by Howard L. Beehler, Research Assistant 
Hamilton Watch Co., Lancaster, Pa. 





HE effect of temperature change on the rate of a 
watch has always been a problem to the watch designer 
and adjuster. The problem is two-fold. On the one hand 


(a1 
“4 


\ 


_ 
oe” 
aon” 
-- 


a 


(_ BRASS 
















COS SSE“c““ SSK“ 


S 
Z 
(Ol STEEL 







rm ene, 
—. 


Fig. 1—Illustrating the principle of the compensating balance. A 
bimetallic strip, upper shaded portion being brass; lower, steel, both 
fused together as in the rim of a bimetallic balance wheel. A D posi- 
tion to which strip would be pulled by decrease in temperature due 
to greater contraction of brass than steel. A C deflection caused by 
greater expansion of the brass due to a rise in temperature. 


we have to consider expansion and contraction of metals; 
on the other, the effect of temperature variation on the 
elasticity of the hairspring. 

It is a well-known fact that a solid brass balance wheel 
fitted with a straight carbon steel hairspring will lose 
10 to 12 seconds per day per degree Centrigrade rise in 
temperature. 

This loss can approximately be accounted for in the 
following manner: 

Expansion of the balance—a loss of 1.5 seconds. 

Increase in size of hairspring—a gain of 1.5 seconds. 

Loss of elasticity of hairspring—a loss of 10 to 12 sec- 
onds. 

From this it will be seen that the increase in size of 
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the hairspring compensates for the expansion of the bal- 
ance wheel. The entire loss of 10 to 12 seconds, there- 
fore, can be ascribed to the loss of elasticity of the hair- 
spring. 

The conventional bimetallic balance wheel was in- 
vented by Pierre LeRoy in 1766 to compensate for this 
loss of elasticity. 

LeRoy’s solution, as you will recall, lay in the use of 
two metals—steel and brass—in the rim of the balance 
wheel. Due to the greater expansion of the brass which 
is on the outside of the rim, the free ends of the seg- 
ments of the wheel, will bend inwardly for an increase in 
temperature. Likewise due to the greater contraction of 
the brass under decreasing temperature, the rim will 
bend outwardly. 

These two contrary actions under opposite temperature 
changes virttially increase or reduce the diameter of the 
balance wheel and bring about an increase or decrease of 
the load on the hairspring. 





Fig. 3 


Fig. 2 


Fig. 4 


Figs. 2, 3 & 4—Illustrating change in contour of bimetallic, cutrim 
balance wheel due to changes in temperature. Fig. 2, balance wheel 
in normal shape. Fig. 3, effect of rising temperature. Greater expan- 
sion of brass part of rim pushes the free ends of the rim segments 
inward, reducing the circumference of the wheel. Fig. 4, effect of 
decrease in temperature. Greater contraction of the brass pulls the 
free ends of the rim segments outwardly, enlarging the circumference 
of the wheel. 
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“SILICOSIS IS INCURABLE— 9 
A MORTAL ENEMY?’’e 
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—says High Insurance Authority. 

Don’t wait a minute longer than is necessary when 
the question of your health is involved. 

A little dust is sneaking into your lungs daily—whether 
you do the polishing personally or not, is not the point— 
if you are in the room or near the room where polishing 
is done, then you get this dust into your lungs. PRE- 
VENT IT WITH 


LEIMAN BROS. PATENTED 
POLISHING 
DUST COLLECTOR 


W WITH ELECTRIC 
N E SOS ee HEAD 
MODEL WITH MANY NEW IMPROVEMENTS 
These outfits are just what boards of health, labor de- 
partments and others charged with responsibility for the 
health of workers have always advocated—To the pro- 
— they cost little, less than what you spend daily 
or car fare, or a cigar, or any other trifle. 
They make a neat and clean workroom possible and they 
save precious metallic particles in the dust that may be 
refined, paying for the machine over and over again each 
year. 


LEIMAN BROS., INC. 


138 Christie St., Newark, N. J. 
LEIMAN BROS. New York Corporation, 23 Walker St. 
MAKERS OF GOOD MACHINERY FOR 45 YEARS 























37 Years of 
Refining Service 


Precious metals to 


meet requirements of 
jewelry manufactur- 


YOUR 


OLD God: and their 


SILVER FILINGS 
SWEEPINGS. 


yp alloys .. 





Producers of 
gum, | GOLD-SILVER 
RETURNS FO PLATINUM 


YOUR NEW YORK 
Headquarters 


You pay no premium to enjoy 
the full comfort and luxury of 
the famous Hotel Lexington. 
That’s why men and women 
of the jewelry industry select 
this hotel as their headquarters. 
Pleasant, airy rooms. Both tub 
and shower baths. Circulating 
ice water. Full length mirror. 
Bedside and dresser lamps. Radio. Unexcelled service and 
courtesy, four popular-priced restaurants, famous orchestras 
play nighily in the Silver Grill and the handiest location in 
New York...Only 3 blocks from Grand Central Station. 
Single rooms as low as $3 a day, double rooms $4 and up. 


HOTEL LEXINGTON 


48TH STREET AT LEXINGTON AVENUE - NEW YORE 





TB. HAGsToz & SON 





(Arthur T. Hagstoz) REFINERS and ASSAYERS 
709 Sansom St. 


PHILADELPHIA 





82 





Charles E. Rochester, Manager 


Directed by National Hotel Management Co., Inc. - Ralph 
Hitz, President. Hotels Book-Cadillac, Detroit: Netherland 
Plaza. Cincinnati; Adolphus, Dallas: Van Cleve, Dayton 
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This increase or decrease of load on the hairspring 
is approximately in inverse proportion to the loss or gain 
of strength in the hairspring by the decrease or increase 
of its elasticity due to rise or fall of temperature. 


CAUSE OF THE MiIppLE TEMPERATURE ERROR 


The elasticity of the hairspring varies with change of 
temperature in accordance with one physical law; the 
variation in the radius of the balance wheel is brought 
about by the action of a different law. For this reason 
we have always had what we term the middle tempera- 
ture error, or the secondary error. 

The expansion of brass or steel is not at an exactly 
uniform rate for each degree rise in temperature. The 
expansion at 35 deg. C. is not 35 times the expansion at 
1 deg. C. Nor can the brass-steel rim of the compensating 
balance expand or contract in the same ratio as the de- 
crease or increase of elasticity of the hairspring. 


GAIN IN RATE DUE 
TO EXPANSION OF 
BRASS AND STEEL 
iN BI-METALIC 
BALANCE 


SECONDS 
> 


LOSS IN RATE DOVE 
TO DECREASE OF 
ELASTICITY OF 
HAIRSPRING 





s° 10° is” 20° 2s° 30° 3s E 
DEGREES CHANGE IN TEMP C 


Fig. 5—Diagram showing the relation between the decreasing elasticity 
of hairspring and expansion of balance wheel in a rising temperature. 
The straight line A D indicates the ideal of consistent accuracy regard- 
less of temperature change. A G, actual rating of watch with bimetallic 
balance in various temperatures from 5°C to 35°C. Note that it 
reaches the “ideal” (touches A D) only at two points, the usual ex- 
tremes at which a watch is timed. The departure from this ideal 
determines the amount of inaccuracy at intermediate temperatures. 
Line A B represents the expansion of the brass in the balance wheel, 
A S expansion of the steel. A C (approximately) indicates the mean 
of A B and A S, or the gain in rate due to the reduction in size of 
balance wheel. A E traces the loss in rate due to reduced elasticity of 
the hairspring. If AC and A E ran at the same angle, their mean 
would be A D; the ideal of perfect timing at all temperatures. 


Elimination of the middle temperature error, therefore, 
lies in securing a hairspring metal that will retain its 
elasticity through the normal range of atmospheric tem- 
peratures. To Dr. Charles Edouard Guillaume, we owe 
a debt of gratitude for recognizing this fact and, through 
long years of persistent experiment, finally developing 
such a metal, which has been named Elinvar, a name made 
up from the first syllables of the two words which indi- 
cate its identifying characteristic—el-asticity, invar-iable. 

Remaining constant in elasticity, an Elinvar hairspring 
requires no compensating balance wheel. With proper 
coordination of hairspring and monometallic balance, uni- 
form rating throughout the usual range of temperatures 
is achieved. 


(To be continued) 





In the monthly bulletin on the stone of the month for June, S. Nathan 
& Co., 71 Nassau St., include a table of pearl sizes and weights which 
should be useful to jewelers. Besides this table there is a brief but 
comprehensive article on pearls. 
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Herman Schlacht Elected President of Horological 
Society of New York 


At the annual election of officers of the Horological 
Society of New York, held June 5 in the society meeting 
room, 150 W. 85th St., the following members were 
chosen to serve during the ensuing year: 

Herman Schlacht (Cartier, Inc.), president; Jaeques 
LeRoy, vice-president; J. Gruener, secretary, and F. 
Knoll, treasurer. Mr. Schlacht takes the place of Ben- 
jamin Mellenhoff, retiring president, the remaining of- 
ficers all being reelected. Morris Klein and C. Broder- 
san were chosen as trustees. The executive committee 


Herman Schlacht, 
new president of the 
Horological Society of 

New York. 





includes F. Semon, W. Hoftsommer, A. Wiener, L. Gil- 
stad and H. Morriss. 

Mr. Gruener read a paper recounting the accomplish- 
ments of the society during Mr. Mellenhoff’s regime, 
pointing out that the latter had worked hard and effec- 
tively for the good of the watchmaking trade. The pro- 
gram of certification, the inauguration of the technical 
club, and the several interesting lectures by leading 
horologists were some of the benefits brought to the mem- 
bers through their president, he said. He reported that 
there are 144 members in the society, with 12 associate 
members. 

Reports of the annual meeting of the Horological In- 
stitute of America were given by Mr. Mellenhoff and Mr. 
LeRoy, both of whom attended. It was announced that 
F. Hope-Jones, past chairman and fellow of the British 
Horological Institute had visited one of the technical 
club meetings of the society, as well as having attended 
the H. I. A. meeting in Washington. Mr. Hope-Jones 
is the inventor of a Nautical Time Clock which adjusts 
automatically to mean solar time according to the progress 
of the ship, east or west. 

At this meeting both Past President Mellenhoff and 
Mr. Hope-Jones were elected to honorary membership 
in the society. A Hamilton wrist watch was presented to 
the society’s attorney, Abraham L. Lazarus, as a token 
of appreciation for services. 

About Oct. 1 the R. L. Rost jewelry business will be 
moved from the present location in the Citizen’s Bank 
Building at Pulaski, Tenn., to the south side of the 
square. Mr. Rost has purchased the building in which 
the Young Furniture Co. is now located. 








Se TTT TTT TLL LL EeoU LCM CUT TT 


Wants 
SANDERS 
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not recommend us to 
their friends if they 
were not satisfied 
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Send us your 


OLD GOLD, SILVER, PLATINUM 


Gold Filled Cases, Optical Scrap, Etc. 


Prompt and accurate returns Guaranteed 
We are now paying 6%¢ per kt. 


4 Generations of Service 


N. L. SHTEINSHLEIFER smezrer a 
78 Bowery, New York City REFINER 











Ideal for the repair bench. Fine for 
white gold, silver, platinum, novelties, 
etc. Soldering can be done close to 
the stone. 


Ask for circular T.C. 


H © Be fF & 122 Fifth Avenue 
R O € i ke New York City K t 








James L. Hand | 


America’s Leading J 
Auctioneer 


87 Nassau Street 
New York, N. Y, 


Phone, COrtlandt 7-8693 
Cable Address, Hand-Sale, New York 


STRICTLY ETHICAL AUCTIONS 
Conducted for Jewelers 


Executors, Trustees, Receivers, Banks, Trust Compan 

United States and Canadian Courts. NO STOCK T 

a OR TOO SMALL. Write for “HAND” book on 
uctions. 


INQUIRIES TREATED CONFIDENTIALLY 














ROM the fisheries which 
supply the porpoise jaw 
crude base for Nye’s Oil, to 
the refined and packaged 
product, Nye’s Superfine 
Watch and Clock oil has 
been an American product 
for ninety years. It is a 
scientifically refined and ab- 
solutely dependable lubricat- 
ing oil for all fine timepieces. 


Nye’s Oil— 100% American 
from “‘fish to finish.” 














WATCHWORK STONE SETTING 
JEWELRY ENGRAVING 
BRADLEY POLYTECHNIC INSTITUTE 


SCHOOL OF HOROLOGY 
Dept. C Peoria, Ill. 











imitation Staffs for American watches. 
Staffs per gross of one size $2.50 
Stems per gross of one size 2.00 


Shipped C.0.D. or against payment in ad- 
wance. Postage added. 


H. KURI - 37 Maiden Lane - New York, N.Y. 


SPECIAL SALE for the months of July and 

August only. One hundred different models 

of Finished Balance Staffs and Stems for 

Swiss watches, 2000 gross in stock; also 

Price per dozen of one size 25¢ 
(Established 1916) 














INTRODUCTION TO THE 


THEORY OF SPECTACLES 


By PROF. OTTO HENKER 
Valuable to practitioners and students of Optometry and Optics. 
Price $2.50 
THE OPTICAL JOURNAL & REVIEW 
239 West 30th St., New York 
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LOCK ESCAPEMENT.—Please explain the differ- 
ence between a recoil, and a dead beat, escapement for 


clocks. (Question No. 4942.) J. H. 


Answer—In a recoil escapement, after either of the 
escape-wheel teeth drops on a pallet, what is called “re- 
coil” occurs; this is seen as a short movement of the escape 
wheel backward instead of in the normal direction. Dur- 
ing recoil, the pendulum, through the pallet, is forcing 
the escape wheel backward against the power that comes 
from the weight or mainspring through the train. As 
soon as the power overcomes the pendulum’s momentum, 
the escape wheel again moves forward. 

In a dead-beat escapement, after an escape wheel tooth 
“drops,” it falls not on the lifting-plane of a pallet but 
on the locking-arc that is characteristic of the dead beat 
escapement. This arc is concentric with the pallet arbor, 
so that the wheel is not forced backward, and the 
pendulum does not have to force the train backward 
against the motive power. This allows the pendulum free- 
dom from effort that would (as in the recoil escapement) 
interfere with its isochronism; and it is because of this 
that the dead beat escapement affords superiority in time- 
keeping. 


TAINLESS STEEL.—Please advise us whether stain- 

less steel can be soldered, and if so, what kind of 

solder and flux should be used? (Question No. 4943.) 
T. W. S. 


Answer—The two principal types of stainless steels 
are: (1) an alloy composed of iron, carbon and chromium ; 
(2) an alloy composed of iron, carbon, chromium and 
nickel. Both of these types of stainless steel can be 
soldered as readily as any other steel. The ordinary acid 
flux and half-and-half tin-and-lead solder will serve; but 
there are special fluxes made, to obtain solder-joints of 
maximum strength. For information about the latter, 


write to The Republic Steel Corporation, Youngstown, 
Ohio. 
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WORKSOP WOIMTES € QUWIETRIIES 


LEANING WATCHES.—I was recently persuaded 

to change my method of cleaning watches. Instead 

of the old method using cyanide, soap-and-water, alcohol 
and sawdust. I have lately been using a ready-prepared 
solution for immersing the parts, followed by a rinse in 
gasoline, then in carbon tetrachloride, and drying by heat. 
This gives the watch a fine bright appearance, but within 
a few days rust appears. Can you suggest what causes 


this trouble? (Question No. 4944.) jJ.S. 


Answer—It is of course possible that the solution you 
use has in it something that causes rust. You might test 
this theory by trying some other ready-made solution, and 
see if the rust trouble continues. Then if it does, change 
the make of rinsing liquids that you buy. You can of 
course fall back on your former method, which we pre- 
sume was found satisfactory. The watchmakers who stick 
to the older method do so because they have found by ex- 
perience that by using it they run no risk of rust forming 
on the parts cleaned by it. Generally speaking, cleaning 
methods that seek to save time by avoiding hand-work 
are more risky than methods in which the use of brushes, 
pegwood and pith are included. 


LOCK DIALS.—In attaching new gummed-paper 
printed clock dials to the metal backs, I generally have 
trouble in getting the paper to stick closely, and to stay 
flat and smooth until the glue hardens. Is there some 


way of doing this work without the trouble I refer to? 
(Question No. 4945.) H. E. D. 


Answer—The metal plate must first be prepared so 
that the gum on the paper dial will be sure to adhere to 
it as it dries. If the old dial was painted on, remove the 
paint with the liquid paint-remover that can be bought 
at any paint store. If the old dial was paper, immerse 
the plate in water until the paper comes off. Then scour 
the plate with emery paper to provide a clean metal sur- 
face for the adhesive to hold to. 

Wet the gum on the new paper dial with a rag dipped 



























































in water. Lay the paper on the metal; with a thick pad 
of clean white rag, press the paper firmly to the metal, 
beginning at the center of the dial and working gradually 
outward to the edge. This will avoid the formation of 
blisters. Place a sheet of clean paper over the dial, and 
lay on it any heavy flat object like a dictionary, or a pile 
of books, to keep the paper pressed to the metal until the 
gum has dried. 


OLISHING MATERIALS.—With a pivot-polisher 

outfit that I have recently purchased, there are in- 
cluded laps made of bell metal, brass and boxwood ; and 
powders for use on these laps, diamantine, diamond dust, 
Tripoli and Vienna lime; but there are no instructions for 
using these. Please inform me what is the proper way 
to charge the laps, and which should be used with the 


various powders, and for what type of work each should 
be used. (Question No. 4946.) L. K. 


Answer—The Vienna lime is best for polishing brass ; 
for instance, the cylindrical sides of anything like balance 
screws; or any other work turned on the lathe that has 
to be given a high flat polish. This material should be 
used on a boxwood lap, after it is mixed with alcohol, to 
the consistency of a thick cream or paste. Diamond pow- 
der is best for grinding and polishing stone; alterations 
on pallet stones, roller jewels, cap jewels, and the like, 
may be quickly made with a diamond-charged soft metal 
lap. The diamond powder should be mixed with clock 
oil, for application to the brass lap. It will work best 
if the grains of powder are imbedded in the lap instead 
of simply spread on the lap. This imbedding can be ef- 
fected by using a small roller of hardened steel, made so 
as to turn freely on pivots in a frame mounted on a 
handle; place the lap on a taper-chuck in the lathe; spread 
powder in oil on the surface of the lap; run the lathe 
slowly and press the roller against the lap. The roller 
will imbed grains of the powder in the lap surface so that 
they will cut stones without being lost and wasted. The 
coarser powder is used first, followed by finer powder, on 
another lap, for polishing. Diamantine is used on bell- 
metal laps, for polishing pivots and staffs. It should be 
mixed with watch-oil ; very little oil should be used, so as 
to make a very thick mixture. The oil and diamantine 
should be rubbed together on a steel or glass block, using 
little oil and a good deal of force, with a heavy bladed 
knife or similar tool. A very thin film of diamantine on 
the bell metal lap will obtain the best polish. The polish 
really appears after the diamantine on the lap has become 
quite black with particles of abraded steel from the work 
that is being polished. 


HORTT ASTRONOMICAL CLOCK.—How can 
we obtain fully detailed information about the Shortt 
astronomical clock—its construction and principle of op- 
eration, and the different models and prices, and about 
how it should be mounted and housed for service? (Ques- 


tion No. 4947.) J. S., Lrp. 


Answer—Write to Synchronome Company, Ltd., 34 
Clerkenwell Road, E. C. 1, London, England, for descrip- 
tive bulletins and catalog of Shortt clocks; these will be 
found to contain all of the information you have specified 
in your inquiry. 
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LOCK OIL.—What do you advise as the best lubri- 
cant for the particular job of oiling the mainsprings 

of clocks and watches? Some authorities say that a differ. 
ent oil should be used on mainsprings than on the other 
parts of a watch or clock. And should a different oil be 

used on winding parts? (Question No. 4948.) 

M. T.§. 


Answer—A principle that applies in questions of ]y- 
brication is that heavier oil should be used on parts that 
move slowly under heavy pressure than on parts that 
move at higher speed and with lighter pressure. This js 
what underlies the advice to use different oil on maip- 
springs and winding parts than on train and balance 
pivots. The strictest application of this principle would 
be to use a different oil at each point from mainspring 
to balance—at least six different oils. But any practical 
advantage from this is outweighed by the inconvenience 
of handling so many oils. Most watchmakers follow the 
practice of using one heavy oil for all parts of clocks; a 
lighter oil for large watches; and a still lighter oil for 
small watches. Most of the oils in the market are classi- 
fied by the makers as of three types: clock oil, watch oil, 
and bracelet watch oil. One maker (Chronax) puts up 
oils in sets of four different viscosities, for use graduated 
according to frictional pressure. 

Some watchmakers use clock oil on mainsprings, wind- 
ing parts and center train pivots, and watch oil elsewhere. 
This is good practice, and justifies the extra trouble in 
doing it. There is also a factor of economy in this, as 
clock oil costs less than watch oil; and more oil is re- 
quired at the points named than anywhere else in the 
watch. 





How New Jersey Regulated the Itinerant 
Gold Buyer 


(From page 21) 


to the Government. Two assay offices are located in 
downtown New York and they are open from 10 a. m. 
to 2 p. m. A locked gate confronts the citizen as he 
approaches, which is opened by a guard and closed be- 
hind him. There are two windows at which gold is 
tested and weighed, and a citizen must have an affidavit 
with him that he acquired and transported the gold 
legally. All gold-filled articles of less than 200 in 1000 
parts are promptly turned back by the clerks. Tests by 
file and acid come next, after which the heap is weighed 
and a receipt given the depositor, while a duplicate ac- 
companies the gold through the Assay Office. 

“Each lot of gold is melted down separately and is 
poured in a rough ingot % inch thick by 3 by 6 inches. 
The after and before melting weights must agree. Two 
samples are nipped from the cold bar and these are the 
size of a .45 caliber bullet. Three skilled assayers run 
the test and when the gold content has been determined 
the depositor is notified to come for his check. A deduc- 
tion is made for the handling charge. Possibly a week 
may elapse before the citizen who brought the old gold 
to the Assay Office receives his money for ‘it. 

“After you have heard this tale of red tape and wait- 
ing you may understand why a citizen with an ounce or 
fraction of an ounce of old gold is willing to turn to the 
gold buyer to take on this trouble. 
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Editorials 
(From page 26) 

and who conducts his sales on the 

same high principle that the high 

grade jewelry merchant follows in his 

business. 

To protect himself against the 
ignorant, the careless or the unprin- 
cipled auctioneer, and his sales, the 
jeweler and his business associates 
must see that his community is pro- 
tected by ordinances which properly 
regulate the principles and methods of 
local auctioneers. In this connection 
the résumé covering what the auction 
ordinances can do to protect the pub- 
lic, published in another column, may 
prove valuable to the trade at large. 


a 8 
No Commercial Synthetic 


Emeralds 


WING to the criticism of one or 

two of our subscribers as to our 
past statements as to synthetic stones 
(that the synthetic may be properly 
applied commercially only to rubies, 
sapphires and spinels) we must 
again reiterate our previous statement 
that no true synthetic emerald has yet 
been put upon the market and that 
most of the so-called synthetic emer- 
alds are nothing more than doublets 
or special compositions of glass. 

It is true that synthetic emeralds 
have been discussed and even accepted 
in the scientific world in connection 
with certain laboratory products. In 
a recent article by B. W. Anderson of 
London, he has discussed a certain 
gem emerald known as “Igmerald” 
which has been made at Bitterfield, 
Germany, which he claims must rank 
as a true synthetic emerald (not mere- 
ly a beryl glass). But he says that 
in certain qualities it differs sufficient- 
ly from the natural emerald to make 
a clear distinction possible. The so- 
called gem which Mr. Anderson dis- 
cussed was loaned him by the Director 
of the Precious Stone Laboratory at 
Idar. It is very small, about 0.108 
carat, but as he says, “these stones are 
not (and possibly never will be) on 
the market.” 

Whether they can be made in a 
larger size or at a cost which would 
bring them down to the value of a 
true emerald is something for the 
future to determine but from a busi- 
Ness standpoint they are still a labora- 
tory product and are not now on the 
market or obtainable for sale. 
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After explaining his examination of 
this stone in a recent issue of The 
Gemologist, Mr. Anderson concludes: 


It will be seen from the foregoing ac- 
count that the Igmerald may be distin- 
guished from natural emerald by the 
following characteristics: 

(1) Abnormally low birefringence, spe- 

cific gravity and refractive index. 

(2) Presence of strong bands at wave 
lengths 6060 and 5940 1n the ab- 
sorption spectrum. 

(3) Characteristic internal structures 
such as banding and curved crack- 
like markings. 

(4) Anomalous double refraction. 

(5) Unusually strong dichroism. 

It might be argued that these discrimi- 
native features may not hold good for 
specimens from future syntheses, but I 
think it may be predicted with some con- 
fidence that there will always be certain 
characteristics sufficiently marked to ren- 
der possible the recognition of a synthetic 
stone. 


As we said before, the jewelry and 
gem trade has nothing to fear about 
this laboratory product except that 
misstatements as to it may be used to 
exploit some other imitation emerald 
as a “synthetic.” 


Leipzig Fall Fair Aug. 25-29 


The Leipzig Trade Fair will be held 
this fall from August 25 to 29 iu_lusive. 
It is assured that buyers from 74 countries 
will attend and that the newest art and 
industrial products of 22 great produc- 
ing countries will be on exhibition. 

The historic fair, which has been held 
without interruption for 700 years, is the 
oldest industrial exchange in the world. 


Charles T. Wittstein 


Newark, N. J., June 2—It was with 
deep regret that his many friends in the 
jewelry trade learned last week of the 
death of Charles T. Wittstein, who for 
many years was active in the manufactur- 
ing and wholesale jewelry business of 
Chicago and this city. : 

Mr. Wittstein, who was known here 
from his connection with the Schrader 
Wittstein Co. and the Arch Crown Mfg. 
Co., passed away at Los Angeles, May 
21. He entered the jewelry business as 
a salesman for the old Chicago firm of 
Giles Bros. & Co. over half a century ago. 
He later started a jobbing business of 
his own and still later began the manu- 
facture of jewelry in the Columbus 
Memorial building. In 1897, he joined 
the firm of Thos. Schrader & Co., which 
became the Schrader, Wittstein Co. and 
which started in the manufacturing busi- 
ness at Newark with the well-known 
“Arch Crown” and security diamond 
mountings. Later he formed the Arch 
Crown Mfg. Co., which he continued until 
its dissolution. 

About four years ago, Mr. Wittstein 
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moved to Los Angeles and has spent his 
latest years in developing radio patents 
which are apt to find application when 
television becomes a practical service. 


Representative Martin Introduces Bill 
to Amend the Silver Purchase Act, 
to Relieve the Silver Industry 


WasuincrTon, D. C., June 7—Represen- 
tative Martin of the jewelry section of 
Massachusetts on June 5 introduced in 
the House of Representatives a measure 
to relieve the silver manufacturers from 
the trouble that may come from any quick 
increase in the value of silver. This 
bill, which is H.R. 8367 entitled “A Bill 
to Amend the Silver Purchase Act of 
1934” was referred to the Committee of 
Ways and Means and ordered to be 
printed. It reads: 


“Be it enacted by the Senate and House of 
Representatives of the United States of Amer- 
ica in Congress assembled, That the Silver 
Purchase Act of 1934 is hereby amended as 
follows: 

“Sec. 4. Whenever and so long as the market 
price of silver exceeds its monetary value or 
the monetary value of the stocks of silver is 
greater than 25 per centum of the monetary 
value of the stocks of gold and silver, the Sec- 
retary of the Treasury may, with the approval 
of the President and subject to the provisions 
of section 5, sell any silver acquired under the 
authority of this Act, at home or abroad, for 
present or future delivery, at such rates, at such 
times, and upon such terms and conditions as 
he may deem reasonable and most advantageous 
to the public interest: Provided, however, That 
certain limitations of the power of the Secretary 
of the Treasury to sell silver acquired under 
the authority of this Act, as are herein estab- 
lished, shall not apply to the disposal of silver 
specifically finn for commercial _ Purposes 
as authorized by the provisions of section 5 

“Sec. 5. (a) The Secretary of the Treasury 
is authorized and directed to set aside am ear- 
mark for commercial use in the arts and in- 
dustries, including use by refiners and process- 
ors, an annual allotment from the Treasury’s 
accumulated stocks of silver from whatever 
source derived. The annual allotment so ear- 
marked shall be in a total sum of five ounces 
equivalent to the total consumption by all such 
commercial users, and in no event shall thé 
total amount of such silver earmarked for com- 
mercial uses exceed forty million fine ounces in 
the first year of the operation of this Act. As 
long as it shall be the policy of the United 
States so secure or maintain, in silver, the one- 
fourth or any other specified percentage of the 
monetary value of its stock of silver and gold, 
the Secretary of the Treasury is further author- 
ized and directed to sell such earmarked silver 
to such users of commercial silver as he shall 
duly license, at a price of 60 cents per fine 
ounce, or if silver is officially priced at $1 an 
ounce or more, then the price of earmarked sil- 
ver to such users shall be 40 cents per fine 
ounce less than the official Government price. 
The Secretary of the Treasury is hereby author- 
ized to issue, with the approval of the President, 
such rules and regulations as the Secretary may 
deem necessary or proper to carry out the pur- 
pose of this section, and to establish all neces- 
sary safeguards to prevent the diversion of any 
earmarked silver, whether in raw or fabricated 
form, to any channel other than that for which 
it has been earmarked, including a provision 
that no silver article shall be sold at a whole- 
sale price per ounce fine silver less than the 
Government official price. ; 

“(b) With respect to all other stock of silver. 
the Secretary of the Treasury is authorized and 
directed to issue silver certificates in such de- 
nominations as he may from time to time pre- 
scribe in a face amount not less than the cost 
of all silver purchased under the authority of 
section 3, et such certificates shall be placed 
in actual circulation. There shall be maintained 
in the Treasury a8 security for all silver certifi- 
cates heretofore or hereafter issued and at the 
time outstanding an amount of silver in bullion 
and standard silver dollars of a monetary value 
equal to the face amount of such silver certifi- 
cates. All silver certificates heretofore or here- 
after issued be tender for all debts, 
public and private, public charges, taxes, duties. 
and dues, and shall be redeemable on demand 
at the Treasury of the United States in stand- 
ard silver dollars; and the Secretary of the 
Treasury is authorized to coin standard silver 
dollars for such redemption.” 






































































Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 

‘In answering ads, do not enclose 
original letters of recommendations. 
send duplicates. 

To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York 








Situations Wanted. 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 








COMPETENT WATCHMAKER on all 
makes and sizes; quick high grade me- 
chanic; full charge. I. Nathanson, 1971 
Mapes Ave., New York. 





DIAMOND SETTER, JEWELER and en- 
graver, first class work, and fast worker. 
Address A. Herrera, 917 Central St., 
Kansas City, Mo. 





JEWELRY SALESMAN, retail, 20 years’ 
New York experience, desires position; 
salary secondary. Address ‘“‘A., 63,”’ 
care Jewelers’ Circular-Keystone. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





WATCHMAKER, A-1 mechanic, 20 years’ 
experience, desires position New York 
or vicinity; salary $25. Address “C., 
3092,” care Jewelers’ Circular-Keystone. 





WATCHMAKER, Bowman school gradu- 
ate, wants position anywhere; ten years’ 
experience. Arthur R. Worcester, 3117 
Weymouth St., Philadelphia, Pa. 





WANTED A POSITION as watchmaker; 
four years of working experience; 24 
years of age. Address ‘‘A., 3015,” care 
Jewelers’ Circular-Keystone. 





IF YOU ARE IN NEED of a watchmaker, 
jeweler or optician, write to Henry 
Paulson & Co., So. Wabash Ave., 
Chicago, Il. 





PRACTICAL WATCHMAKER would like 
a permanent position; married; 12 
years at bench; salary, $30 per week. 
oa | D. Abel, 2424 Forrest St., Eas- 
ton, Pa. 





RELIABLE SALESMAN, one who knows 
how to “work” the cash register ; excel- 
lent window man and show card writer ; 
reference. Address “P., 3104,” care 
Jewelers’ Circular-Keystone. 





SITUATION WANTED as_ guard to 
jewelry salesman or guard at establish- 
ment; retired policeman; 27 years’ ref- 
erence; gun permit. Address “E., 3076 
eare Jewelers’ Circular-Keystone. 





WATCHMAKER, honest, reliable, long 
experience, gilt edge reference; salary 
$90 month to start, New York or Brook- 
lyn only. Address “G., 3073,’’ care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, 25 years’ experience, 
married; 50-50 or small salary; repair 
all makes and sizes: go anywhere. 
‘“Watchmaker,”’ 909 Old Shell Road, Mo- 
bile, Ala, 





EXPERT WATCHMAKER, baguettes 
and chronographs; estimator; fair en. 
graver, salesman, ordinary jewelry re. 
pairing; 25 years’ experience; Eastern 
States. Address ‘‘S., 3045,’ care Jewel]. 
ers’ Circular-Keystone. 





EXPERT WATCHMAKER; smallest 
Swiss watches; can do other things as 
well; fast and accurate; unusual ree- 
ommendations; get them before yoy 
hire. Address “F., 3098,’’ care Jewelers’ 
Circular-Keystone. 





FIRST CLASS WATCHMAKER, 25 years’ 
experience, fine and complicated watch 
repairing; fine set of tools; can take ful] 
charge of shop; neat appearance, age 
48: best of references. ‘‘Watchmaker,” 
415 O'Farrell St., San Francisco, Calif, 








WATCHMAKER, JEWELER, stone set- 
ter and engraver, 22 years of age, single, 
experienced and Bradley training. Mil- 
ton E. Thee, 516 East Washington St., 
Belleville, Ill. 





WATCHMAKER, 10 years’ experience on 
all makes of watches; references; will 
consider moderate salary; willing to 
go anywhere. Address ‘‘T., 3046,’’ care 
Jewelers’ Circular-Keystone. 





FIRST CLASS WATCHMAKER, fine 
mechanic, is open for a permanent posi- 
tion; moderate salary; best of refer- 
ences. Address ‘‘Watchmaker,’’ Box 
259, Silver Springs, N. Y. 


ENAMELER, seeking connection where 
his varied experience may be worked 
out to advantage to employer; details 
upon request to those interested. Ad- 
dress ‘‘D., 3068,’’ care Jewelers’ Circular- 
Keystone. 





MAN WITH FULL EXPERIENCE for 
the past 25 years in the watch material 
and jewelers’ supplies, desires position 
with reliable house; best references. 
Address ‘‘B., 3064,’’ care Jewelers’ Cir- 
cular-Keystone. 





NATURAL SALESMAN seeks responsible 
position in reliable store; clean cut 
young man of excellent qualities; valu- 
able man to right party. Address “T., 





3054,’"’ care Jewelers’ Circular-Key- 
stone. 
POLISHER, platinum bracelets, clips, 


rings, watch cases, fine work, willing 
worker; eight years in last place; best 
of reference; 75 cents per hour. Address 
“R., 3044," care Jewelers’ Circular- 
Keystone. 





RETAIL SALESMAN, 25 years’ experi- 
ence as salesman and executive, full 
knowledge of buying in all departments 
including precious stones; highest ref- 
erences. Address Clyde C. Rogers, 1821 
W. Grace St., Richmond, Va. 





OPTOMETRIST BY EXAMINATION in 
Illinois, and watch repairer; have tools 
and instruments; experienced refrac- 
tionist. C. W. Farley, care F. L. Keeler 
Co., Ottawa, Illinois. 





BOOKKEEPER, YOUNG LADY capable 
taking charge, willing worker, desires 
connection with jewelry or diamond 





house; excellent references. Address 
“G., 3078,” care Jewelers’ Circular- 
Keystone. 

COMBINATION watchmaker, jeweler, 
diamond __ setter, employed, desires 


change; 15 years’ experience; furnish 
good reference; state best salary paid. 
Address ‘‘W., 3060,’’ care Jewelers’ Cir- 
cular-Keystone. 





COMPETENT WATCHMAKER requires 
position, New York city; 20 years at 
bench; Fifth Avenue experience; com- 
plete set tools; references; age 45. Ad- 
dress ‘‘M., 3035,” care Jewelers’ Cir- 
cular-Keystone. 


SALESMAN, having long acquaintance 
with department store buyers, retail 
jewelers, Middle West territory, would 
like to connect with a manufacturer. 
Address “Reliable, 2923,” care Jewelers’ 
Circular-Keystone. 





WATCHMAKER, ENGRAVER, 31, ex- 
perienced and reliable, fine references, 
desires position; moderate capital, and 
prefers store in Middle-West with 
chance to. buy. R. E. Wadsworth, 
Fennville, Michigan. 





WATCHMAKER, thoroughly competent. 
dependable and trustworthy; 26 years’ 
experience; good engraver and jewelry 
repairer; now employed: Central States 
preferred. Address ‘X., 3059,’’ care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, 20 years’ bench experi- 
ence; reliable; best references; will 
work part time or commission basis; 
New York or Brooklyn only. Address 
“WR, 3072," care Jewelers’ Circular- 
Keystone. 








DON’T HESITATE answering this ‘‘ad’’ 
if you require a thoroughly qualified 
salesman and window trimmer; first 
class reference available. Address 
*““W., 3058," care Jewelers’ Circular- 





SALESLADY WISHES POSITION offer- 
ing opportunity, retail or wholesale; 
uncerstands repair department, esti- 
mating, engraving, watch and jewelry: 
general assistant. Address ‘“‘C., 3069,” 
care Jewelers’ Circular-Keystone. 
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sITUATIONS WANTED—Continned 





= 





— °° 

LADY, many years’ experience, 
TOU Ie taking charge stock, filling 
orders, repairs, counter trade, sales- 
men’s lines, etc.; references; New 
York city or vicinity. Address a 
3088,” care Jewelers’ Circular-Keystone. 





YOUNG LADY, thoroughly experienced 
watch line, capable taking full charge, 
desires position with reliable jewelry 
or watch firm; excellent references. 
Address “F., 3074,” care Jewelers’ Cir- 
cular-Keystone. 





WATCHMAKER, 37, desires position; 17 
years’ experience on all grades of 
watches and clocks; can furnish best of 
references; can come at once; will go 
anywhere. Address “C., 3065,’’ care 
Jewelers’ Circular-Keystone. 





YOUNG LADY, pleasing personality, 
with retail jewelry selling experience, 
good references, wants permanent posi- 
tion as clerk and window trimmer. 
Crystal Bowman, 113% N. Main S&t., 
Bloomington, Illinois. 





BOOKKEEPERS, STENOGRAPHERS, 
typists, clerks, office boys, collectors, 
credit investigators, furnished free of 
charge. James Owens Agency, 299 
“re Ave., New York. Murray Hill 
2-6447. 





BRADLEY TRAINED, one year’s experi- 
ence, desires position with elderly jeweler 
who wishes to retire in the future and 
sell small store to me; references ex- 
changed; 5000 population, Middle West. 
Elmer R. Luense, Peoria Hotel, Peoria, 





MANUFACTURING JEWELER and 
setter; experienced making platinum 
jewelry from designing through finish- 
ing; unquestionable character and 
ability ; references; have own tools. Ad- 
dress “A., 2969,” care Jewelers’ Circu- 
lar-Keystone. 





POSITION as salesman or manager in first 
class store, resourceful, refined, well 
educated; in business 25 years; can 
handle finest trade and take complete 
charge of store or any department. Ad- 
dress ‘‘M., 3030,’’ care Jewelers’ Cir- 
cular-Keystone. 





WHO HAS A POSITION to offer a mar- 
ried man with managerial and sales 
experience in cash and credit stores, 
also department stores; finest creden- 
tials, honesty, ability and integrity? 
Address “S., 2709,’ care Jewelers’ Cir- 
cular-Keystone. 





BOWMAN TRAINED WATCHMAKER, 
34 years of age, wishes position South 
or Southwest; first class on all grades, 
sizes; good salesman, estimator; own 
business seven years; photo if desired; 
now employed; references; send a 
watch and be convinced. Box 83, 
Schenectady, N. Y. 





SALESMAN, PRODUCER, with following 
among retailers from Coast to Coast, 
seeks permanent connection with relia- 
ble watch, jewelry or diamond house; 
would consider proposition locating on 
Coast, Midwest or South. Address 
nett 3057,’’ care Jewelers’ Circular-Key- 
stone. 





WATCHMAKER, 25 years’ experience, 


expert on chronographs, repeaters and 
fine baguettes, wishes to connect with 


concern that will give due consideration’ 


in return for capable, honest and re- 
liable services; finest references. Ad- 
dress “P., 3086,” care Jewelers’ Circu- 
lar-Keystone. 


YOUNG MAN, 15 years’ experience with 


Swiss and American watch houses, 
thoroughly conversant with office rou- 
tine, supervision of watchmakers and 
watch materials, including six years’ 
experience on the road, desires position 
of responsibility. Address “F., 3077,” 
care Jewelers’ Circular-Keystone. 





TRAVELING SALESMAN, 40, success- 


ful, contemplates change; personal 
acquaintance and following past 25 
years with all better jewelry and de- 
partment stores east of Mississippi; 
results assured; reliable connection 
only. Address “P., 3043,” care 
Jewelers’ Circular-Keystone. 





MANAGER CREDIT STORE, 18 years’ 


experience as forceful salesman, super- 
vise credits, specialist P. & Ls., write 
advertising, sales promoting, originat- 
ing new ideas, pepping up business 
and trimming effective windows; can 
produce results; salary secondary; fine 
references. Address “D., 3094,” care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, CERTIFIED, jeweler, 


engraver, stone setter, experience with 
high grade clocks, capable producing 
close timing on high grade watches; ex- 
pert ability on baguette watches; neat 
appearance, clean habits, married, age 
34; have tools, references; state sal- 
ary. Address ‘‘Y., 3062,” care Jewelers’ 
Circular-Keystone. 





WATCHMAKER, JEWELER, engraver, 


diamond setter, high class combination 
workman capable producing close tim- 
ing on high grade work and accurate 
workmanship on small bracelet watches; 
repair all types of clocks; neat appear- 
ance, clean habits; accustomed to meet- 
ing the best class trade; thoroughly 
capable assuming responsibility; age 
38, married; complete equipment. Ad- 
dress “S., 3053," care Jewelers’ Circular- 
Keystone. 








Lines Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








SALESMAN carrying gold ring line, pres- 


ent house. five years, desires reputable 
non-conflicting line for Greater New 
York and East. Address “A., = 
care Jewelers’ Circular-Keystone. 


, 





IN CONNECTION with a high grade 


sterling silver line, would like a mon- 
conflicting line on commission, for Met- 
ropolitan New York; showroom facili- 
ties. Address “A., 3117,” care Jewelers’ 
Circular-Keystone. 





PACIFIC COAST REPRESENTATIVE 


with tremendous following desires lines 
that can be sold to large users; con- 
sider platinum jewelry, gold novelties, 
fine watches, etc., at competitive prices. 
Address “B., 3103,” care Jewelers’ Cir- 
cular-Keystone. 


Side Lines. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 











SALESMEN, to carry as side line jewelry 


boxes; commission basis. Address “N., 
3119,”’ care Jewelers’ Circular-Keystone. 


WATCH SALESMAN, Middle West, well- 
known concern; popular line; drawing; 
good proposition for right man. Ad- 
dress “‘R., 3050,’’ care Jewelers’ Circu- 
lar-Keystone. 





SALESMAN, to take fast-moving sterling 
novelty and hollowware line as a side 
line for South and Middle West terri- 
tory. Address “‘N., 3036,” care Jewelers’ 
Circular-Keystone. 








SALESMEN, experienced with established 
following for well known popular priced 
line of Swiss watches and diamond 
mounted rings; state experience and 
territory. Address “B., 3116,” care 
Jewelers’ Circular-Keystone. 





SALESMAN WANTED for Eastern States 
to carry a manufacturers’ line of ladies’ 
and gents’ gold rings and wedding rings, 
mountings and semi-mounted; drawing 
against commissions. Address “H., 
3079,” care Jewelers’ Circular-Keystone. 





SALESMEN, New York headquarters, 
traveling, carry line of attractive 
silver hand carved wedding rings; also 
men for New York jobbers and retail- 
ers; liberal commission. Address “G., 
3099,” care Jewelers’ Circular-Keystone. 





SALESMEN for popular priced chain and 
rosary line; South, Middle West, Pacific 
Coast; commission basis; must be ac- 
quainted with trade and line; state 
exact territory, and full details. Ad- 
dress “K., 3081,” care Jewelers’ Circu- 
lar-Keystone. 





SALESMEN with following in South, 
Southwest or Northwest to carry two 
Swiss watch lines; one nationally known 
with very good acceptance, and the 
other an excellent commercial line; 
commission basis; state experience and 
reference. Address “O., 3084,” care 
Jewelers’ Circular-Keystone. 





SIDE LINE SALESMEN, New York 
State including Greater New York City; 
also man covering part Maryland, en- 
tire Virginia, North and South Caro- 
lina, part Florida, entire Alabama, by 
manufacturer sterling silver belt buck- 
les, leather belts. Box 1473, Cincin- 
nati, Ohio. 





WANTED, SALESMEN to carry a side 
line, manufacturer’s line of sterling 
silver belt buckles, also leather belts in- 
cluding comfort belt ““Braxton”: States, 
New Mexico, Arizona, Utah, Colorado, 
Nevada, Wyoming, Idaho and Montana. 
Box 1473, Cincinnati, Ohio. 





SIDE LINE SALESMEN WANTED for 
New York City and New England 
States with a following amongst the 
department stores and retail jewelers 
to represent old established ring manu- 
facturer with an up-to-date line of 
ladies’, gents’ and children’s 10 and 14 
K. rings ; commission basis.-Address “S., 
3107,” care Jewelers’ Circular-Keystone. 








Help Wanted. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





WANTED, a combination watchmaker 
and jeweler. Address “V., 3110,” care 
Jewelers’ Circular-Keystone. 





WANTED, apprentice watchmaker, at 
Pittsburgh; excellent opportunity for 
advancement. Address “T., 3108,” care 
Jewelers’ Circular-Keystone. 





(Continued on page 90) 
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Special Notices 


(Continued from page 89) 





HELP WANTED—Continued 





WANTED, FOREMAN, manufacturing 
jewelry, class rings and repairs; 30 
bench men. Kirchner & Renich, 412 
Nicollet, Minneapolis, Minn. 





WATCHMAKER, must be good; salary 
starts at $30; state age and experience. 
Peoples Jewelry Co., 310 St. Clair St., 
Toledo, Ohio. 





SALESMAN AND WATCHMAKER, good 
references, must be neat, to handle fine 
trade; steady to right party. Address 
*R., 3105,” care Jewelers’ Circular- 
Keystone. 





WANTED, combination graduate optom- 
etrist and engraver or optometrist and 
good salesman; state salary and send 
references in first letter. Address “D., 
3020,” care Jewelers’ Circular-Keystone. 





WANTED, combination first class watch- 
maker and engraver; state salary and 
send references in first letter. Address 
Pa 3019,’’ care Jewelers’ Circular-Key- 

ne. 





WANTED, first class watchmaker and 
engraver; state reference, age, experi- 
ence and salary expected; a steady posi- 


tion for right party. 
Newbee +. y Louis Kades, 





WATCHMAKER WANTED, suitable for 
a retail jewelry store in New Jersey; 
good references necessary ; steady work. 
Apply Geo. J. Doehrmann, 15 Maiden 
Lane, New York. 





WANTED, WATCHMAKER, light 
jewelry, clock work, single man pre- 
ferred, not over 45; salary and com- 
mission: send reference and _ photo. 
C. W. Huckleberry, Charleston, Illinois. 





YOUNG MAN, watchmaker, engraver, 
sales ability; steady position in fine 
store; chance for advancement; state 
lowest salary and references in first let- 
ter. Address “‘O., 3038,” care Jewelers’ 
Circular-Keystone. 





LEARN MASTER WATCHMAKING as 
practiced in the finer shops; write 
for our Big Free Book and learn 
how you can get this master train- 
ing. Chicago School of Watchmak- 
ing, 641 Ashland Block, Chicago, III. 





WATCHMAKER WANTED, A1 mechanic 
on all makes of watches; state quali- 
fications, experience and salary ex- 
pected; jewelry store, Mid-town section, 
New York City. Address ‘‘L., 3029,’’ care 
Jewelers’ Circular-Keystone. 





WANTED, outside watch inspector, cap- 
able of producing business in the rail- 
road yards and shops in the St. Louis 
district; permanent position; references 
required. Address ‘“H., 3026,’’ care 
Jewelers’ Circular-Keystone. 






ESTABLISHED Chicago jewelry jobbing 


house desires salesman with following 
to represent us in Middle West with a 
fast selling specialty, also complete 
Sequins priced toilet sets, jewelry and 
giftware. Address “Circular, 1119,” 
Room 1205, Heyworth Bldg., Chicago. 





SALESMEN WITH FOLLOWING in 


South, Southwest or Northwest to carry 
two Swiss watch lines; one nationally 
known with very good acceptance, and 
the other an excellent commercial line ; 
commission basis; state experience and 
reference. Address “N., 3083,” care 
Jewelers’ Circular-Keystone. 





GOLD .MANAGER to train house to 
_house gold canvassers; previous ex. 
perience necessary ; must have 
car and be able to leave town; $109 
security required. Ohio Precious 
Metal Co., Canton, Ohio. 





FIRST CLASS OPTOMETRIST with 
Texas license, full equipment, good re. 
fractionist, capable doing watch and 
jewelry repairing, diamond setting; 
write at once; interesting proposition, 
Address “J., 3080,” care Jewelers’ Cir. 
cular-Keystone. 








SALESMAN with established following to 


carry silver and plastic novelties to de- 
partment stores and retail trade in 
New England and New York (outside 
of New York city territory); commis- 
sion basis; give references and full par- 
ticulars. Address ‘“A., 3039,’’ care 
Jewelers’ Circular-Keystone. 





SALESMAN WITH FOLLOWING for 


Chicago territory, to represent well 
established and reputable manufacturer 
of leather watch straps; state full de- 
tails; may also consider able men for 
other territories. Address “G., 3102,” 
care Jewelers’ Circular-Keystone. 





SALESMEN WANTED; well known pro- 


ducers of popular priced line of Swiss 
watches wants to contact high grade 
salesmen; we pay highest commission, 
10%; one other non-conflicting line ac- 
ceptable; drawing account to producers. 
Address ‘‘N., 3024,’ care Jewelers’ Cir- 
cular-Keystone. 





BEDFORD WATCH COMPANY has 


opening for several experienced sales- 
men to sell its outstanding new Fall line 
of popular priced watches; if you have 
a good following and can produce results, 
write fully, stating past experience and 
territory covered. 10 West 47th St., 
New York City. 





A LARGE reliable manufacturer of silver, 


chromium, plated hollowware and elec- 
trical household appliances, is in need 
of a reliable representative for Chicago, 
Wisconsin and surrounding territory; 
drawing account against commissions. 
Address “W., 3114,” care Jewelers’ Cir- 
cular-Keystone. 





WANTED, for high class jewelry store, 


main street, large Southern city, reli- 
able, young watchmaker with tools, 
doing plain engraving; permanent, 
pleasant job; holding Alabama optom- 
etrist certificate opens opportunity for 
additional large earnings. Address “‘E., 
3071,’ care Jewelers’ Circular-Keystone. 





TRAVELING SALESMEN WANTED, 


one with established trade through the 
States of Kansas, Missouri, Nebraska 
and the other through the States of 
Pennsylvania and New Jersey calling 
on the retail jewelry trade, by estab- 
lished manufacturing concern; give 
full particulars in first letter. Address 
“A., 2998," care Jewelers’ Circular- 
Keystone. 








TRAVELING SALESMAN to sell gold 


and gold filled jewelry, one who has 
a following among the better class of 
retailers and department stores in 
the State of New York and a few 
towns in Pennsylvania; will pay sal- 
ary and expenses and furnish auto- 
mobile for traveling. The Paul- 
McCourt Co., Inc,, 387 Washington 
St., Boston, Mass. 





JEWELER; good all around man wanted, 
able to do good jewelry work and dia- 
mond setting, and also good plain en- 
graving; no watchwork; for the South, 
year round position if you can do good 
work. Address ‘‘V., 3047,’’ care Jewel- 
ers’ Circular-Keystone. 





WANTED, WATCHMAKER, also combi- 
nation watchmaker and engraver for 
trade work; must be good on both Swiss 
and American watches; please give full 
details concerning experience in first 
letter. Address all communications to 
P. O. Box 451, Wichita, Kansas. 





SALESMAN who has a following to rep- 
resent a manufacturer for mountings 
and wedding rings; good opportunity 
for a wide-awake man; positively no 
advanced commission; mention from 
three to five States in which you have 
a following; wonderful opportunity to 
make money; when making reply give 
information in detail, otherwise appli- 
cation will not be answered. Address 
Mas 3106,” care Jewelers’ Circular-Key- 
stone. 








For Sale. 


Stores, Stocks and Businesses 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





FOR SALE, jewelry store fixtures, stock 
and tools. Address ‘New York, 2918,” 
care Jewelers’ Circular-Keystone. 





JEWELRY STORE established 40 years; 
death reason for selling; cheap rent, 
nice living apartment. 242 West 116th 
St., New York. 





ONE of Southern California’s _ finest 
jewelry stores. For further particulars 
address “E., 3018,’’ care Jewelers’ Cir- 
cular-Keystone. 





JEWELRY STORE, excellent location, 
low rental, two beautiful windows, with 
or without stock, very reasonable; rea- 
son for selling, two stores. 100 Main 
St., Hackensack, N. J. 





ESTABLISHED optical, jewelry and 
watch repairing business, fine location, 
small overhead, price $450; must leave 
city at once. has. M. Schiff, 1029 
Lawrence Ave., near Sheridan Rd., 
Chicago, Ill., Long Beach 4961. 





FOR SALE, old established jewelry store, 
ood repair trade, near San Francisco, 
Ealif.; manufacturing town of 4000; cash 
sale, stock and fixtures, $800; low rental, 
with living quarters. Address ‘‘J., 3027,” 
care Jewelers’ Circular-Keystone. 
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FOR SALE—Continued ; 


DIOW deli ces 
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PAYING JEWELRY STORE, established 
40 years in Western city, 40,000 inhabi- 
tants, Winter health resort; all work 
one man can do; especially attractive to 
young man wanting to start with well 
established business; price $2,500. Ad- 
dress ‘“K., 3028,’ care Jewelers’ Cir- 
cular-Keystone. 





SALE, stock of ring stones, striped 
“oN blue agate, blue onyx, black onyx, 
rubies, sardonyx, spinels, tiger eyes, 
drilled for emblems; also some plain 
octagon and oval shapes 12x10 and 10x8 
sizes; also small whole pearls, half pearls 
and other small stones for emblematic 
work. Address ‘“‘F., 3022,” care Jewelers’ 
Circular-Keystone. 








For Sale. 


Tools, Equipments, Merchandise 
Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


CROWNS FOR WRIST WATCHES, 
chromium, 100 asst. for American and 
Swiss, $1.25. Broder Novelty Co., 58 
South St.,- Newark, N. J. 











50 BROKEN-UP MOVEMENTS, Ameri- 
can and Swiss, to be used for material, 
for $5. B. Lowe, Wolverine Hotel, De- 
troit, Mich. 





ALL KINDS of high grade watchmakers’ 
tools for railroad inspectors; 8-day 
chronometer, Grossman gauges, pivot 
polisher. “Watchmaker,” Box 623, 
Springfield, Ill. 





ARB YOU MOVING? We move plants, 
single machines and safes; also buy 
and sell safes. S. Krasilovsky & Bro., 
+ ai Street, New York; Canal 





FOR SALE, show cases, 20 ft. with 
curved end, beautiful; wall case to 
match, like new; jeweler’s safe; $600 
to quick cash buyer. Address “E., 
3021,’’ care Jewelers’ Circular-Keystone. 





FOR QUICK SALE, leather cabinet with 
21 dozen genuine staffs and 30 dozen 
balance hole jewels for American 
watches, sizes 10/0 up to 18 size; $45 
takes it; easily worth $150. Peoples’ 
Drug Store, Escanaba, Mich. 





SHOP EQUIPMENT, benches, polishing 
dust collectors, presses, dies, drop ham- 
mers, rolls, furnaces, scales, safes, bot- 
tom prices; favorable terms. Leiman 
Bros., 152 Christie St., Newark, N. J., 
and 23 Walker St., New York. 





AMERICAN REBUILT WATCHES, com- 
plete or movements 7 to 23 jewel, 
grades standard makes; we buy your 
surplus watches; check by return mail 
same day as received; get our prices on 
rebuilts. Klar & Winterman, 2310 Elm 
St., Dallas, Texas. 





TWO BEAUTIFUL walnut wall cases, 
one Waltham regulator, jeweled move- 
ment, in hand carved walnut and ebony 
case; two “Day Lite” light fixtures: 
photograph of regulator sent on re- 
uest. Address “N. Y., 2919,” care 
ewelers’ Circular-Keystone. 





“7X SHAPER, price $85; inexpensive at- 
tachments for grinding, milling, boring, 
graduating, engraving; write for de- 
tails. Manufactured since 1922 by 
Indian White Eagle Engineering & 
Machine Works, Factory foot of 18th 
St., Brooklyn, N. Y 





WE WILL SEND YOU a 10-day free 
trial one large 50c bottle W-J Crystal 
Seal; don’t pay unless you like it; this 
Crystal cement is superior to any 
cement on the market, for glass or un- 
breakable crystals; no more crystal 
troubles. N. Johnston, Orchard S&t., 
Sharon, Pa. 


EE 
Business Opportunities. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








EVERY EFFORT is made by The Jewelers’ 
Circular to keep its advertising columns 
clean. Advertisers under Business Oppor- 
tunities, etc., must furnish trade refer- 
ences. Announcements must pass the strict 
censorship requirements of The Jewelers’ 
Circular. 





DO YOU WANT CASH for any part of 
your stock or stock and fixtures? 
Write or wire S. Siegel & Co., 718 Vine 
St., Cincinnati, Ohio. 





ALWAYS PAID HIGHEST CASH price 
for complete jewelry stocks and 
fixtures. Sell out to old reliable 
Joseph M. Gordon, 37 Cornhill, 


Boston, Mass. 


HIGHEST CASH PRICES PAID for all 
or part of your jewelry stock, with or 
without fixtures; we have bought out 
and liquidated leading jewelry con- 
cerns; communicate with us without 
obligation; established 36 years, same 
address. Brooklyn Purchasing Syndi- 
cate, Frank Walker, Proprietor, 610 
Broadway, Brooklyn, N. Y. Telephone: 
Pulaski 5-1798. 





PARTNER WANTED for watch mate- 
rial business with moderate capital 
investment, to take active interest 
with long established Middle-West- 
ern material wholesaler having 
franchises of all leading American 
watch factories and good reputation 
with trade; some previous experi- 
ence in material line desirable but 
not necessary; exceptional opportu- 
nity. Address “L., 3082,” care Jewel- 


ers’ Circular-Keystone. 





GET THE CASH AND MORE, too, from 
us; we have bought some of the largest 
stocks in the country; none too large 
nor too small for us to handle; all cor- 
respondence kept in strictest confidence; 
ship your dead or surplus stock to us, 
express collect, receive check by return 
mail; no obligation to accept offer, if 
unsatisfacto but since others have 
been satisfied, you will too; bank and 
trade references upon request; wire to- 
day to have our representative call if 
you have a complete stock to close out, 
otherwise ship your surplus goods and 
receive cash. Gordon Bros., 18 Prov- 
ince St., Boston, Mass. 








Wanted to Purchase. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





EDWARD R. TYLER, established jewelry 
auctioneer for 25 years; references; all 
unreasonable restrictions on auctions 
removed; correspondence confidential. 
a 6237 Champlain Ave., Chica- 
£0, : 





GANSBERG BROS., INC., will buy your 
surplus or entire stock and fixtures or 
estates for cash; our direct outlet en- 
ables us to pay you higher prices; bank 
and trade references of the highest 
character. Write 37 Maiden Lane, New 
York. Telephone John 3454, 





LONDON PRECIOUS STONE firm 
wants representatives in principal 
manufacturing cities to sell oriental 
precious stones, mostly star sap- 
phires, zircons, on consignment; ac- 
tive agents only with sound refer- 
ences. Address “N., 2793,” care 
Jewelers’ Circular-Keystone. 





ARE YOU GOING OUT OF BUSINESS? 
We pay highest cash value for entire 
stock or part of jewelry, diamonds and 
fixtures; communicate with us, it will 
be to your advantage; rating and ref- 
erence of the highest order. Van 
Praag & Co., 718-720 Broadway, New 
York, established 1889. 





WE PAY MORE; before selling 
jewelry or fixtures, see us; small or 
large stock; we see you at our ex- 
pense and give bona fide cash offer; 
or send surplus stock and get cash 
by return mail; t references. 
Colmes Brothers, 11 Beacon St.. 
Boston, Mass. 





BY MANUFACTURING WATCHMAKER, 
first class repair shop or store; work 
enough for one man and apprentice. 
I. H. I., Box 623, Springfield, Ill. 





WANTED, coin silver spoons, articles, 
odd pieces, sterling silver, trays, tea and 
coffee sets, complete, or part. Trois, 65 
Wall St., Norwalk, Conn. 





SPOT CASH FOR WATCHES, used 
watch cases, mountings, rings, move- 
ments; highest prices paid; shipments 
held intact pending your approval. 
B. Lowe, Wolverine Hotel, Detroit, Mich. 





WANTED, ANTIQUE SILVER of every 
description; teapots, creamers, bowls, 
mugs, boxes, ladies, spoons, etc.; free 
appraisal. Frank S. Schwarz, 1219 
Boardwalk, Atlantic City, N. J. 





WANTED AT ONCE, National Cash 
Register Posting Machine for credit 
jewelry business; will pay cash for 
best buy; send keyboard arrange- 
ment and model number. Weisser 
Jewelry Co., 313 So. Adams St., 


Peoria, Ill. 








Watch Work for the 
Trade. 


Minimum charge (25 words) $1.50 
Additional words. 5 cents a word 





SEND ALL YOUR WATCH REPAIRS to 
the Factory P. Tieche, 95 Nassau St., 
New York, N. Y.; repairs and mate- 
rials; quick mail service. 





(Continued on page 92) 
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Special Notices 


(Continued from page 91) 








WATCH WORK FOR TRADE—Cont. 


WATCH REPAIRING for the trade; 
workmanship and service guaranteed ; 
also jewelry repaired. L. Oswald, 
Room 716, 51 Maiden Lane, New York. 











EXPERT WATCH REPAIRING, Swiss 
and American watches; quick service 
for mail orders; reasonable prices. 
John Beinincasa, 2373-86th St., Brook- 
lyn, N. Y 


EXPERT CLOCK REPAIRING; we re- 
air all kinds of electric clocks, chime, 
French, ship clocks, etc.; satisfaction 
guaranteed; out of town work solicited. 
Supreme Clock Repair Co., 80 Nassau 
St., New York. 


TRADE WATCHMAKER, 15 years’ high 
trade watch factory experience; we 
specialize in railroad work, also small 
watches; prompt service; prices reason- 
able; best of references. B. O. Congdon 
& Co., 107 Seventh St., Leesburg, Fla. 


GUARANTEED watch repairing (no 
cleaning machine), ‘expert watch- 
makers; promptest service; trial 
order will convince. S. A. Peck & 
Co., 55 East Washington St., Chi- 
cago, Ill. 

HIGH CLASS watch repairing for the 
trade; guaranteed results that will hold 
your confidence at prices that are mod- 
erate; excellent references furnished; 
out of town accounts solicited; Holmes 
Protection. Haskel Melnick, 19 Cliff St., 
New York. 


COMPLICATED WATCH REPAIRING, 
specialist in repairing repeaters and 
split seconds; expert workmanship ; 
reasonable prices; prompt service; 
satisfaction guaranteed. M. Lieber- 
man, 87 Nassau St., New York. 




















S. HELFGOTT, high grade watchmaker 
for the trade, specializing in experi- 
mental work, cutting wheels, parts for 
watches, clocks, chronometers and re- 
peaters; satisfaction guaranteed; esti- 
ee upon request. 64 Fulton St., New 

ork. 





ACCURATE HAIRSPRING vibrating flat, 
65 cents; breguet, $1; send wheel and 
bridge; this price applies to all makes 
and sizes; we unconditionally guarantee 
our hairspring vibrating to run from on 
time to within three minutes a day ; also 
balance staff fitting, $1; try us once and 
judge for yourself. The H. & T. Steffes 
Co., Box 711, Springfield, Ill. 





MASTER REPAIRERS and rebuilders of 
antique and foreign clocks, watches and 
associated mechanisms, wheels, pinions, 
barrels, racks, etc., made; experimental 
models developed and_ constructed; 
French clock material, mainsprings, 
suspensions, taper pins, dials and re- 
finishing. Greenwich Clock and Instru- 
ment Co., 2 W. 47th St., New York. 





To Exchange 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 





FOR EVERY pocket watch, gold-filled 
case you send us we will send you a 
new chrome case of the same size. 
B. Lowe, Wolverine Hotel, Detroit, Mich. 





FOR SALE OR EXCHANGE—used move- 
ments, Elgin, Waltham, Illinois, Hamp- 
dea; 16 or 18 size 15 J., $1.50; 7 J., $1; 
12 or 3/0 size 15 J., $2; 7 J., $1.50; 6 
size each 40 cents; Swiss Movement, any 
size, 50 cents: send check, scrap or we 
will ship C.O.D.; scrap vs. movements: 
for one pound of gold-filled scrap troy 
weight we will send a selection of 25 
of the above movements, or for one- 
half pound we will send 12 movements: 
satisfaction guaranteed. B. Lowe, 
Wolverine Hotel, Detroit, Mich. 








To Let. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








———— 


EXCELLENT OPPORTUNITY for op- 
tometrist; will share part of jewe 
store, city over 60,000, A1 location, 39 
miles from New York; reasonable rent. 
Address “‘G., 3023,” care Jewelers’ Cir. 
cular-Keystone, 





WINDOW SPACE including five-foot 
show case; most desirable place for 
wholesale diamond and jewelry mer. 
chant; also available good show 
spaces within for various lines; dig- 
monds, jewelry and watches. Inquire 
World Jewelers’ Exchange, Ine., 74 
Bowery, New York. 








#HMiscellaneous. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 





LEARN WATCH REPAIRING by doing 
it; thorough training under expert in- 
structors. For information write 
Standard Watchmakers Institute, 111 
West 111th St., New York. 





PATENT ATTORNEY secures patents, 
trade-marks, copyrights; call or send 
me your sketch or model; confidential 
advice; literature. Z. - Polachek, 
1234 Broadway, New York. 





WATCHMAKERS! increase your ability 
through the highly recommended 
books: ‘‘Rules and Practice for Adjust- 
ing Watches” and ‘Practical Balance 
and Hairspring Work’’; circulars free, 
Walter Kleinlein, Waltham, Mass. 








Do you buy, sell or use gems 
and gem materials? 


Kraus and Holden’s 


Second Edition 


Gems and Gem Materials 


By Epwarp Henry Kravs, Professor of Crystall 
Mineralogy and Director of the Mineralogical 
University of Michigan, and Epwarp F. 
Instructor of Mineralogy, University of Michigan. 

260 pages, 6 x 9, 325 illustrations, $3.00. 


The first part of the book discusses those properties which 
are necessary for an appreciative understanding of gems such 
as crystal forms, physical, optical and chemical properties, 
formation, occurrence, cutting, polishing and naming of gems. 


The second part of the book contains reference tables of 
the various characteristics of gems and gem materials, con- 
veniently classified, handy for ready reference. 


Five Features of the New Gem Book 


1. Valuable statistics on production and occurrence. 
Full discussion of cutting and polishing of gems. 


3. Full treatment of manufactured stones, including detailed discus- 
sions of artificial rubies and sapphires, glass imitations, bake- 


ad 


lite, etc. 


4. Numerous tables of gems arranged according to various prop- 


erties. 
5. Summary Table for reaay :eference. 


Order your copy today from 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York City 





aphy and 
boratory, 
HoLpEN, Late 








Two Standard Books for 
Optometrists and Opticians 


By LIONEL LAURANCE 





General and Practical Optics 
(Fourth edition, 327 pages) 


Visual Optics and Sight Testing 
(Third edition, 502 pages) 





Price, $6 for Each Book 





1 OPTICAL JOURNAL & REVIEW 
239 West 39th Street 


New York City 
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chandising and up-to-date stock mainte- 
nance, eradicating the former evils of 
excess stocks and outmoded styles. Let 
us, therefore, retain, foster and con- 
solidate these two gains of the NRA era; 
controlled distribution and ethical trade 
practices. 

HAROLD ALBERTS, 

I. Alberts’ Sons, Inc. 


Providence, R. I., June 14, 1935. 

I don’t know as I can give you any 
definite information as to what extent, 
if any, the new NRA set-up will affect 
the retail jeweler, and in fact I don’t 
believe anyone can tell until the legisla- 
tion is passed, and its provisions studied 
as to what constitutes intrastate business. 
I sincerely hope, however, that the many 
good features of the NRA affecting the 
retail jeweler will be continued, and I 
feel that a very large percentage of the 
jewelers of the country will continue all 
of the good points that existed in our 
code. 

W. G. THURBER, 

Secy. & Treas., Tilden-Thurber Corp. 


Providence, R. I., June 14, 1935. 
Regardless of NRA, the Constitution, 
the Supreme Court or the Professors’ 
Trust, the principles enunciated by the 
jewelers’ codes represent the farthest 
advance toward sanity and justice yet 
reached by the jewelry industry. We 
must conserve these gains by constructive 
cooperation instead of destroying them 
by destructive competition. I have long 
believed and still believe this object might 
be advanced by forming a council includ- 
ing representatives of various branches 
of the industry, to meet and plan to teach 
jewelers that the best way to conduct 
business is on business principles, by 
working with each other instead of fight- 
ing against each other. They might first 
meet with the wholesalers in Chicago or 

with the retailers in New York. 
H. L. CARPENTER, 
Albert Walker Co. 


Philadelphia, Pa., June 15, 1935. 


The jewelry industry as a whole would 
do well to forget any plans for regimen- 
tation by the government and each branch 
of it should at once put its house in or- 
der. Bootlegging and chiseling have 
been most extensive during the period 
of the NRA. These evils can be cured 
very simply by the trade itself. Let the 
manufacturer distribute his goods ex- 
clusively in the method he has elected to 
use, either through the legitimate whole- 
saler or direct to the retailer. Let the 
wholesaler distribute his goods exclusively 
through the legitimate established retailer. 
Let the retailer refuse to turn his goods 
into the hands of the bootlegger under all 
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WHAT TRADE LEADERS ADVISE TO FOLLOW NRA 


(From page 19) 


circumstances. Let the manufacturers, 
wholesalers and brokers refuse to give 
their goods on memorandum to anyone 
who does not-carry a representative stock 
of the lines they are seeking on mem- 
orandum. In other words, let us devote 
our entire efforts and energy to the sell- 
ing of jewelry and kindred wares of de- 
pendable quality at right prices to the 
consumer. There is no other method, 
legal or otherwise, that will succeed. 

Witson A. STREETER, 

Pres., Bailey, Banks & Biddle Co. 


New York, N. Y., June 14, 1935. 
Although the new NRA set-up offers 
nothing of value to the jewelry trade, the 
progress that has been made has proven 
the value of cooperative effort and of 
membership in trade associations. Our 
standard of ethics is high—we can keep 
it so!! We need more interest of all 
factions in affairs affecting the trade as 
a whole, and better cooperation between 
the associations representing these vari- 
ous divergent interests. May that day 
soon dawn! 
KENNETH J. VAN CorTT, 
General Manager, Marcus & Co. 


Newark, N. J., June 17, 1935. 
My opinion is that everything which 
proved valuable in the old NRA will be 
resurrected in a constitutional way by 
our great President, Franklin D. Roose- 
velt, and I look forward with the great- 
est confidence to the prosperous develop- 
ment of every precious metal business in 
the country. Stocks should be replenished 
as quickly as possible, if we wish to 
benefit by the higher prices which seem 
in prospect. 
CHARLES ENGELHARD, 
Pres., Baker & Co., Inc. 


New York City, June 14, 1935. 


While the discontinuance of the NRA 
is not likely to cause any immediate 
change in working hours and wages as 
applied to labor in the jewelry manufac- 
turing industry, its passing is certain to 
see a return to the abuses of terms, 
memoranda, etc., which were such dis- 
tinct evils in years gone by, unless prompt 
measures are taken to avert this contin- 
gency. In my opinion all efforts should be 
directed toward establishing voluntary 
agreements among leaders in the indus- 
try for the purpose of preserving the 
gains made under the NRA, in order that 
a recurrence of past evils will not mani- 
fest itself. 

MarTIn E. UNTERMEYER, 

Secretary, Untermeyer, Robbins & Co. 


New York, N. Y., June 14, 1935. 


The chief source of value of the pro-. 
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visions of the Code of Fair Competition 
for the National Retail Jewelry Trade to 
retail jewelers was found in the fair 
trade practice clauses of the Code. Under 
the proposed new Act there will be no 
Retail Jewelry Code and, therefore, no 
opportunity under NRA to have the bene- 
fits of even a semblance of the authority 
of law in regard to enforcement of fair 
trade practices. It is the duty of every 
ethically minded retail jeweler to see 
to it that all possible moral support is 
given to retaining to the utmost the 
beneficial effects in their own communi- 
ties of the fair trade practice clauses 
in the former Retail Jewelry Code. It 
seems to me that this condition of affairs 
offers a great opportunity for members 
of retail jewelry associations to 
strengthen their associations in every way 
possible, in order that through that 
strength the retail jewelry business will 
not lose the gains it has made through 
the operation of the Code. 

Witiram D. McNeEIL, 

President, American National 

Retail Jewelers’ Association. 


New York City, June 17, 1935. 
The Code of Fair Practice adopted 
under the NRA has eliminated or, at 
least, had a tendency to correct many of 
the abuses the jewelry trade was suffer- 
ing from. These features should be 
carefully selected and preserved through 

trade cooperation. 
NATHAN J. STERN, 
Stern Bros. & Co. 


Newark, N. J., June 17, 1935. 

I think that the jewelry industry should 
organize itself into a strong trade asso- 
ciation with a competent secretary, and 
this association should be subdivided 
into quite a large number of groups com- 
prising manufacturers in the same line 
of business. 

It is only by such subdivision that man- 
ufacturers can associate to their best 
advantage. Sufficient appropriation to 
cover the expenses of a capable, experi- 
enced trade executive staff, I think, is 
fully warranted; and the jewelry indus- 
try should be willing to pay an assess- 
ment, based on sales, to defray cost of an 
efficiently operated trade association. 

The NRA has taught to many manu- 
facturers the advantages of cooperation. 
Moreover, it seems to me important to 
continue in a trade association because 
of the likelihood of a provision of the 
constitution, which would result in an 
authoritative NRA or something similar. 
The jewelry industry would be in a 
position to operate better in such an 
eventuality if it maintained itself intact. 

H. A. WILson, 
Pres., The H. A. Wilson Co. 
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Validity of City Ordinances Prohibiting 
Jewelry Auctions 
(From page 31) 


ment, by summary proceedings, of whatever may be re- 
garded as a public nuisance, or fraud on the public. 

The determination of whether a State law or city 
ordinance is within the police power involves the precise 
provisions of the law. Of course, if it appears that the 
regulation under consideration is not in any way designed 
to promote or protect the citizens against fraud or to 
safeguard the morals, health, comfort, safety, or welfare 
of the community, or that the means:employed have no 
real and substantial relation to the avowed or ostensible 
purpose, or that there is wanton or arbitrary interference 
with private rights, the question arises whether the law- 
making body has exceeded the legitimate bounds of the 
police power. Under these latter circumstances the law 
is void. 

On the other hand, for instance, any reasonable ordi- 
nance is valid and enforceable which is exercised by public 
officials, or the city council, by which the jewelry business 
is regulated under the police power. This is true because 
the sale of jewelry by auction may very easily and readily 
involve fraud of purchasers. 

For example, a license law is valid and enforceable 
which requires payment of a certain license fee annually by 
all owners of jewelry stores. Any person or firm operat- 
ing only one day, or who opens a business for a few days or 
week, must pay the whole annual license fee. 

Moreover, it has been held that while a city law is void 
which requires payment of higher license fees by firms 
located outside the city, yet a city ordinance of this na- 
ture may be valid if such ordinance clearly specifies that 
the higher fee is enacted to pay for the. certain expenses 
caused by operation of the auction within the city by per- 
sons located outside the city. (See 172 S. E. 698.) 

Moreover, a city ordinance is valid which requires 
transient sellers, as auctioneers, to pay a special fee for 
investigation of their reputation and dependability before 
a license will be issued. Obviously, in order to avoid 
discriminations ths same fee must be charged auctioneers 
who intend to locate permanently in the city. However, 
the fee need not be required by the law to be paid by local 
and established owners of jewelry stores, as it can be 
assumed that the city officials know that their reputation 
is good. If, however, complaints of dishonest sales are 
filed by purchasers, then the license may be revoked. 


ADVERTISING DistrRIBUTION Law 


Since numerous owners of jewelry stores have con- 
tested the validity of city ordinances which prohibit or 
require licenses to distribute advertising matter, it is well 
to know that various Courts have held that a city is within 
its police power when it requires that persons going from 
house to house distributing literature and packages shall 
be required to register or obtain a license at a normal cost. 
The latest higher Court case involving this point of the 
law is Brown, 3 F. Supp. 132. 

Here it was shown that a city ordinance makes it un- 
lawful to distribute advertising matter from house to 
house without procuring a license for $10.00. The validity 
of this ordinance was contested on the grounds that it 
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However, the Court held the ordi- 


was unreasonable. 
nance valid, saying: 

“The test of the constitutionality of the ordinance is 
whether the ordinance is a bona fide exercise of police 
power or an arbitrary and unreasonable interference with 
personal rights under the guise of police regulation. . . : 
The requirement is general; it has no discriminatory 
restrictions; it is not apparent that the license fee is a 
charge for the privilege of engaging in business, but rather 
for the enforcement of governmental supervision. . . . 
The city is not required to supervise the distribution at 
its own expense, but may assess a reasonable fee for such 
supervision.” 

Another important point of the law is that neither a 
State nor a city may arbitrarily interfere with the jewelry 
business. However, this rule of the law does not prevent 
a State or city from exercising its ordinary police power 
to protect its citizens iri any other manner. This rule is 
especially applicable to laws and ordinances which regu- 
late the sale of jewelry by any one except those who have 
applied for a license and furnished satisfactory proof that 
their honesty is such that purchaser will not be defrauded. 


Merchandise Market 


Desk Clocks from 18 Size Movements 


The Standard Unbreakable Watch Crystals, Inc., 175 Varick St., 
New York, offers a suggestion on how to convert old 18 size watch move- 
ments into desk or traveling clocks by using the new S U C com 
cases—supplied complete with crown, stem, sleeve, dial and crystal. The 
assemblying is very simple. 





A Leaflet on Zircons 


James A. Drilling, dealer in_semi-precious stones, 87 Nassau St., and 
zircon specialist, quotes from TH& JEWELER’s CiIRCULAR-KEYSTONE in an 
attractive leaflet regarding zircons, which he is sending to the trade. The 
mailing piece contains useful information regarding the source of zircons, 
mode of cutting, and the colors of the unusual gem. 





New Visible Top Dollar Pen Shows When to Refill 


The Vacuum-Fil Pen Co. of Fort Madison, Iowa, announce 
development in visibility in low-priced fountain pens, the ‘ Visible-Top” 
Vacuum-Fil pen. By making the tip end of the pen barrel com ly 
transparent, the user can determine if the pen is empty or nearly so. 
Placing the pen flat on the desk, a ye tells the height of the fluid 
in the transparent tip, showing how full or empty the pen is. 





Dub-L-Lok Safety Catch 


The Wells Mfg. Co., Attleboro, Mass., manufacturer of jewelry and 
jewelry findings, has developed a new safety catch which is call 
Dub-L-Lok. The outstanding feature of this catch is the automatic 
locking of the catch when the pin is inserted, thus assuring the wearer 
against loss even though the roll is not whirled. The whirling of the 
roller double locks the pin. Dub-L-Lok is protected by patents, and is 
made in all wanted materials, with the same market prices prevailing as 
on catches in similar grades. 


Jewelers Attend Optical School 


The School. of Mechanical Optics, Incorporated, of Brooklyn, 
reports that it has enrolled 11 jewelers representing four states. 
These men are taking the complete course for an optician. 
Some are also taking special courses on lens duplication and 
benchwork. These courses in optics open an attractive field 
for jewelers as it permits them to open their own optical de- 
partments and do their own optical work as well as dispensing. 
The school has available upon request and free of charge a 
bulletin of information which briefly describes the courses given. 


Sheaffer Introduces the “First Lady” Pen 


The W. A. Sheaffer Pen Co. of Fort Madison, Iowa, has 
already begun delivery to its dealers of a new pen and pencil 
for women. A smart name, the “First Lady,” distinguishes this 
new-style pen from the rest of the firm’s line, and is being 
publicized in Sheaffer’s national advertising. 

This new pen for milady is more slender than the regular 
medium-sized Sheaffer pen and is skillfully streamlined for 
balance. It is light in weight, and, in other ways, it is aimed 
primarily at the feminine market. 





Assured Reader Interest 


in the 
August Issue 


of 
The Jewelers’ 


Circular- 
Keystone 


featuring 


the 
A.N.R.J.A. 


Convention 


AUG. 26-30 


Waldorf-Astoria 
| New York 








with i 
Greater Advertising ] 


Value 


Reader interest in this news-filled 
August Issue will be intense. Late 
news bulletins . . . convention sched- 
ules and programs... all that’s new 
and significant in today’s manufac- 
turing, merchandising and display 

. what to buy and where to look 
for it... all the information the 
trade looks to its leading publication 
to supply ...and is never disap- 


pointed ! 


Advertisers: present your product in 
an advertising message where it will 
share in the concentrated attention 
this stimulating issue will receive... 
The Jewelers’ Circular-Keystone, the 
only ABC publication in the field 
having a “Sterling Fine” paid cir- 
culation that covers 925/1000 of the 
industry’s purchasing power. Adver- 
tising forms close July 24th. 


Extra copies of the August Issue 
will be distributed at the Convention. 


Plan Your Advertising Message Now! 
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